





Herff Motor Company 
Memphis, Tennessee 


There is exactly the right kind of 
Hunter equipment to meet your cool- 
ing and ventilating requirements. 
Hunter Zephair cooling is proving its 
effectiveness by not merely prevent- 
ing the summer ‘‘slowdow.1” but ac- 
tually increasing production. 

Plant owners are searching for this 
simple, inexpensive way to produce 
summer comfort and keep production 
at top levels during the hottest 
weather. 
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ASBESTOS -VARNISHED CAMBRIC 


Sizes 18 AWG to 1,000 MCM. 600 
to 8000-volt ratings. Max. oper- 
ating temperatures: 1 10°C (230°F) 
for 600-volt wire to 91°C (196°F) 
for 8000-volt wire. 


FOR WIRING— 


Power circuits and general hot-spot wir- 
ing in boiler rooms, power plants, steel 
mills, steam tunnels, etc., where heat, 
moisture, corrosive fumes, oil, grease 
and fire hazards are 
factors. 


NATIONAL ELECTRIC 
asbestos wire and cable 


resists 


HEAT 


a 
FUMES 


| ELECTRIC PROOVUCTS | 
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Write for your Copy of 
“NEasbestos Wire for Hot Spots” 


National Electric Products Corporation 


Pittsburgh 30, Pa. 


LOCATIONS! 
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ALL-ASBESTOS 


Sizes 18 AWG to 1,000 MCM. 
& 600-volt ratings. Max. opera 
temperatures: 200°C (392°F) 
125°C (257°F) respectively. 


FOR WIRING— 


Rheostats, electric ranges, hot p! 
grills, waffle irons, electric watex 
ers, switch boards and electriczi < 
ment exposed ito heat or fire 
and general 
wiring in hot 
tions. 
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"Your new idea in packaging 
as been a most wonderful 
oon to our sales of Samson 


_— 


wipe 


ppliances, in addition to 
eir acknowledged high 
wality and durability. Fur- 
er, we find that this new 
ckaging has brought about 
xceptional dealer and con- 


” 


wmer acceptance. 
Leeds, Fox & Newman, Inc. 
New York, N. Y. 


COS oT 


“lam extremely pleased with 
athe packaging of your line of 

ppliances. To my mind it is 
Mene of the best jobs being 
idone in the entire industry. 
The details to which you 
"have gone to make each of 
“these products a silent sales- 
Sman will, | am sure, make 
‘Samson Products one of the 
syeally wanted lines in 1947.” 
= Hyland Electrical Supply Co. 
<3 Chicago, Illinois 


“The SAMSON line is with- 
out doubt one of the finest 
manufactured. It is com- 
petitive, has quality, and is 
well known to the consumer. 
£ach unit is not only practical 
but has beauty and character." 
Radio Specialties Company 

Los Angeles, Calif. 


“It has been our desire to 
feature the Samson line, 
tbecause we believe Samson 
products are manufactured at 
@ price the average American 
family can afford to pay for 
Quality merchandise. Samson 
will continue to stay in our 
dine-up of nationally ad- 
“ertised brands."’ 
E Superior Distributing Co. 
Kansas City, Mo. 


As a Distributor of SAMSON 
Traffic Appliances for the 
Post nine years, we are of 
fhe opinion that SAMSON 
Pa a quality line, medium 
iced, which the average 
lealer finds very acceptable 
b the consuming public.” 
‘3 Loeffler Electric Inc. 
2 Toledo, Ohio 


“We feel the design and 
pattern of Samson appliances 
are most attractive . the 
service given us by the manu- 
facturer as well as your rep- 
resentative has been of the 

highest.”’ 
Peaslee-Gaulbert Corp., Inc. 
Dallas, Texas 
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“We are glad to state that at 
no time has Samson allowed 
production problems to inter- 
fere with fine quality: Dealer 
acceptance of all Samson 
products has been most 
gratifying.” 

L. H. Smith, Inc. 

Pittsburgh, Pa. 
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“We like to stress the quality 
of your merchandise because 
wholesalers who unfortun- 
ately distribute inferior mer- 
chandise make no money, 
since the returns eat up their 
profits."’ 

Coffin-Redington Co, 


San Francisco, Calif. 


ELECTRICAL SOUTH is published monthly by W. R. C. Smith Publishing Co., Marietta, Ga., and Atlanta, Ga., U. S. A. 
Subscription rates, United States and Possessions, $1.00 for one year; Canada and Foreign Countries. $10.00 per year 


Entered as second class matter at the postoffice, Marietta, Ga., under Act of March 
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sible for our customers’ design engineers to 
specify special controls without running into a 
stone wall of excessive special costs. 


you could come with me to the spe- 
cial assembly division at Plainville, you’d see 
what I mean. The day we took these pictures, 
for example, there was a multi-motor controller 
for a famous machine tool manufacturer, indi- 


“Of course, we of Trumbull can only try to 
give you a quick picture of a mighty good 


vidual plug-in type control center units for a 
large oil refinery, the complicated fully auto- 
matic ‘electric brain’ for a paper making ma- 
chine — all being manufactured on a standard 
production basis — specials in every sense of 


proposition in these few words. If you have a 
problem that indicates modern electrical con- 
trol, it will be well worth your while to write 
now or come to our Plant and see for yourself. 
Trumbull engineers are good people to talk 


the word — but made from tried and proved |. me ee 
; ; . : : ~  to—and work with. 
Trumbull Electric basic components. Such basic 

components mean to you, as the customer, 

special controls with standard Trumbull per- 

formance. 


“Standard design elements in the tremendously 
varied Trumbull production range make it pos- 


& 


<yn 


r)ELEcTRIC 
MOTOR CONTROL 


TRUMBULL( 


TRUMBULL ELECTRIC MANUFACTURIN G co. 


| THE 
oe PLAINVILLE, CONNECTICUT 


FACTORIES AT NORWOOD, GHiO + LOS ANGELES * SAN FRANCISCO + SEATTLE 





| OTHER 


i 
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ENGINEERED LIGHTING 


FOR BUSINESS OFFICES 


Office of Western Grain Co., 
Birmingham — effectively lighted 
by Spero “LVR” fixtures 


“LVR” MEETS THE S BASIC REQUIREMENTS FACTS and FIGURES 

FOR GOOD “ENGINEERED LIGHTING’... 
eset GHNCRENEY —Ltehé Genes din 400 ecteen in ditties FIXTURES— 46 Spero “LVR-448” Fluorescent Luminaires, 

Rea RBs eee ae aul cates each ube MOUNTING — Pendant, 36” stems. Continous rows, 
LOW MAINTENANCE—Starters accessible without dis- 9 ft. apart. Height from fixtures to floor, 9 ft. 

it a cone atin COLOR SCHEME— Ceilings white (80% reflection factor); 
SMART APPEARANCE — End pieces, canopy and stems walls light pastel green (72% reflection factor). 

gh wl wh ed iia cial eae iam RESULT—6o0 footcandles of low brightness illumination 


Write for complete engineering data. of the intensity recommended for detailed visual tasks. 


Spero also manufactures REFLECTORS, FLOODLIGHTS, - 
MPOR PROOF UNITS, and various MATERIALS FOR _L"Stallation made by Birmingham Armature Electric Com 
ELECTRICAL CONSTRUCTION. Write for Bulletin No.10. pany, fixtures sold through National Distributors, Inc. 


One of a series. Other advertisements show “LVR” engineered lighting in store interiors, institutions, etc. 


18222 LANKEN AVE. 


ti SPERO er ECT RIC CORP. CLEVELAND 19 
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at any price 


Pay more .. pay less .. but you just 
can’t beat them. They’‘re the best! 


FLEX-LOC by Lloyd, is THE outstanding achievement 
in lamp holders . . no other can match its performance! 
Briefly, the name "Flex-Loc” tells the story. Flexible . . 
it automatically self-adjusts to variations in length of 
lamps, or the spacing of mounting holes. . then “click”, 
it locks the lamp securely . . positively! Ingeniously 
engineered! So simple. So foolproof. So easy to use. 
Flex-Loc is a MUST in the specifications of many lamp 


manufacturers. 
HERE’S ANOTHER BEST 


FLEX-LOC LAMP HOLDER A marvel of modern science. Lloyd’s Automatic Starters 
Underwriters’ Lab. Ine. tind lay a BIG part in lighting the | find Th 
n 1 ap., inc., an 
Canadian Standards Association Pp os : jd -” ig ye a“ ape oe ustry. ested 
are millions in use throughout the country! Engineered 


Appliance Division 
ET.L. Test Report 314454 Available : : ‘ 
Patented—Other patents pending for quick, sure starting of fluorescent lamps and built to 
specifications far more rigid than accepted standards. . 
here is the automatic starter that can't be beat! Results? 
Saves maintenance costs and power consumption. 
Protects and insures longer life to ballast and lamp. 


Eliminates the annoyance of flickering and blinking. 


FS-40 LLOYD POLICY INSURES QUALITY 


AUTOMATIC STARTER 

Listed and Approved by 
Underwriters’ Lab., Inc. 
Certified by E.T.L. Spec. 6 
Pat. Nos, 2200443-2228210 


LLOYD PRODUCTS COMPANY 
Providence 5, R. I. 
Branch Offices ond Warehouse Stocks in 27 Leading Cities 
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RUBBER SPLICING TAPES 
THAT 


oe 
ihe high elongation and ten- 


sile strength of PANTHER and DRAGON 
Rubber Tapes are important qualities in mak- 
ing them wrap smoothly. And their excellent 
fusing characteristics bond successive layers 
into a watertight splice. 

They have high dielectric strength — they’re 
made by a company that has specialized in 
electrical insulation for nearly 70 years. 


Friction Tapes also are available in 
PANTHER and DRAGON brands. All tapes 
meet A.S.T.M. and government specifications. 


| friction & rubber TAPES 


Sold Through Recognized independent Wholeselers 


4 Wt HAZARD 
» Sar wee Onn All PANTHER and DRAGON Japes are 


Division of The Okonite Co. 
+ Pate onde Dteseecee Sates sold only through recognized wholesalers. 


; Wilkes-Barre, Pennsylvania 
4832 
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Extra large 4-way Full-vue 
ironing surface speeds iron 


‘TAPERED, ROUNDED BACK means fast- 
er, easier ironing because either end 
of the iron reaches easily, surely, into 
tricky pleats, ruffles and gathers with- 
out twisting or turning the iron around. 


: Cc means easier 
ironing under buttons. It’s slanted all 
around so every part of it slips easily 
under buttons without prying them 
loose or weakening the threads. 


FRU-HEAT CONTE means faster 
ironing, greater safety for delicate fab- 
rics because it’s the fastest-acting, most 
accurate known type of iron heat con- 


ss longer than the average of five other Jead 
ing irons-—as shown in the actual scale 
diagram above. Its new shape lets the iror 


CTRA Ris . if 
more ironing at every stroke, fewer 
motions, ironing. The 4-Way, 


trol. (The soleplate itself is actually a 
part of this new, more accurate ironing 


speedier 
Full-Vue Ironing Surface of the General 
Mills Tru-Heat Iron is 15.7‘, larger, 28°; 


glide smoothly in any direction without 
bunching up material. 


temperature regulator.) 


THE NEW 


General Mills Tru-Heat Iron 


SPONSORED BY 


AT, Ciocken 


; 
NOW BEING DISTRI Minnesota, 
Nebraska, the Dakotas, Wisconsin, Iowa, Michi- 
gan, Indiana, Ohio, the New England States, 
New York, Montana, Wyoming, Utah, Colorado, 
New Mexico, New Jersey, Delaware, Maryland, 
Virginia, North Carolina, District of Columbia, 
Pennsylvania, and parts of Idaho, Illinois, Ken- 
tucky and West Virginia. 
« ” Betty Crocker 
GENERAL MILLS, INC., HOME APPLIANCE DEPT., 1620 CENTRAL AVE., MINNEAPOLIS 13, MINNESOTA Say wots onmeet 


Copyright 1947, General Mills, Inc., Minneapolis, Minn. General Mii! 


UTED itd: 
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Here’s what one utility Here’s what 
executive looks for 
in fluorescent lighting fixtures: have done about it: 


“If the lamp. and fixture manufacturers Manufacturers of fixtures and accessory equipment con- 
could work up a practical program to pro- tribute their dollars to create an advertising program that 
mote cooperation among distributors, con- develops the market for commercial fluorescent lighting and 
tractors, and central stations, we would educates the market to higher standards of lighting per- 
certainly be glad to tie-in with it.” formance and service. Because of high standards set for 

FLEUR-O-LIER equipment, lighting companies and lamp 
This is the kind of promotion in the light- manufacturers can endorse and recommend it. Architects, 
ing business that results in distinct bene- distributors and contractors can specify it with utmost con- 
fits not only to the trade, but to the wser fidence. FLEUR-O-LIER deserves the support of everyone 
as well. See why: who wants to see such standards created and maintained. 


FLEUR-O-LIERS, made by a group of leading fluorescent fixture makers, are built 
to rigid specifications for performance, construction and service. They are tested, 
checked and CERTIFIED as meeting those specifications by Electrical Testing 
Laboratories, Inc., and identified by the FLEUR-O-LIER Label on every fixture 


> — = = = = oe ce ae eee coe 


Fleur-O-Lier is not the name of an individual manufacturer, but of a group of 27 lead- 
ing fixture manufacturers. Participation in the FLEUR-O-LIER MANUFACTURERS’ pro- 
grom is open to any facturer who plies with FLEUR-O-LIER requirements. 
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ALL THESE STARTERS ARE BUILT AROUND: 
Bulletin 7700 A. C. MAGNETIC CONTACTORS 


These small, compact, sturdy 
Contactors are the backbone 
of all magnetic motor starters 
pictured here—Sizes 0 and 
1—15 and 25 amperes. 


Think what this means to the 
user of these starters—Less 
spare parts—and unifomity 


of design. ies Bulletin 5029 
g > = we einen 


FEATURES : 


» Hinged armature, vertical lift magnet 


Vers. 
St tarter 
Bre Caker 


pug lin 6013, 
*Sing Starte, 


® Short armature travel—minimum impact 
tae é 
® No sliding or wearing parts POF ay | 


» Double Break Silver to Silver Contacts / 
® All terminals front accessible / 

j 

» Plenty of wiring space 


2 Cabinet knockouts... Top, Béttom. / ah Pullen 029 p 
j 2Ation Fy gy, 
Sides, Back ; 


intlletin 6018 


on. 
°mbination “Revers. 


in St farter 


Bulletin 6040 
** Electrical Control is the ideal line for Distributors. Ration « ft : Sing Comp; 
Tler . 


* 


THE CLARK CONTROLLER CO. 


< ; 
RYTHING UNDER CONTROL 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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For that 
plant 
addition 


you're 


SL a es 





planning... 


SoH PMPs ReaD 





GraybaR can help you get the best combination 





t’s a good idea to have Graybar work with you in planning any wiring job. 
Graybar knows wiring — all kinds — and distributes carefully selected makes 
f wire, cable... busduct, conduit, raceways . . . fittings for all wiring systems 

. connectors, wiring devices, panels, fuses . . . primary equipment... 


pecialized tools. The near-by Graybar Inside Construction Specialist can help 
How Graybar simplifies 


ou or your electrical contractor choose the best combination of conductors 
your electrical buying 


nd supplies for any installation. 

Our national warehousing system can simplify your job of getting “every- Graybar makes it possible for you 
" lectrical”, Although it’s j cle f . sntai Sa sitll to obtain — from a single convenient 
{ oO v4 = 4 ss e' c 
ling electrica ough it’s impossible for us to maintain complete stocks itieinieaieteilaed 
day, many items are available for immediate delivery. Call our nearest office. items, made by over 200 leading 


Graybar Electric Company. Executive offices: Graybar Building, N. Y. 17, N.Y. manufacturers. Through its 95 offices 





and warehouses, Graybar shortens 
the economic distances between 200 
makers and 35,000 users. One order, 
one responsibility, one invoice does 


the work of many. 


4733 








PRINCIPAL CITIES 
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, 2 lee Sea 
Seeing your side of the story as well.as the producer's 
p oloy-3 49 o)s ME <-1-) o} belo Me! satisfactory balance’ between 
supply and demand is quite an order’ Ph eleye Mesa individ- 


ual for dual vision and wide experience. 
| 


As a group or individually, the members of the Atlanta | 
Electrical Agents 10 Year Club :.. who have served the 
electrical trade of the Southeast for 10 years or more — 
.. through their long association with the industry 
and their’territory are so adequately bg of-3 9 (-Selei-t0 and 
informed that they can clearly’ see oth sides of situa- 
tions and act upon them ina "manner which can 


be of great value to those whom they serve. 
i : " ; 


Edgar E. Dawes & Company  Eement T. Loyd 


W. H. Berry Company’ C.. C. Schoen 
88 Pryor Street, S.W. 289 Simpson Street, N.W. Rhodes Building 69 Mills Street, N.W. 


L. Morris Landers Co. Hooper & McCoy 


Glenn & Larson Henry W. Clower 
Healey Building 377 Whitehall Street, S.W. Walton Building 306 Marietta Street, N.W. 
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SPECIAL “SNe st 


Why wait for scarce items when you can meet new 
installation and maintenance requirements now—and 
do it at a substantial saving? 

In the next three months WAA will put $1,500,000 
worth of unused items in standard package quantities 
on the market at rock bottom fixed prices—well below 
market. You can make your purchases through your 
distributor—or direct from the WAA offices in Los 
Angeles, Birmingham, Cincinnati, or Philadelphia. 
Most items have previously been offered to priority 
holders and anyone can arrange for immediate 
inspection and purchase. For specific details, specifications. 
prices, contact your distributor or the above 

WAA offices today. 


In addition to the four Regional Offices 
shown at right, all other Regional Of- 
fices will dispose of $800,000 worth of 
used material and unused material in 
broken packages during March, April, 
and May. Each office will conduct Sealed 
Bid Competitive Sales. Make sure you 
have a chance to bid. Write each office 
today and have your name put on the 
list to receive the Sealed Bid Offering 


literature on Pole Line Hardware. 


x 


WAR ASSETS ADMINISTRATION 


‘ 
i 
4 
' 
! 
‘ 
i 
' 
' 
’ 
‘ 
4 
‘ 
‘ 
‘ 
' 
' 
' 
' 
i 
'‘ 
' 
! 
' 
' 
‘ 
' 
] 
' 
' 
tL 


cw eee ces mnmanwcaensoccccok 


OFFICE 0 F GENERAL DISPOSAL 





Offices located at: Atlanta + Birmingham + Boston + Charlotte » Chicago - Cincinnati - Cleveland + Dallas 
Denver - Detroit - Fort Worth - Helena - Houston «+ Jacksonville - Kansas City, Mo. - Little Rock - Los 
Angeles - Louisville » Minneapolis » Nashville - New Orleans » New York - Omaha - Philadelphia + Port- 


land, Ore. - Richmond - St. Louis + Salt Lake City - San Antonio » San Francisco - Seattle - Spokane - Tulsa 
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Save tomorrow’s costs — today 


Meet today’s needs—and match tomorrow'’s—with BullDog BUStribution Systems 


. . . BUStribution DUCT for plug-in power and Ventilated Lo-X Duct for feeder lines. 








Bul!Dog Lo-X Feeder Duct blocks two blows at plant 
efficiency—voltage drop and temperature rise. 

When voltage drop pinches your power supply, output 
of motors and lights must suffer. And when temperature 
rise reaches dangerous heights, heat takes its toll on the 
life of your distribution system. 

But BullDog Lo-X licks both of these problems. Unique 
design and arrangement of the bus bars, plus adequate 
ventilation, insures maximum conductivity and rapid dissi- 
pation of heat. 

Economy doesn’t stop there, either. Rugged construction 
cuts maintenance costs, and when major production 


changes require alterations of your feeder lines, BullDog 
Lo-X can be dismantled, moved and reinstalled with com- 
plete re-use of all materials. 

BullDog Plug-In BUStribution DUCT meets the challenge 
of change. 





ELECTRIC PRODUCTS 








COMPANY 

















Machines can be moved and be back in production with 
minimum losses in time and in effort, thanks to the high 
flexibility of this modern branch circuit system. 


Every ten-foot section of Plug-In BUStribution DUCT 
has ten convenient outlets. That means no re-wiring, no 
addition of fixed outlets. Electricians need only raise the 
plug to the nearest duct opening, snap its contact fingers 
over the bus bars and bolt the plug to the casing. The 
whole job can be done in a matter of minutes and without 
interruptions for the rest of the line. 


Like all BullDog Bus Duct systems, BUStribution DUCT 
is made in prefabricated, standardized sections for easy 
installation and for dismantling and reinstallation without 
scrapping any parts. 


Call a BullDog Field Engineer. He’ll show you installa- 
tions of these two modern systems .in a plant close by. Or, 
write BullDog direct for detailed folders. 


BullDog manufactures Vacu-Break Scfety 
Switches — SafTfoFuse Panelboords — 
Superba and Rocker Type Lighting 
Panels — Switchboards — Circuit Moster 
Breakers — “‘Lo-X"’ Feeder BUStribution 
DUCT — “Plug-in” Type BUStribution 
DUCT—Universal Trol-E-Duct for flexible 
lighting—Industrial Trol-E-Duct for port- 
able tools, cranes, hoists. 





Detroit 32, Mich, Field Offices In All Principal Cities. In Canada: BullDog Electric Products of Canada, Ltd., Toronto. 
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In this large assembly shop, 3000-watt mercury units are combined with 


a 





400-watt G-E mercury 
some Life pipe increased 


i: per start. 


Now...1000 Hours more life 
for G-E Mercury Lamps! 


Now even greater improvements in industrial 
lighting are possible with General Electric mer- 
cury lamps. The 1000-hour increase in life ratings 
for both the 400-watt and 3000-watt lamps means 
a corresponding reduction in lamp renewal costs, 
with the same dependable illumination. 

As you plan new industrial lighting jobs—espe- 
cially those with high mounting in assembly shops, 
steel mills, foundries, etc.—be sure to make the 
most of these G-E mercury lamp advantages: 

1. HIGH EFFICIENCY—Initial light output 40 lumens 

per lamp watt. 


2. SUSTAINED LIGHT OUTPUT—Still 35 lumens per 
lamp watt at 70% of rated life. 


3. LOW MAINTENANCE Cost—High light output 


three 1000-watt filament lamps to approximate daylight. 


per lamp means fewer fixtures to service. 


4. LONG Lire—Up to 6000 hours rated life, de- 
pending upon wattage and number of starts. 


Remember— whatever lamps you need, G-E makes 
‘em all! So you can always count on your nearby 
General Electric Lamp office as a reliable and 
unbiased source of information when it comes 
to lamp selection. General Electric Company, 
Lamp Department, Nela Park, Cleveland 12, Ohio. 


G-E LAMPS 


GENERAL @ ELECTRIC 
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Laytex (Type RU) branch circuit wire is different—and 
better. 

Itis smaller in diameter than anyother rubber insulated 
building wire. It’s lighter in weight—easier to handle. 

Furthermore—it is insulated with 90 per cent un- 
milled, grainless natural rubber, and has perfectly cen- 
tered conductors. 

And last—but not least—it leads the field in physical 
and electrical properties. 


Smail diameter + Light|weight - Natural rubber insulation 
Perfectly centered conductors + High tensile strength + High 
dielectric strength » Flame retardant, moisture resistant cover 


UNITED STATES RUBBER COMPANY 
1230 Avenue ofthe Americas « Rockefeller Center * New York 20, N.Y. 
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Reg. U.S. Trade Mark 


ELECTRICAL WIRES AND CABLES 
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marks the month 
you go into action! 


The market is huge, but competition is 
keen...and it’s later than you think! 


THIS is the time to get going. 


Cash in on a full season’s volume. Get 
on Great National’s band-wagon with 2 
nationally known Evaporative Coolers. 


HY DRO-SPRAY 
Air Washer 


23 years of evaporative 
know-how in designing, 
manufacturing, installing, 
is behind Great National's 
reputation, has made them 
the acknowledged evap- 
orative experts of the 
1947 nation. All this experience 


CHALLENGER is yours for the asking. 
Evaporative Cooler 





GREAT NATIONAL AIR CONDITIONING CO. 


2125 North Harwood Street, Dallas 1, Texas 
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ERE’S a set of tools that enables your linemen to handle any kind of rural 

line maintenance job. All these tools are made to the highest standards of 
workmanship—and have been tested and proven in use. They are ruggedly 
constructed for long hard use—and well designed to make them simple and easy 
to use. All wood parts are tested to 75,000 volts per foot for 5 minutes. 


These dependable tools are available in complete sets as shown—or you may 
select the tools you want, to make up your own set. 


Here’s what you get in the Kearney Rural Line Tool Set No. 4778-3, which 
is shown above: | Chain rope hitch—2 Pol-Grips 1.25’ to 3’’—2 Pol-Grip extensions— 


2 Lift-Pol snubs—2 Fit-on tie heads—1 Insulated pliers 1.25”’ x 5’, oak—1 Lift-Pol, 2”” x 10’— 
1 Han-Pol, 1.5" x 10’—2 Combination tie sticks—1 Lift-Pol, 2.5’ x 16’, spliced—1 Side 
arm, 9’ long, less fittings—1 Insulator conductor holder assembly—1 Side Arm attach- 


ment—1 Brace bracket assembly—4 Conductor holders—1 Pol-Band, 2.5’’—2 Line guard 


assemblies. 





CVERHEAD AND UNDERGROUND UTILITY EQUIPMENT 
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line of Conductor 
Fittings -- see the 


PENN-UNION 
Catalog 


You can find the exact fitting you need in 
the Penn-Union Catalog— practically every 
good type, in a complete range of sizes. The 
few here can only suggest the variety. 


We also have thousands of other types— 
new designs are constantly being added. When 
you need a special conductor fitting for an un- 
usual service, our engineering sta is always 
ready to help you. 

And— Every Connector is Dependable. 
When you use any Penn-Union fitting, you are 
sure of a connector that’s reliable mechanically 
and electrically— carefully designed, thorough- 
ly tested, and manufactured under rigid engi- 
neering supervision. 

Preferred by Leading Users, who have found 
that “Penn-Union” on a fitting is their best guar- 
antee of unfailing service 


Sold by Leading Wholesalers 
PENN-UNION ELECTRIC CORP. 


Erie, Pa. 
L. MORRIS LANDERS WALTE 
3 | Vaiton Bldg Dallas T f 


R J. HUEMMER 
” Atlanta, Ga. Dallas, Texas 


arf 
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HUBBARD AUTOGAP FUSE CUTOUT is a combination of No. 2302, 
9 KV Autogap Lightning Arrester with a new, improved 7-1/2 KV 
open type fuse cutout. The assembly is Stock No. 2315. 


VOLTAGE, phase to ground is recommended to be limited to 7500 


OLS. 


O 


FUSE rating is 50 Amperes. Fuse links are not furnished. Any 
standard can be used. 


INTERRUPTING CAPACITY of the Hubbard Autogap Fuse Cutout is 
12CO Amperes. 


MOUNTING Brackets are available. No. 2323 for Crossarm and 
No. 2325 for pole. Specify type of mounting when ordering. 


WE!GHT of the assembly is 18 Pounds each, packed for shipment. 


HUBBARD “ COMPANY 


PITTSBURGH - CHICAGO - OAKLAND, CALIF. 
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CLOSED POSITION: The flat, phos- 
phor bronze spring at the top is in 
tension, ready to kick out the mechan- 
ism instantly when the blowing of the 
fuse releases the tension. 


OPERATING: This view shows the 
action during transition from ‘‘closed”’ 
to “‘open”’ positions. The fuse has blown 
and the toggle mechanism is forced 
open by the top contact spring. The 
gap caused by the blown fuse is instantly 
lengthened to at least 3-inches by the 
leverage of the toggle mechanism, caus- 
ing the arc to be extinguished within 
the fibre fuse tube rather than at the top 
contacts, where burning might occur. 


OPEN POSITION: Top contact spring 
is relaxed, having exerted its pressure 
toward opening the mechanism. Tube 
drops to hanging, open position which 
places the notch for “hot-stick’’ removal 
of fuse tube in an accessible spot 





HERE’S ADVERTISING POWER FOR 
BENDIX WASHERS - DRYERS - IRONERS 


Mr llomesh 


im , | Ie | 


|| 
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A consistent program of color pages in LIFE... be ready! For this traffic is hot for the world’s 
in the SATURDAY EVENING POST... GOOD HOUSE- most wanted washer—for the new Bendix auto- 
KEEPING ... LADIES’ HOME JOURNAL... BETTER matic Dryer and the new Bendix automatic Ironer 
HOMES AND GARDENS .. . HOUSE BEAUTIFUL... —items that according to impartial surveys en- 
AMERICAN HOME and PARENTS’ MAGAZINE... . joyed consumer preference even before they were 
plus big ads in the AMERICAN WEEKLY... Mil- announced to the public. 

lions and millions of sales impressions—for the 
Bendix—during the first six months in 1947, in BENDIX HOME APPLIANCES, INC., SOUTH BEND 24, INDIANA 


the magazines that shape America’s buying habits. 


With co-operative newspaper advertising, 


posters, spot radio announcements, spot movies, 
with window and outside neon signs, you can pull D 


your share of this enormous traffic into your store automatic 


for demonstrations. Tie in, by using the new ani- 
mated spring window display—prepare, by en- ome un ry 


rolling in the streamlined, refresher sales course — 
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"One of the greatest boons to today’s problem of increased 


production 


That is what users say of PLUGIN @ BUSDUCT — the 
modern, convenient, economical and flexible system of power 


and light distribution. 


PLUGIN @ BUSDUCT helps speed production by saving 
thousands of man hours each year, reducing waste motion and 
lost time by making power available where and when you want 
it. Plugin outlets every foot of the way make it possible to 
move and relocate machinery at will and eliminate long and 


expensive lead-ins with a consequent drop in voltage. 


If you want to speed up and increase the productivity of your 
plant, then install PLUGIN @ BUSDUCT—and see the difference. 











// 
PLUGIN @ BUSDUCT is available in standard ten-foot 


sections with multiple outlets for any of the following attractively 


finished, practical plugin units: 


1 SHUTLBRAK— Ideal for quick make and break, 


heavy-duty operation. Capacities: 30 to 200 amps. — 


250 and 575 volts. 


KLAMPSWITCHFUZ — Splendid for discon- 


nect service the hinged-type pull out door containing 
both switch and fuse in one unit. Capacities: 30 to 200 


amps. — 250 and 575 volts. 


CIRCUIT BREAKER — Provides automatic: 


thermal overload protection for circuits and equipment. 


Capacities: 15 to 225 amps. — 250 and 575 volts. 


The Most Economical Path from Power Source to Equipment 
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Join the Profit Parade’ 


A comfort-conscious public bought twice as many venti- 
lating fans in °46 as in 45... will buy far more in °47 as 
building and remodeling swings into high gear. For dealers 
who can offer Silent Breeze Ventilating Fans, this means 
greatly increased appliance profits because Silent Breeze 
meets every need of home, business and industry .. . assures 
cool sleeping on the hottest summer nights . . . comfortable 
working conditions . . . healthful, invigorating ventilation 
at home or at work the year-around. So prepare now to tap 
this rich market by selling a proved product that has the 
backing of national advertising and a proved selling pro- 
gram. Write today for full details on Silent Breeze. 


HOLCOMB & HOKE MFG. COMPANY, INC. 
1545 Van Buren Street + Indianapolis 7, Indiana 


Lid Cheeze 


VENTILATING FANS 


\TH AIR IN Mg 
"ENTILaTiGn sail coortn® * lon 


A GREAT PRODUCT! 


Silent Breeze is built by c 
nationally-known manufoc- 
turer in a complete ronge 
of sizes for home, commer- 
cial and industrial applico- 
tions. Ruggedly constructed 
for completely automotic, 


whisper-quiet, trouble-free 


be 


a 


ond economical operation. Proved in thousands of 


successful installations. 


A GREAT PROGRAM! 


Your Silent Breeze selling is made easier and more profit- 
able by a comprehensive, hard-hitting and year-around 
sales and advertising program featuring an attractive 
deferred payment plan, regular 
advertising in leading national 
magazines, special dealer news- 
poper campaigns, direct mail 
and point-of-sale displays. Also 
a fact-filled, 48-page "Selec- 
tion and Installation Manual” for 


every dealer. 
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HERE IS INDUSTRY'S most costly disappearing act! Are 
you sure there’s none of this black magic in your plant?’ 

inadequate Wiring, the industrial jinx, is at it every day. 
For overtaxed, overextended, obsolete wiring is cutting 
the efficiency of men and machines by 25 to 50 percent in 
hundreds of plants. Your plant power engineer, your con- 
sulting engineer, electrical contractor or utility power sales- 


man can find this jinx . . . and throw him out! 


WIRE AHEAD, a new booklet discussing 
preventive maintenance... the symptoms 
of inadequate wiring ...and presenting 
plans for anticipating electrical demand, is 
now in preparation. We shall be glad to 
send it on request as soon as it is available. 
Address Advertising Department, 25 Broad- 
way, New York 4, N. Y. 
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IT’S WHAT’S 
7 


QS SS EES POLE. SIZE 2 TYPE Mm Fol 
MAGNETIC AC MOTOR ST FORMER 
mad ARTER CAT NO. 


~e 


BEF EG GY 


THAT COUNTS! 





HIDDEN BEHIND THE FACE 
HERE'S THE “WORKS” OF A FEDERA 


of your watch are over 150 precision parts—the ‘‘works scan Geateees @beee exeett 


that make a watch a useful and dependable mechanism. 
Double Break Silver Contacts 


Stationary Contacts Single Screw Movab 


Accessib 


In FEDERAL NOARK electric products, as in the construction of 
Contacts Heavy Arc Barriers for Streng 
Ball Beorings & Movable Yoke No 
Carbonizing Asbestos Base Vertical Ba 
Bearing Action Quick-Change Coil! 
Overload Relays — Hand & Automat 


a fine time-piece, precision is a built-in characteristic 
e+. precision that makes for dependable performance under 
Reset Front Mounted Accessible Heater 











the most gruelling of operating conditions. 


Federal Electric Products Company, Executive Offices: 50 Paris Street, Newark 5, N. J. * Plants: Hartford, Conn. * Newark, N. J. * St. Louis 


NOARK 7 ) 


INDUSTRIAL CONTROLS 


FEDERAL ELECTRIC PRODUCTS COMPANY, MANUFACTURERS OF A COMPLETE LINE OF ELECTRICAL PRODUCTS 
INCLUDING: MOTOR CONTROLS, SAFETY SWITCHES, CIRCUIT BREAKERS, SERVICE EQUIPMENT, PANELBOAR2S 
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In This Issue | Ovlaiv Attic Fans 


ining Personnel for Retail Selling 
ving New Loads in Old Buildings with Bus Duct... 
ibled Veterans Overcome Handicaps 
secess Through Service 3: Greet the unprecedented public demand 
nnual Electrical Appliance Dealer Survey for attic fans with modern COOLAIR equip- 


.-Room Fixture Assortment Feature r ¢ actor. . 
no ante Rmaieen Fees hy Contcester ment! Sell the fan that will stand the test of 
itive Selling for Contractors: Package Kitchens... 


ii Daslinsies Cantenet Paces : time ,.. that will give the utmost in satisfaction 


Peo - 


4 
& 











een. LTR eee Mie a 


New Store Built on a Budget to your customers . . . and bring to your store 
tii > > . oy a q “ a " vi i we : . . 
Mi ion People See Tampa Electrical Show an ever-mounting reputation as headquarters 
Electrical Product Parade . iti . e ° 
, ee for efficient home-cooling installations. 
Electrical Appliance Merchandising i 


Modern Lighting Practice COOLAIR ATTIC FANS, precision-built 
Electrical Installations D2 

Electrical Code , 

Si ssstiiaubien Widianiadinis driven exhaust fans, will build good will for 


by the pioneer manufacturer of large belt- 


Manufacturers’ Bulletins and your store ... expand your business and your 
News Briefs of the Indusiry 


profits! You can concentrate all your selling 
efforts for home-cooling fans on COOLAIR 
with the assurance that the American Coolair 








R. C. Smith Publishing Co., Atlanta, Georgia 


= als Corporation guarantees every fan that you sell! 
Member A. B. P. — A. B. C. 
; Your COOLAIR distributor or agent can 


a i give you full information on the profit oppor- 
ForricN—-$10.00 tunities awaiting authorized Coolair dealers. 


Get in touch with him without delay, or write 
Business Representatives ° 

8 _ we » factory. 

ALLEN, 189 W. Madison St., Chicago, Ill. Tel. Graceland 6266. - direct at the fa ‘ ™ 
CHAPPELL, 427 W. 5th St., Los Angeles, Calif. Tel. Tucker 9363. 
McCarty, 325 Winding Way, Merion, Pa. Tel. Merion 1066. 
McGeEg, Post Office Box 562, Charlotte, N. C. Tel. 3-4932. 
[FEHAN. 2516 Gasser Blvd., Rocky River 16, Ohio, Tel. Edison 0856 





A full description of the Coolair line, with tables showing 
models, dimensions, performance data, etc., can be found in 


SMITH PUBLISHING COMPANY SWEET’S CATALOG FILE SWEET’S CATALOG FILE 


Atlanta and Marietta, Georgia Architectural For Builders 
Editorial and Business Offices AS.H.V.E. GUIDE ELECTRICAL BUYERS REFERENCE 
Grant Building, Atlanta, Georgia 


Published Monthly by 


R00KE, President; RicHarp P. SmitH, Executive Vice-President; 
MCALLISTER, First Vice-President ; E. W. O’BRIEN, Vice-President ; 
>. C. SmirH, Vice-President; J. C. Cook, Vice-President; 
). A. SHARPLESS, Treasurer; A. F. Roperts, Secretary; 

Sena J. Jones, Assistant Secretary and Treasurer. 


Publishers Also of 

TEXTILE INDUSTRIES 
. 0 THERN AUTOMOTIVE JOURNAL SOUTHERN BUILDING SUPPLIES 
20S RN Powem & INDUSTRY SoUTHERN HARDWARE 


3604 MAYFLOWER ST. JACKSONVILLE 3, FLORIDA 
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ANOTHER 
ACHIEVEMENT 
IN FINISHING PLATES 





Cpe 


THEE pe a eye + 


Ree =F Hy 


FOR COMMERCIAL JOBS 


The new ALUMINEX—made of pure alum- 

inum—with hard, baked enamel finish hav- 

ing the appearance of hammered silver, 
meets every commercial requirement . . . 

Bape BROWN They are light, break-proof, beautiful and 

-] “Aluminex Brown” Single Gang Switch Plate. . : H 

BS-2 ‘‘Aluminex Brown” Two Gang Switch Plate. highly resistant to wear .. < Also obtainable 

BS-3 “Aluminex Brown” Three Gang Switch Plate. in a satin aluminum anodized finish . . . 

BR-1 “Aluminex Brown” Duplex Receptacle Plate. > 

BC-2 “Aluminex Brown” Combination Plate. This new led « pone gs te — oc 

Lad ” , m es 

ALUMINEX” IVORY ivory wrinkied ename ints ai co cane 

1S-1 “Aluminex Ivory” Single Gang Switch Plate. “ line already proven outstan ing as profi 

IS-2 “Aluminex Ivory” Two Gang Switch Plate. builders everywhere. Order today by cata- 

IS-3 “Aluminex Ivory” Three Gang Switch Plate. 

IR-1 “Aluminex Ivory” Duplex Receptacle Plate. log numbers Fe PROMPT DELIVERY. 

1C-2 “Aluminex Ivory’’ Combination Plate 

‘“ALUMINEX” 


AS-1 “Aluminex” Single Gang Switch Plate. 
AS-2 “Aluminex” Two Gang Switch Plate. 
AS-3 ‘“Aluminex” Three Gang Switch Plate. 


AR-1 “Aluminex” Duplex Receptacle Plate. 

AC-2 “Aluminex” Combination Plate. 4 
‘“PAINTOVER”’ 
Unfinished Aluminum That Takes Any Wall Paint | 
PS-1 “Paintover” Single Gang Switch Plate. 

PS-2 ‘“Paintover’” Two Gang Switch Plate. 

PS-3 “Paintover” Three Gang Switch Plate. 

PR-1 “Paintover” Duplex Receptacle Plate. 


PC-2 ‘Paintover’’ Combination Plate. MANUFACTURING COMPANY 


* INCORPORATED * 
largest Manufacturers of Finishing Plates in the World 


SALES OFFICE: 80 WEST PEACHTREE PLACE, N.W., ATLANTA, GA. 
PLANT AT MARIETTA, GEORGIA 


ORDER BY CATALOG NUMBERS 
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TRAINING PERSONNEL 
FoR RETAIL SELLING 


By Wilbe Wilson* 


lig suByEcT of “Training Person- 
or Retail Selling” at first glance 
rather a large subject, especial- 
the light of all that has been 
n about sales training in the last 
or four years. But on second 
ht, is it really such a formidable 
t? To those who give it care- 
ought, it is mostly good com- 
ense with a dash or two of tech- 
skill added. 
lay out a pattern of sales train- 
t is necessary to know its funda- 
ls—to visualize its objective. 
t—What is training? Training 
formation of habits—habits of 
ng and doing that develop re- 
which react correctly in any 
situation. We are bundles of 
We either habitually sell 
es and our goods and services 
habitually fail to do so because 
et case the habits we have form- 
ern our thinking and actions. 
ould say that interest is the 
tion stone in the formation of 
elling habits. Interest on the 
f the trainee and doubly impor- 
iterest on the part of the train- 


trainer must be interested in 
\inee, because every person is 
ne extent an individual prob- 


that’s one of the things most 
take for granted. Yet we all 
that lack of interest results in 
‘ industry, failure to follow in- 


. Wilson is sales training man- 
ager for the Coca Cola Company. 
This article is published through the 
courtesy of The Red Barrel, Coca 


Cola Company magazine. 


structions, lack of knowledge, lack of 
enthusiasm, lack of tact, and somc- 
times lack of honesty. 

Let’s see just what interest means. 

The Carnegie Institute, after ana- 
lyzing the records of 10,000 workers, 
reported 15% of success due to tech- 
nical training and 85% to the ten 
personality qualities of: 

Attitude—to want to serve and t 
learn how. ‘Thoroughness—to do 
each job completely. Observation— 
to be alert. Creative imagination— 
think things through. Decision—to 
act and get things done. Adaptabil- 


Competition and 
“shopping around” is 
beginning to appear 
in the electrical appli- 
ance market. The day 
of simple order tak- 
ing is passing and 
dealers must again 
turn their attention to 
sales training. This 
article, by an _  out- 
standing sales expert, 
discusses the funda- 
mentals of sales train- 
ing that apply to any 
retail business. An- 
other article in the 
series of five discuss- 
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Interest is the foundation stone 
in the formation of right selling 
habits. 


ity—to fit oneself into any situatio 

Leadership—to show the right wa 
on basis of fact. Organizing abilit: 
—correlation, teamwork. Expression 
—to convey ideas clearly. Know- 
edge—of job and of human relations. 

Each of these personality qualitie 
is dependent absolutely on the a- 
mount of interest a person has in 
what he or she is doing. And we 
all know that being interested in peo- 
ple is the keystone of personality. We 
all know that personality is one of the 
absolute essentials of a successful sales 
person. 

You say, “Yes, that’s right. I 
know all that, but the problem is, how 
can I get my sales people to be inter- 
ested?” 

All of us, being the sons and daugh- 
ters of women, have curiosity which. 
incidentally, is another habit. 

Let’s see how we might take advan- 
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tage of that trait of human nature 
and amplify and direct that spirit ot 
inquiry into productive channcls. 

fhe underlying and basic motive 
f all busine:s and all business people 
iy gain, so let's look at it from the 
employee's viewpoint. The first ques- 
tion he asks himself is, “What kind 
of an outfit is this, and does it offe1 
opportunitv? The obvious answer 

that it is a going business. It ren- 
ders a service to the community or it 
would not be here and it will pay me 

livelihood 

loo often we ict it go at that. But 
that will not nourish a healthy inter 
ext. 

Why not take advantage of that 
natural interest and “‘Scll your busi 
ness to vour employees.” (a) Its back 
ground. (b) Its standing in the com 
munity. (c) The service it renders 
d) Its opportunities for greater sery 
ice. (e) That the profit comes from 
elling a satisfactory service and not 
solely from the sale of merchandise, 
most of which can be purchaed in 
many other place: 

That is what vou are really selling 
to the public isn't it? You are proud 
of it. Unless you sell it to the em 
ployee, and he becomes just as proud 
yf it as vou are. he can’t sell it to th 
customer in its full measure. 

Now you say, how can I do that? 
I’m not a teacher or a speaker. 

hat is not necessary. Just try list 
ing the things vou are proud of about 
vour business. start telling your em 
plovees about them just like you 
would tell wife or your best 
friend, and see the reaction. Offer to 
answer all questions. You will get 
plenty of them because you will be 
timulating and responding to inter- 
*t in your business. That is just ex- 
actly what you want and there is no 
mystery or high technical hocus pocus 
ibout it. 

Because it is customary for a new 
employee to be on trial until he pro- 
ves himself, we are prone to love sight 
»f the fact that much of a high turn- 
wer of personne! is attributable to 
our failure to realize that for the type 
f employee we want to become a part 
of our business, we are on trial too. 
So it is up to us to sell our business 
to our employees if we expect them 
to like it, buv it. and resell it to the 
customer. 


you! 


The First Fundamental 


There is your first fundamental of 
Sales Training—‘‘Sell your business 
to your employees.” 

The things in which we are thor- 
oughly interested we think through. 
Things we understand clearly and vi- 
sualize we can do and do well. 
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us have curiosity which is 


another habit. 


When an cmployee becomes thor- 
oughly interested, his interests and 
our interests become a mutual interest 
and the next,question he asks himself 
is “How can I sell my company to the 
customer, making friends for it and 
for myself?” 

To understand that question w 
must define selling. Selling is the 
art of fitting services or merchandisc 
satisfactorily into the needs of the 
customer. If it isn’t satisfactory, it 
isn’t a sale. 

lo do it 
know the customer’s need; therefore, 


satisfactorily we must 
the answer to our question is: 

“By acquiring and developing the 
habit of genuine interest in the cus 
tomer.” 

[he habit of being interested in 
the customer’s problems is the key 
stone of selling. 

Now just what do we mean by in 
terest in the customer’s problems? 
Suppose your wife asks you to bring 
home some glue: You drop into a 
store and ask for some glue. ‘The 
clerk asks what kind. 

You don’t know anything about 
glue so you say good glue and the 
clerk wraps up a bottle. You take it 
home and it does not do the job. 
Your wife is sore at herself for not 
telling you what she wanted it for, 
she is sore at you for not asking her 
what she wanted it for, you are sore 
at her for not telling you, sore at your- 
self for not asking, sore at the clerk 
for not asking you, and you are both 
sore at the store for selling you some- 
thing that to all intents and purposes 
was no good. So you go somewhere 
else, tell the clerk what you want the 
glue for, get satisfaction and become 
a customer of the second store. 

Now what’s involved in that? The 
clerk was not interested in three 
things: 1—Not interested in giving 


value for money received. 2—Not i 
terested in making a friend for tl! 
store. 3—Not interested in maki: 
a friend and personal customer. 
If that clerk had found out wl 
the glue was to be used for, h 
known his merchandise, and select 
a glue made for the purpose, all t 
would have been avoided and a 
*tomer saved for the business. Unf 
tunately, something like that is h 
pening every day in most stores. 
So when you have implanted gei 
ine interest in the welfare of thc 
tomer into the mind of a trainee, 
the extent that the appearance of 
customer automatically puts in 
tion the habit of genuine interest, 
have won 85% of your objective 
That one thing alone, interest 
the customer, is the most valu 
tool a sales person can have and 
bably the least used. Certainly it 
been the least used in the seller’s 1 
ket from which we are about 
emerge. 
Your question now is: “How 
I teach this to sales people?” 


Tact Is Essential 


That is not always too easv bec 
inserting oneself graciouly into 
people’s business calls for tact, 
tact, while not exactly rare, is not 
plentiful. However, it is a pro 
of genuineness and 
being interested in the customer 
sires and welfare. 

Every purchase which custo! 
nake poses a problem of sel 
he best value for the monet 
com] 


experience 


I 
t 


\ 


customers don’t know the 
tive values of merchandise, but 
want to know, and the sales pe 
who helps them to satisfactorils 
their problems of selecting the 
merchandise for the need, and 
so repeatedly, is literally training 
customers to form the habit of 1 


It is up to us to sell our busine 
to our employees if we expect the 
to resell it to the customer. 
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again and again to satisfy their 
ds. 
our biggest job is to plant that 
in the minds of your cmployees. 
ey are sold on your business and 
sincere in their wish to serve the 
ymer, they will think it through 
themselves develop, by trial and 
tice, worthwhile ways of doing 
iat can be passed on to others. 
1 then on your job is to stimulate 
thinking by dropping new ideas 
- right places from time to time. 
| ideas are a natural outgrowth of 
type of thinking, and, besides, 
files probably contain many that 
been gathering dust, awaiting 
ime when you can find time to 
them all over in a big way. 
there is your second fundamen- 
f Sales Training—“Develop th 
of genuine interest in the cus- 
third natural question a sin 
sales person will ask of himself 
rself is: ‘““What are the facts 
the merchandise or services I 
vhich will enable me to be of 
help to my customers in select- 
the things that best fill their 
ind desires?” 


Knowledge of Merchandise 


in, it is interest which is the 
the knowledge of merchandise 
vice necessary to serve the best 
ts of the customer. If the em 
interested vou can bet he 

to find out. 
rv day new. materials and new 
of manufacture ale improy 
things we use and wear. Sales 
are virtually interested in this 
ition to pass on to customers 
the buyer has a responsibility 
ssing on the facts and merits 
caused him to select the mer 


lability of the informa- 





Interest in the customer is the most 
valuable tool a sales person can 
have and probably the least used. 


tion that manufacturers are anxious 
to provide about the materials, merits 
and uses of their products is only a 
matter of systematically getting it to- 
gether, keeping it up-to-date and hav- 
ing copies handy for quick reference. 

Many ideas and devices for stimu- 
lating employees’ natural intcrest in 
knowledge of merchandise applicable 
to your business will be a natural out- 
growth of this type of thinking. 

So the third fundameniz#] of sales 
training is to “Stimulate” a knowl 
edge of merchandise as a necessity for 
serving the best interests of thé cus- 
tomers. 

Finally there is a fourth 
question on which the ambitious sales 
person will want an answer and guid- 
ance, and which you will want them 


natural 


1 
tO ask. 


It is a post graduate question, the 


we 


Selling is the art of fitting services 
or merchandise to the needs of the 
customer. 


answer to which spells the difference 


between just a successful business and 
a highly successful business. 

“How can I discern unexpressed 
desires and sell merchandise to meet 
them?”’ 

“Of course, the obvious answer is 
to suggest other items than the ones 
requested. But the full answer is 
much deeper than that. 

It has been the selling of merchan- 
dise to meet latent desires that has 
built American business to its great- 
ness and defines its standard of liv- 
ing. 

The average American housewife 
didn’t know she wanted a potato peel- 
ef, or a grapefruit knife, or a coffee 
percolator, until she found out there 
were such things. Sales people vis- 
ualized what they would do for het 
and now they are to be found in 
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Inserting one’s self graciously into 
other people’s business calls for 
tact, : 


Neith 
wanted 
icuum clean- 


many America: 
+] 


mdahv, WTC, 


cr did she know 
washing machine 


iat 5] 


cr until sales people showed her ho 


much labor and time they would 
save for her. 

It is the salesman «iio has visual: 
ed the latent desire to the customer. 
who has created the demand, who has 
built the volume that has employed 
the workers, that has created the buy- 
ing power, that has elevated our stand 
ard of living above the rest of the 
world. 

They are the ones who are in the 
key position to discern that unexpress- 
ed desire, arouse it, illuminate it with 
the final light and consummate the 
actual sales transaction 

It is genuine interest in the cus- 
tomer which brings out the informa- 
tion that illuminates the background, 
strata of living, and buying power 
which indicates unexpressed desires 
and merchandise to fulfill them. 

Salesmen are the most important 
people in a business. They are the 
ones who make a business only a suc- 
cessful business or a highls 
ful business. 

Again it is a matter of dropping 
ideas in the right place at the right 
time to develop superior sales people 

You throw up your hands and sa‘ 
that’s a big job he’s talking about. 
No, it’s not too big. It just calls for 
making a start and then it’s not diffi- 
cult to keep the ball rolling 

I said I was going to outline a pat- 
tern of fundamentals for a sales train- 
ing program. 

Let’s recapitulate the steps and sce 
if we get the pattern. You will find 
it to be basic and a solid foundation 
on which to build. 
1—Make the most of that most valu- 

able trait of human nature—In- 

terest. 
(Continued on page 102) 
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New Loads in Old Buildings 
Served With Bus 


sTION of air Cundition 
existing 


[HE INSTAL 
ng and other new 
buildings, generally requiring the in 
tallation of additional electrical feed 
cry and motor circuits, poses a difti- 
cult problem for electrical contractors 
The installation of bus duct is often 
the logical answer. 

A case in point is a job recently 
completed by Whitmore Flectric 
Company, of Miami, Fla., in connec- 
tion with the installation of a 400- 
ton air conditioning unit at Richard’s 
departmcnt store 

According to basic merchandising 
theory, store ‘‘traffic’” is essential to 
the building up of maximum. sales 
volume. And “traffic,” to a large de- 
ee, is dependent on the comfort of 
he potentiai customer. ‘Therefore, 
from the stores viewpoint, the new 
equipment was necessary in ordcr to 
compete successfully with comparable 
stores which already are air condi- 
tioned. 

The main objective, 
here, was to supply current for the 
powering of | 


loads in 


wr 
5! 
+ 


contractor § 


15 to 20 motors, ranging 
from fractional to 400 horsepower, 
which activate the air conditioning 
machinery — compressor, fans, and 
pumps. Current must be provided, 
too, for the powering of the wood 
working machinery in the store’s car- 
penter shop. 

The latter's operation is a rather 
elaborate one. Staffed by 10 men, in- 
cluding a supervisor, the wood-work- 
ing shop does all the store’s cabinet 
work, such as shelving, stock storage 
drawers, and wooden display fixtures. 
The shop, also, maintains these items 
and all wood work in the building, it- 
self. 

The equipment used for these pur- 
poses includes 13 electrical!y-powered 
wood-working machines—power saws 
of various types. planers, sanders and 
the like—operated by motors varying 
from ¥2 to 3 hp. 

The store building, a 7-story struc- 
ture, was built with provisions for 
additional floors. one of which. now, 
is being added. It is on this 8th floor 
that the air conditioning apparatus 
is installed. The carpenter shop. too, 
is being located there, having been 
shifted from the floor below. Thus 
all mechanical operations are being 
grouped on one floor. 


The primary current source for the 
building, and others in the vicinity, is 
the utility’s underground distribution 
system. Network transformers in the 
store’s basement deliver 3-phase, 4 
wire secondary service at 120/208 
volts. The transformer bank, original- 
ly, consisted of six 100-kva units. To 
take care of the additional load of 
powering the air conditioning equip- 
ment, the transformers mentioned are 
being replaced by three 500-kva units, 
thus increasing the bank’s capacity 
by 250%. 

From the transformer bank, the 
current goes to the store’s main 
switchboard and to two auxiliary 
boards. The main board has two sec- 
tions—one of 2,000 ampere capacity 
for lighting control and one of 2,500 
amperes for power. 

To take care of the air condition- 
ing load, compressor, fans and pumps, 
on the 8th floor, Whitmore installed 
in the basement a 2,500 - ampere 
switchboard, equipped with an air cir- 
cuit breaker. A 200-ampere circuit 
breaker controls the current to fans in 
a basement fan room. ‘The separa- 





Typical run of bus duct in Richard’s Department Store, Miami. 
lation of air conditioning required a considerable increase in circuit cap.ci- 
ty, and bus dust appeared to be the logical answer. 
The photograph shows manner of suspending bus duct 


floor ceiling. 


Duet 


tion of the air conditioning load ¢ 
that of the store’s regular light 

powering needs has, aside from t 
nical advantages, a financial ben 
for the store, under the utility’s 

figuring method. 

For carrying current to the var 
motors in the air conditioning 
tem, 300 feet of Trumbull 2500- a 
L. V. D., feeder bus duct was 
ployed. 
10 feet in length, although s 
lengths are shorter, the duct used 
this job is provided with 12 par 
copper bus bars. Their terminal 
either end of each unit curve do 
ward, so that, when units are pl 
end to end, the bars overlap eno 
so that they may be bolted toget 
Having a sheet metal housing, 
section is joined to the next by m: 
of slotted metal plates and bolts 
plied with the duct. 


Advantages of Bus Duct 


On this kind of job, Whitn 
explains, the alternative to the 
duct, probably, would have been 
installed in a metal raceway. HH 


This run is along 


Made up in units averag 


The in-ial- 


Sth 
nd 


method of tapping with junction box and control switch for serving a mo'or- 
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wding to H. F. sicrce, connected 
th the consulting engincer tor the 
r-all job. the advantages of feeder 
duct for this installation were: 
greater compactiess, (2 
ntenance, and (3) lower installa- 
cost. At the same time, any dif- 
nee in first cost, which would be 
ly nominal, would be more than 
t by future economies in upkeep. 
in the Richard's job, the clectri- 
ontractor’s part in providing serv- 
began at the inside of the trans- 
ner vault wall. through which cop- 
us bars were extended to the air 
litioning switchboard. 
Jirectly connected to the switch- 
d, the feeder duct has only a short 
zontal run starting its upward 
se from the bascment to the rear 
he 8th floor. On its vertical run, 
duct is anchored to the building 
; and to the flooring at the point 
ts passage through it by angle 
s supplied by the manufacturer. 


Cdasiel 


Labor-Saving Tools Used 


) provide passage way for the 
t through the flooring, which is of 
ed concrete. a Syntron portable 
tric hammer was used. <A time 
r for this kind of work, this device 
1 chuck for receiving cutting 
» of various shapes and sizes. This 
cement has other uses, too, such 
riving inserts into concrete. 
in its horizontal runs—main and 
ch feeds—the duct is suspended 
i the building’s structural beams 
engths of ¥-inch round stock, 
ided at either end. At top, these 
were extended through holes 
hed in the flanged bottoms of 
steel beams. and were fastened 
threaded-on nuts. At bottom, thc 
pass through flanges on the duct, 
are anchored in the same way. 
'f latest type. the air conditioning 
m installed on this job is de- 
ed to provide humidity. as well as 
perature control. And, once the 
idity and temperature control 
ts are set, operation of the equip- 
t is practically automatic. How- 
contro] points may be changed 
ill. 
oming air is filtered to exclude 
by fiber-glass sereens. These 
uilt in sections, set in V-shaped 
s. Whe sectional units are in- 
‘sive, and may be removed, dis- 
d, and replaced by new ones as 
in use become too dirt-clogged 
nection properly. 
ter being filtered, intaken air 
into a humidity control cham- 
Here, it is-automatically check- 
1 moisture content. If that is 
yw, it is increased by water sup- 
| by a sprav svstem. When the 


A lateral run of bus duct serves this control panel for a 400-horsepower slip 


ring motor, which drives the air conditioning system compressor. 
duct passes through the sheet metal hood. 


The bus 


Fan at top of hood forces air 


over resistance grids in order to hold down their operating temperature. 
Shown at the control switch is Joe Hatton, electrician for Richard’s. 


humidity point is too hgh, excess 
moisture is removed by chilling the air 
to convert a pre-determined portion of 
its moisture content into water, which 
is caught in a tank at the bottom of 
the control chamber. 

The Richard’s building faces south, 
with its longer dimensions facing cast 
and west, respectively. Thus, on sun 
ny days, which is most of the time in 
this geographical area, the sun shines 
in varying degrees on different parts 
of the structure, during different 
times in the day. Therefore, temp- 
erature control is localized. This is 
effected by dividing the control of 
the air conditioning into two main 
(east and west) sections and by sub- 
dividing the sections into local con- 
trol zones, four to each floor. 

When the necessity arises for heat- 
ing, warm air is provided by a gas- 
fired boiler on the 8th floor. Pneu- 
matically-operating thermostats in the 
air ducts control the temperature of 
the air passing through the latter. 
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As soon as the temperature drops 
below a given point, a pneumatic con- 
trol closes a damper in the duct. In- 
coming air, then, is channeled over 
hot water coils in the duct. At the 
ame time, gas is turned on and ignit- 
ed under the boiler by means of a 
constantly-burning pilot light. 

Special fire protection means have 
been provided in this system. Locat- 
ed in the ducts, at various points, 
throughout the building, there are 
photo-clectric (“electric eye’) cells. 
As soon as any smoke, from inside or 
outside the building, appears in the 
ducts, these cells react to shut down 
the air conditioning machinery. 

Moreover, fire dampers in the duct, 
below each floor, operate to close the 
ducts at a temperature over 125° F. 
At that temperature, fusable metal 
connectors in the pulley system, 
which holds the damper doors in a 
vertical position, melt, allowing the 
damper doors to fall by gravity, clos- 
ing the duct. 
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An interesting feature of the electrical installation at Richard’s store is this 
control board designed and constructed by Whitmore Electric Company, of 


Miami. 
from this central point. 


Practically all motors of the air conditioning system are controlled 
The board is equipped with starter buttons, pilot 


lights, relays, transfer switches, and a voltmeter. 


+ 


Nhe air is moved through the ducts 
by 4 fans of varying size—the larg 
est is 8 feet in diameter—powered by 
motors ranging from 15 to 30 hors« 
power. Two of these fans are located 
in the basement, and the others, in 
cluding the largest one, on the 8th 
floor. 

Much of the other air conditioning 
equipment — the compressor and 
pumps—are concentrated in a “ma- 
chine room,” located at about the 
center of the 8th floor. The feeder 
duct passes through this room on its 
way to the front of the building, 
where the store’s carpenter shop is 
situated. 

In the machine room, a_ branch 
duct carries the current for operating 
a 400-horsepower slip ring motor, 
which drives the air conditioning sys- 
tem’s main compressor. The motor 
feeder is bussed directly into a con- 
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trol pancl. ‘The latter is equipped 
with an air circuit breaker, a drum 
controller, and resistance grids. 

Smaller motors—for pumps, fans 
and the like—ranging from %4 to 60 
horsepower, used in the conditioning 
system, are connected through cable 
and conduit to Swing Wa adapter 
switches located on the main feeder 
duct. These are fused with Fuse- 
trons, thereby, providing each motor 
with 3-way protection. 

Fan and pump motors are con- 
nected through motor starters, with 
self-contained breakers. These mo- 
tors are controlled through a_ board, 
equipped with starter buttons, pilot 
lights, relays, transfer switches and 
voltmeter. This board was designed 
and built by Whitmore. This board 
provides the operator with complete 
control from a central point. 

While waits for “short” materials 


of various types stretched this jc 
over a longer-than-normal period 
time, the average working force on t] 
clectrical portion of the project was 
electricians and a helper. Labor-say 
ing devices played an important pai 
in keeping costs in line. 

Besides the portable electric han 
mer mentioned, other time-save: 
used on the job included a Whitn 
hydraulic punch for punching « 
holes in metal (as in the case of tt 
girders punched to admit the threa 
ed ends of the feeder duct hang 
rods), a Blackhawk hydraulic bend 
for bending conduit, and an elect 
cally-powered thread cutter. ‘I 
hydraulic bender works much lik 
device often used in automotive sh¢ 
for straightening frames and crus 
body panels, and known, there, 
its trade name, ‘Porto-Power.” 


Disabled Veterans 
Overcome Handicaps 


WHEN COUNTER CUSTOMERS 
Jimmy Bowles, a saicsman at Int 
state Electric Co. in New Orlcans, 
electrical merchandise, 
for it with one hand, uses the sai 
hand—his left—to write sales chec 
Bowles’ right arm has been amput 
cd above the elbow-—but he does 
work as well as a two-armed salesm 

There are other handicapped n 
it Interstate. Two, each minu 
foot, do work that can be perforn 
sitting. Other handicapped work 
some veterans, some plain civil 
are spotted about the big Interst 
warehouse and office working at 
that they can do despite their disal 
ties. Few handicapped applica 
get the brushoff at this New Orle 
clectrical distributor which has four 
reports personnel manager, Rich 
Gruen, that “the handicapped m 
mighty fine workers.” 

Typical of the way that handic 
ped persons are fitted into jobs tl 
can perform without strain is 
case of Jimmy Bowles, the one-art 
salesman. 

“When Bowles first came h 
looking for work, he insisted on t 
type of job that required a big m 
with all of his limbs,” Gruen 
ports. J'm had been discharged sin 
September 12, 1945—but entil ¢ 
ing to Interstate, had been unemp!: 
ed. Not because he was lazy, but d 
to his new “G. I. arm,” which t 
monihs of practice to work smooth 

Interstate Electric Co., had hit 
quite a few handicapped men, b 
until Jimmy Bowles came along ni 
had wanted strenuous work. H¢ 
was a man nearlv totally disabled 

(Continued on page 100) 


‘ : 
Bowles Teac 
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SUCCESS THROUGH SERVICE 


Experience indicates 
that service is a most im- 
portant factor in the suc- 
cess of the dealer. Some 
manufacturers are aid- 
ing dealers greatly by es- 
tablishing local author- 
ized service shops. An 
outstanding program of- 
fered by one ma.iifac- 
turer is described in ‘he 
following article. 


since V-I Day clectrical ap 
dealers }s.c faced problems 
they person ily could do noth 
solve—strikes, material short 
uuilding restrictions, ectc.—but 
coming dealers are not dis 
d by what seems to be an un 
prolonged “‘reconversion peri 
[hey are utilizing this time to 
their positions in their respec 
mmunities, to acquaint their 
rs with the many advantages 
ing with a friendly store, and 
n short, an all-out public rela 
b on their customers. They 
lding for the future. 
successful dealers realize that 
id will of a customer is a primé¢ 
e for successful merchandising 
od will can -be fostered bv ex 


tending simple little courtesies a 
welcome smile, a thank you, a hile 
ful interest in the customer’s prob 
lems, and an understanding of her 
needs. But the real test of a stor 
is in the type of service it renders on 
the products it sells. 

Good merchandising recognizes th« 
fact that a customer is entitled to th 
satisfactory use of the product she 
buys. ‘This means that the customer 
depends upon the good name of a 
store to back up any purchase he o1 
she might make there 

But, while the honest merchant 
might want to give this service and 
issure his customers of his good faith 
ind his confidence in the products h« 
sells, it is not always possible for him 
to do so without a great deal of trou 
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ble, aggravation, loss of profit, and the 
attendant consumer ill will should the 
repair take an unduly long time. 

Unfortunately, due to the slowness 
of reconversion, many dealers havc 
permitted their inventories to hecomc 
cluttered up with “one-time” met 
chandise (customers buy once, and 
never again). This is_ particularly 
true of off-brand goods; those with 
out a history of customer satisfaction 
behind them. These seldom carry a 
service guarantec that the dealer can 
depend upon, and the service availabl« 
is hardly the kind upon which he 
could build a good reputation for his 
store. 

To enable his customers to buy 
with confidence and to allow a dealet 
to sell his merchandise with the same 
freedom of mind, secure in the knowl 
edge that service on the product, if 
needed, will be swift, economical and 
manufacturer, the 
Company, with a 
above-the 
announced 
policy 
service 


competent, one 
Proctor Flectric 
wartime record for unusual, 
werage servicing, recently 
a most comprehensive service 
ind has backed it up with a 
(Continued on page 96) 


Typical of the high type of factory 
authorized appliance service stations 
is the Florida Sales and Service Com- 
pany, of Miami. Franchised by Proc- 
tor to serve the dealers in the Miami 
area. this company is rendering ex- 
ceptional service. Free pick-up and 
delivery are among the special cour- 
tesies extended. The picture at the 
top of the page shows a portion of 
the Florida Sales and Service Com- 
pany’s up-to-date service department. 
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Sellers’ Market Disappearing 
Dealer Survey Indicates 


MARKETING EXPERTS have been 
warning electrical appliance dealers 
for several weeks that the sellers’ 
market which they have been enjoying 
is due to change sometime in 1947 to 
a buyers’ market—that is, that the sup- 
ply of appliances will begin to ap- 
proach the demand. 

If the experts are right, it appears 
certain that appliance dealers in the 
South and the Southwest are not go- 
ing to be caught off guard, for more 
than three-fourths of them are already 
observing the approaching signs of a 
more competitive market in the 
very near future. ‘This is one of sev 
eral facts disclosed in Ex.ecrricat 
Soutn’s Annual Survey of Applianc« 
Dealers’ Merchandising Practices, con 
ducted during l’ebruary, 1947. 

Of particular interest is the fact 
that dealers replying to the survey 
questionnaire were almost unanimous 
in their replies to the question: “Are 
customers still buying as readily as last 
year?” 84% reported “No” to this 
question, while 91% reported that 
they were observing increasing buyer 
resistance to the higher prices. In 
answer to the question as to which ap 
pliances this buyer resistance applied, 
42% reported all appliances, 30% 
reported radios, with washers, refrig 
erators, and ranges being cited by 
10% to 15° of those replying. 

Another very general trend reported 
by dealers was that customers are ask 
ing for more credit and for longer 
terms. Some 85% of those replying 
indicated that thev were getting re 
quests for more credit and longei 
credit. 


Supply Approaching Demand 


Opinion among dealers varied as to 
what appliances were now available in 
quantities sufficient to meet the de- 
mand, but 7+% of those replying in 
dicated that at least one or more elec 
trical appliances had reached this posi 
tion. By far, radios and irons wer 
mentioned by the largest number of 
dealers in answer to this question, but 
other items mentioned frequently 
were: vacuum cleaners, hot plates, 
space heaters, traffic appliances, water 
heaters, and record players. 

“What new lines, if any, have you 
added during the war years which you 
plan to keep?” was another question 
asked. Replies indicated that most of 
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the dealers are planning to carry more 
complete lines of major and traffic ap- 
pliances than thev did before the war. 
Replies also indicated that many 
dealers were intending to keep the 
“side line” merchandise or service ac- 
tivity taken up during the war years. 
Among these mentioned were furni- 
ture, clothing, cabinets and _ sinks, 
plumbing, stokers, kitchen ware, and 
wiring materials. 

Another surprising fact disclosed by 
the survey, which covered a complete 
cross section of appliance sales outlets, 
including appliance stores, furniture 
stores, department stores, hardwarc 
stores, and miscellaneous stores selling 
appliances, was the fact that 74% of 
those in business in 1941 enjoyed a 
higher volume of appliance business 
in 1946 in spite of the difficulty of 
getting merchandise to sell. ‘The year 
1941 was one of the best for appli 
ance dealers since 1930. 

Good business volume is anticipat 
ed by most dealers for 1947. 70% 
expected it to show an increase ove! 
1946. Of those reporting expected in 
crease in percentages, the average in- 
crease expected was 50%. Only 11% 
of the dealers expected 1947 volume 
to be less than that of 1946—\the othe 
19% expected business to be about 
the same. 

Although electrical appliance deal 
ers appear to be cognizant of the fact 
that a much more competitive situa- 














“Now, won’t you please listen to 
the sales story I’m supposed to use 
to sell this iron?” 


tion is developing, only about «ne. 
third appear to have plans under va 
for more intensive. developing 
training of their sales staff. Of 
three principal groups of appli: 
dealers, the appliance stores, the 
niture stores, and the departn ent 
stores, the independent applicn 
dealers led in the number that |a 
ganized outside sales forces, 
57% reporting the use of ou 
salesmen. Only 33% of the f 
ture stores are using outside sales: 
and only 23% of the depart: 
stores. 

In answer to the question, “I 
you employed a sales manager?” 
29% of the appliance stores re 
in the affirmative, but this 
must be considered with the fac 
mind that the operators of man 
pliance stores serve as sales man: 
themselves. However, only 28* 
the furniture stores replying indi 
that they had employed a sales 
ager for their appliance departm 
while 85% of the department 
replying indicated that a sales 
ager had been employed for thei 
pliance departments. 


Sales Helps Valued 


Few of the replies indicated 
very much time was being devot 
sales training. Most dealers wer 
ing only the medium of sales 
ings as a means of training alth 
many indicated that other 1 
would be used later on such as s 
slide training films, sales mar 
correspondence courses, etc. 

Newspaper advertising led all 
advertising methods in the prom 
plans of electrical appliance d 
for 1947. Rated high as suc 
means of promoting business 
the following advertising met 
direct mail, telephone directory 
fied advertising, and radio spot 
nouncements. 

Dealers’ replies to the survey 
tionnaire indicated that they 
high regard for manufacturers’ 
helps. A space was provided i1 
questionnaire where the dealer 
indicate the manufacturers’ sales ! 
which he valued most. Pract 
everv dealer checked several of 
sales aids. Listed in order of 
number of times checked by de 
“participation ‘in local adverti 
headed the list, with “‘sales tra 
aids” a close second. Followi 
order were these helps: “display 
terials,” “national advertising,” ° 
chandising ideas,” ‘‘training of s¢ 
men,” “albums and catalogs,” ‘ 
ing pieces,” “envelope stuffers,” and 
“consumer education programs.” 
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Six-Room Fixture Assortment 
Featured by Contractor 


EATURING a complete set of fix 
s for a six-room house at $35 a set 
s the Joseph Electric Co., Little 
;, Ark., to sell a carload of mer- 
idise every week, and to keep 12 
ricians busy on house and com- 
ial wiring. 
E.. Joseph selected his $35 spe- 
to attract attention to his new 
and to give his newspaper ad- 
sing an interesting theme. ‘The 
it made on the set is not large, 
olume selling makes it adequate. 
has additional profit from the 
g, representing complete wiring 
1ew six-room houses or extra out- 
for remodeling jobs. 
he $35 sect consists of fixtures for 
room, dining room, two bed 
is, hall, porch, kitchen, a bath 
ket, and a bath ceiling fixture. 
ttracted by the newspaper adver 
that promotes the fixture col- 
m, the customer comes to the 
to make his selection, having 
vice between several different stv- 
In the store the $35 set is not 
togetlicr, but is scattered among 
expensive fixtures. Seeing the 
r ones, the customer often picks 
. or adds extras to his list, until 
nal purchase sometimes is closer 
100 than $35. 
i¢ customer who spends more 
$35 never complains, even 
gh the fixture allowance sct by 
ontractor is only $35, for Joseph 
; a handsome assortment of fix- 
in his attractive store. 
seph’s $35 collection is popular 
contractors, who make a fixture 
ince of $35, and then tell the 
mer where to go for his selec- 
if the customer is to make the 
nal sclection. Joseph encourages 
because the cu’tomer often adds 
other purchases to his bill. Be- 
lighting fixtures, ranging in price 
$1.25 cach to $137.00. he fea- 
kitchen clock and chime com- 
tions, sun lamps, clectric hot 
s, traveling irons, an impressive 
tment of lamps, and small ap- 
ces of all kinds. 
is not difficult to understan:| 
Joseph moves a carload of mer- 
dise from his store each week. 
e times a week he ‘receives _fix- 
shipments from his distributors. 
ustomers cannot get enough of 


In spite of material shortages, he 


does volume business in home wiring, 
promoting repair and remodeling jobs 
as well as wiring for new homes. H<¢ 
urges customers to prepare for the 
electrical appliances they will get 
eventually by making ready for them 
now with expanded wiring facilities. 

Additional convenience outlets at 
$4.50 each for one or two units, or $3 
each for a larger installation, add an 
impress‘ve figure to volume. 

Materials for this work help to con 
sume that carload of merchandise h«¢ 
sells every week. 

Mr. Joseph says that he is able to 
buy an adequate supply of merchan 
dise for his store because he promotes 
it aggressively. Distributors and thei 
salesmen reward him with a generous 
allotment. 

His newly remodeled store was 
planned to attract traffic. Across thc 
street from the railroad station, it is 
seen every day by thousands. 

Papered walls and white woodwork, 
and a columned arch separating the 
display space from the office give the 
store a homelike appearance, empha- 
sized by the upholstered chairs plac- 
ed in each corner, where customers 
may sit comfortably while they mak 
their fixture selections. 

Mr. Joseph is a skilled amateur 
photographer and uses his collection 
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of pictures to sell his merchandise. He 
nearly always takes pictures of the 
new homes he has wired and equip- 
ped with fixtures. These are placed 
in his handsome scrapbooks that pres- 
ent an interesting pictorial autobio- 
graphy of his entire career as an elec- 
trician, from his first job, through his 
experiences in the armed forces, when 
he received a citation for his work as 
a creative clectrician, up to the pres- 
ent time, when he sells that carload 
of clectrical merchandise every week. 

Although Mr. Joseph gets most of 
his present volume from house wiring, 
he bids on all important commercial 
jobs in his territory. 





HOME 
LIGHTING 


GD FIXTURES 


Special Sale 


Complete Fixtures for 
6-Room House $35 


1 Living Room 1 Porch Lantern 

1 Dining Room 1 Kitchen 

2 Bedrooms 1 Bath Bracket 

1 Hall 1 Bath Ceiling Fixture 


Ideal for G. 1. Homes 


Joseph Electric 


COMPANY 
111 South Victory 





Phone 4-9732 


Above, one of the advertisements 
used by Joseph Electric Co., of 
Little Rock, Ark., featuring a com- 
plete fixture assortment for a 6- 
room house. Below, part of com- 
pany’s fixture display. 





Creative Selling _ for Contractors 





“Package Kitchens” for Hotels 


ELECTRIC KITCHENS of the “‘pack- 
age” type have not only come of age 
but have reached a new position in 
the construction and electrical indus 
try by their compactness. 

The job now going on at the Hyde 
Park Hotel, in Kansas City, and here 
in described, may be considcred as 
the forerunner of many similar jobs 
throughout the country, as hotels seek 
to improve their economic position 
and fit their service better to the 
times. 

This the kind of big job that ever 
contractor can go out and sell in his 
own territory, just as G. W. Byrd, 
owner of the Byrd Electric Company, 
of Kansas City, has done. A year ago 
Mr. Byrd was in the Navy teaching 
in one of the Naval Electric Schools. 
A few months ago, he came home and 
established the Byrd Electric Com 
pany, at 3101 E. 12th Street, and one 
of his first jobs was installing 75 elec 
tric kitchens in clocets in 75 suites of 
the nine-story Hyde Park Hotel, onc 
of Kansas Citv’s best known hostele1 
ies, at 39th street and Broadway 


This compact package kitchen 1s 
46 inches wide, 812 inches high, and 
2242 inches deep. It is made by the 
Parsons Company, of Detroit, and is 
designated as the Purcaire kitchen 
By the addition of one or more side 
units, widths can be provided of 46, 
60, 74 and 84 inches. Construction 
is of steel welded to steel channel 
frame with doors on chrome-plated 
piano-type hinges. 

Each unit contains an 
range, an electric refrigerator, a sink 
made of 18-gauge Monel metal with 
ribbed drainboard stamped integral: 
shelf space of 20 square feet, two large 
utility drawers 20x20x4¥%2 inches, cut 
ting board %x11x20% inches; elec- 
tric light and convenience outlet built 
in above sink; invisible ventilation ca 
nopy which when properly connected 
to hotel ventilation system removes 
all cooking odors. All] is finished in 
baked enamel or stainless steel. 

The electric range has two six-incl 
1200-watt and one eight-inch 2000 
watt closed top elements with five 
speeds. A 16-inch oven is porcelain 


electric 


Recognizing the unlimited market that exists for the conversion of “tran- 
sient” rooms and apar!ments into rooms suitable for permanent occupants 
by the installation of “package” type kitchens, G. W. Byrd, of Byrd Elec- 
tric Company, has directed his selling efforts toward several prospects for 


this type of equipment. 


As a result of his sales efforts, he is now installing 


75 small kitchen units in 75 suites of the Hyde Park Hotel of Kansas City. 
Mo. The hotel is shown at left below; a typical kitchen unit is shown at right. 


lined and has two 15UU-watt elemen 
l'otal connected load is 7,400 wat 

The refrigerator has a capacity 
+.25 cubic feet, is porcelain line 


and has a hermetically sealed freezi 


unit, using Freon-12. 

As can be readily seen, such pa 
age-kitchens can be readily adapted 
closets or other small spaces in m 
any modernization of hotels and to 
ist courts. 

In the case fo the Hyde Park Hot 
Mr. Byrd found out that installati 
consisted of a lot more than find 
1 closet big enough for the kitch 
unit. 

He first made a survey of the ex 
ing wiring and found that it was ¢ 
tirely adequate for what it was doi 
it was in good shape and encased 
rigid conduit, but it would not ca 
the new load for 75 kitchens 

Figuring costs both wavs, he lea 
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750,000 circular mil 


t it was more practical to run 
wiring into the suites getting 


n units, than to pull out old 


and install heawier cables. He 
covered that they had to run 


feeders to the ninth floor and 
down because the ninth floor 
ie only false ceiling. 


1ad to change the main servicc 

hotel from 800 amperes to 
imperes. He brought seven 
1 circuits out of each box in the 
nt, ran the service to the boxes 
diameter 
Fach kitchen was equipped 
cal circuit breakers. Each kit- 
is connected with No. 6 wire, 


three-wire service, and the con 


e receptacle and light was fed 
three-wire, using outside to 
to get 110-volts instead of hav 
tap into the existing room 
for an extra light. Each room 
is fused at 15 amperes for 
The new circuit for the kit- 


tes is set to trip a circuit break 


ver 35 amperes for the range 
amperes for refrigerator. Cit 
akers are all grouped in one 
1r each floor. 

main feed line was taken from 
vice in the basement up the 
shaft to the ninth floor and 
rvice was connected by floors. 
15-ton ventilating fans were 
| for pulling out the cooking 
Fach unit was connected to 
itilating system with six-inch 
luct. 

imental installations indicat 
ct working kitchens and com- 
sence of cooking odors. 

in the package unit made it 

to connect to existing 


[he hotel property is owned by 
Herbert S. Freeling, of Chicago, and 
Daniel Dorr, Chicago, architect, de 


signed the conversion. Mrs. Nina O. 
Armstrong is resident manager and 
the first complete unit was installed 
in her apartment. Tests on it ther 
indicated that the idea was a com 
plete success and installation of 48 of 
the intended 75 units, was begun. 

Installation of kitchen facilities in 
75 suites will cost about $123,000, it 
was estimated by the owner. 

The hotel owner said the hotel’s 
tenants would have first call on the 
converted suites but that in all it 
mounted to providing more housing 
facilities for over-crowded Kansas 
City. 

From the electrical contracting 
standpoint, the market for such con 
version jobs is virtually unlimited 
Residential-type hotels, tourist courts, 
residences, are markets. It is entire 
ly practical to use such units in con 
version of one-family residences into 
ipartments. 

Not all of the 75 units in the Hyde 
Park Hotel are going to be installed in 
closets. Some of them will be in 
stalled in a section of a suite that will 
be separated from the rest of the room 
by folding aluminum doors. Such 
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Existing wiring in the Hyde Park Ho- 
tel was not adequate to carry the addi- 
tional load imposed by the 75 elec- 
tric kitchenettes. In the photo at 
left, Mr. Byrd (with hat) discusses 
installation of the new circuits with 
the hotel maintenance superintendent. 
Another important problem that had 
to be solved was the removal of food 
and cooking odors. A canopy and 
exhaust duct was installed over each 
kitchen. The two fans shown below 
exhaust odors and smoke from the 75 
small kitchens. 


doors are now available and can be 
top-hung without floor guides and are 
completely fabricated at the factory 
Chey are in effect moving walls and 
come in all widths. When closed 
they form a beautiful fabric covered 
wall. 

This is another interesting thing 
to know about when figuring on con 
version, and while the electrician, of 
course, does not install such folding 
walls, he can recommend it to the 
owner, who will then investigate its 
possibilities and thus make possibl« 
the conversion. 

(hus, when an electrical contractor 
has found a corner for a modern pack 
ige-type electric kitchen, he need not 
be stumped by need of a method of 
separating it from the rest of the 
room, when he can get doors that 
open more than eight-feet in one sec- 
tion and fold, accordion-like, to 14% 
inches, which is the storv on that size 
door or folding wall. 

Another point in such conversions 
is that the electrical contractor is “in 
time” with the times. The econo- 
mic picture of the country indicates 
that not only is there a large need for 
more housing, but that the residents 
of hotels and tourist courts, are de- 

(Continued on page 96) 
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An All-Inelusive Contract Form 


Misunderstandings with customers have been reduced to a 
minimum since this contractor adopted his ‘sensationally 


Weary with profit-losing “‘loop- 
holes” and arguments as to just what 
is covered in a work order agreement 
between the contractor and customer, 
Arthur A. Smith, head of AAS Elec 
tric Supply Company, St. Louis, has 
endeavored to cover every possiblc 
aspect of the installation contract in 
a “sensationally different’? work ordet 
form recently developed. 

Mr. Smith spent a month in work 
ing out details of the form, which 
now covers every small wiring con 
tract, industrial, or commercial job 
taken on by the firm. Tirst, he went 
through records covering 25 years of 
service in the St. Louis area, includ- 
ing all bad deals, those with unexpcct 
ed contingencies, arguments, etc., 
and incorporated these into a morass 
of potential grief. From this has 
emerged the work sheet, which Mr. 
Smith claims will leave nothing out 
which affects profitable employment 
of his fifteen electricians. 

Headed with the company trade 
mark, a list of electrical products car 
ried in stock, and quoting steps tak- 
en to protect the customer, the work 
order states flatly “We have a stand 
ing offer of $1,000 cash to any person 
who can and will show us a larger, 
more complete and efficient shop in 
this world specializing in the same 
work we do.” 

Beneath, on the legal-size sheet, 
are 48 stipulations which run over to 
the other side of the sheet. ‘The first 
heading reads: 

“]. Because most of the following 
is unique and unusual for an electric- 
al contractor to put out, we feel that 
an explanation is necessary. It is ou 
intention to cause no hard feelings or 
embarrassment to anyone, and to col- 
lect in full on demand on all of our 
jobs. Therefore we think it impor- 
tant for anyone doing business with 
us to read, and in most cases, to sign 
this paper.” 

Reading so many paragraphs, na- 
turally, is a major undertaking, and 
Mr. Smith loses no time in informing 
the customer that it is to his advan- 
tage to do so. 

The next three headings deal with 
standard contract steps. ‘Portal to 
portal” interests are protected by No. 


38 





Arthur A. Smith, head of AAS 
Electric Supply Co., of St. Louis, 
whose unusual work order agree- 
ment form is reproduced on the 
following pages. 


5, which states: 

“Tt is understood by the customer 
that the company’s employees will be 
paid for the time consumed in going 
to and rcturning from the job, and 
for time in making out the daily re 
port of said job, and that the custom- 
er will be billed therefor according- 
ly.” 

No. 6 stipulates that each fourth 
employee of the company appearing 
on the job will be paid foreman’s 
wages, and the customer will be billed 
therefor accordingly. 

Following headings 
points as strikes, fires, errors in lath 
ing over clectrical outlets, priorities 
and other features which may hold up 
production of the job, plus guaran- 
tees to use all new material and top 
workmanship on the part of AAS 
Electric Supply Company. 

One of the most important is No. 
18, which Mr. Smith emphasizes 
heavily. ‘This heading reads: 

“Our signature on any letter or 
contract does not mean that we are 
underwriting inflation. Any increases 
of any kind over 5% will be added 
to the price of the job or contract.” 
Mr. Smith uses a simple logic to ex- 
plain this proviso. “I point out to 


cover such 
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different” work order agreement and company policy form. 


the customer that if the union rai 


wages, I raise the pay of my non-u 


ion helpers commensuratcly,” he 
plained. “Where a simple incre 
in per hour pay means 30 extra 
penses per day, I must pass this alo 
to the customer. It isn’t difficult 
make the customer see the reas 
ableness of th‘s insistence.” 

Paragraphs to 25 cover guarantc 
On the back page, Mr. Smith g 
expansively into still more details, 
commending use of fusetron fuses 
absorb starting loads, outlining d 
ble time charges, helper rates of 
per hour above union rates, etc. | 
specifies that customers will do « 
ging, refilling, and tamping work, a 
that electric meters will be instal 
indoors. No. 33 stipulates that 
customer will provide all neces: 
lumbcr, and No. 34, that the « 
pany will not be responsible for cl 
ping or breaking of tile, paint, | 
ter, brick, etc. 

A bit of humor is applied throu: 
out the many sections of this all-c« 
prehensive form, such as in No. 
which states “Our electricians h 
been instructed that ‘the emplo 
and the customer want all of the « 
rect electrical work, common se! 
efficiency and constructive critic 
they possess between 8:00 a. m. 
4:30 p. m., and for the above we 
pay high wages and show our ap] 
ciation,” and No. 40, which: stat 
“Our clectrical business is a_ s0¢ 
service institution, operated for t 
mutual benefit of the customer, 
plovee and company.” 

Many building contractors 
whom AAS Flectric Supply hand 
up to 100 home wiring jobs at a tin 
gct a laugh from No. 43, which stat 

“When vour doctor, druggist 
dentist, and my doctor, druggist 
dentist quit charging for each 
and cach prescription, then we 
will quit charging for each trip a 
cach item,” and No. 45, “The m¢ 
ing of this paper is to keep everyb 
away from us who would not becor 
a good friend and customer.” 

Perhaps the whole purpose of 
lengthy work form is summed up 
No. 47, which indicates: “It is « 
intense desire and absolute deten 
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]. Because most of the following is unique and un- 
usu :! for an electrical contractor to put out, we feel that 
an ¢ planation is necessary. It is our intention to cause 
no} urd feelings or embarrassment to ariyone, to have 
fo psunderstdnding with anyone and to collect in full 
on comand on all of our jobs. Thotefore we think it 
impc:tant for anyone doing business with us to at least 
read and in most cases sign this paper. 


9. In consideration of the Company hereby agree- 
ing ‘> do work on the following terms and conditions, 
the Customer agrees as follows, to-wit: 


3, To pay cash, in full, on demand when and as 
bille’, for all labor, material, inspection fees and a 
reascnable profit based on the cost of overhead and 
insursmces of said Company. 


4. The Customer acrees to furnish to the Company 
lans, specifications, sketch or layout, orders, informa- 
on «nd instructions as and when requested by the 
my; provided the Customer shall not interfere 
, or delay the company’s employees, and in event 
of any unnecessary interference or delay the Cus- 
tomer shall pay for the time consumed thereby. 


5. It is understood by the Customer that the Com- 
pany s employees shall be paid for the time consumed 
in coing to and returning from the job and for time in 
making out the daily report of said job, and that the 
Customer will be billed therefor accordingly. 


It is understood by the Customer that each fourth 
yee of the Company appearing on the job will 


be paid foreman'’s wages and the Customer will be 
billed therefor accordingly. 


7. The Customer assumes full responsibility for any 
e or theft to the materials and tools of the Com- 
y after they are delivered to or installed on the job 
snd the Customer agrees to furnish adequate protec- 
tion therefor. 


8. In event the Customer does not pay the Company 
when and as billed the said Customer agrees to pay 
al] ection costs including court costs and attorney 
fees, together with eight (8) per cent interest per annum 
on the total thereof, beginning 30 days after the first 
statement is rendered by the Company. 


9. In event the job is unreasonably delayed or 
cannot be completed due to ucts beyond the control of 
the Company, such as sttikes, fires, acts of God, or 
inability to obtain materials, er due to the inability of 
the Customer to complete the job, then said Company 
shal! bill the Customer as herein described, for the 
work done to date and shall be paid in full for such 
part of the job as is done. 


10. We are not responsible for any outlets covered 
up, by the latherers, plasterers, etc. Customer is hereby 
reminded that the lathing: or covering of our rough-in 
work from the sight of the inspector is a violation of 
the electrical code. 





WORK ORDER CREDIT AGREEMENT AND STATEMENT OF POLICY 


1]. The Company agrees that the Customer may 
order any unsatisfactory worker off the job, after first 
giving the Company one hour's notice thereof. 


12. Customer agrees to extend to us any priority 
covering these jobs. Customer agrees not to call us to 
rough in unless and until all carpenter work, plumbing 
ond heat work has been completely roughed in. 


13. The Company hereby guarantees to use all new 
materials and to install same in a neat, straight, tight 
and good workmanlike manner, so as to pass inspec- 
tion of the proper authorities: Used materials shall be 
used only by mutual agreement. 


14. It is understood and agreed by the Customer 
that any additional work necessary to be done to com- 
plete our job and necessary in order to pass the in 
spection of the proper authorities may be done by the 
Company and shal! be paid as herein described. 


15. This contract shall not be subject to cancelia- 
tion except by mutual consent of the parties hereto, 
in writing. 

16. Customer agrees to be responsible for much of 
the supervision of the job, in that he agrees to meet 
the electricians on the job with the plans, sketch or 
layout and information of the what and where of the 
job. 


17. We will not be financially responsible for our 
inability to supply any items called for in the job, 
plans, or specifications if they are not available at a 
reasonable price. 


18. Our signature on any letter or contract does not 
imply that we are underwriting inflation. Any increases 
of any kind-over 5% will be added to the price of the 
job or contract. 


19. If the deal entered into is not a signed contract, 
the purchaser agrees to allow us to bill the job on our 
regular time and material basis. 


20. We do not have a collection or time payment 
department. 


21. Customer agrees to be responsible for notifying 
us when to appear on the job, and at various stages 
of the job as the work progresses. 


22. Our contracts and prices do not include any- 
thing not mentioned therein. 


23. Our hourly rate for each man if we furnish the 
major portion of materials is $3.00. 


24. If we do not furnish the major portion of ma- 
terials our hourly rate is $3.30 per man. On all jobs 
where material is furnished by the Customer, we do 
not guarantee that the material is non-defective and 
we will charge for repairing or servicing of same. 


25. Our guarantee means that we will replace the 
defective part only free of charge, but all labor involved 
will be billed at our regular price. 


(The concluding portion of this agreement will be found on the next page.) 


| ee 











Repr. 


order 


luced here and on the following page is the new work 
eredit agreement and statement of policy adopted 
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recently by AAS ‘Electric Supply Co., of St. Louis, Mo. 
The form has eliminated misunderstandings with customers. 
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26. We recommend that you use fusetran fuses; 
they are made to withstand the surge in the starting 
of your electrical equipment. 


27. 8:00 a. m. to 4:30 p. m., Monday to Friday in- 
clusive, except legal and union holidays, is straight 
time. Any service calls or work done in other hours 
will be billed double time. 


28. All helpers’ time will be billed at 51.00 an 
hour above the rate the Union sets for them. 


29. On the larger jobs or contracts the Cust pene 
agrees that at no time or under any condition will he 
withhold mere than $500.00 on work done. 


30. Customer agrees to be responsible for any dam- 
age to our work, conduits and wry in dah jobs, 
gasoline station jobs, underground jobs, etc., and we 
ore not responsible for washouts. 


31. On all contract jobs all digging, refilling, sod- 
ding and tamping will be done by the Customer unless 
otherwise specified. 


32. Electric meters will be located indoors, unless 


otherwise specified. 


33. On all new construction the Customer agrees 
to furnish all the necessary lumber required for our 
work. 

34. The Company will not be responsible for ihe 
chipping or breaking of tile, paint, plaster, brick, etc., 
and the denting, chipping or breakage of any part or 
appliance. We work on or around the above at the 
Customer's risk, assuming the Customer should protect 
same. 


35. In regord to extras: If they are not coverec 
contract agreement, they will be done on our regul 
time and material basis. 

36. Our electricians have been informed that al] the 
electrical laws an d codes and all union by-laws super- 
sede all instructions issued by the Customer or Com- 
pany. 

37. Our electricians have been instructed that the 
employer and the customer want all the correct elec 
trical work, common sense, efficiency and constructive 


criticism they possess between 8:00 a. m. and 
p. m.; and for the above we will pay high wages 
show our appreciation. 


38. If Custamer is an employee, he agrees to « 
ug consent judgment on his earnings if lawsui 
necessary. 


39. It is our intention to do away with hinds 
and think of everything possible in advance and 
appreciate the Customer's help along this line. 


40. Our electrical business is a social-service ir 
tution orerated for the mutual benefit of the custo: 
employee and company. 


4]. We helieve electricity is the universal ser 
of mankind and our jeb is to make it serve mank 
better. 

42. We would vote for a law that would req 
everyone to pay their correct bills in cash, in full 
demand. 

43. When your doctor, druggist, and dentist 
my doctor, druggist, and dentist quit charging for « 
trip and each prescription, then we, too, will quit ch 

3 for each trip and each item. 


44, If you want to do business with us and car 
see your way clear to the signing or agreeing to a 
the above, consult us and in your case we ma 
inate ithe objectionable sentences. 


45. The meaning of this paper is to keep eve ryk b 
away from us who would not become a good fri 
and customer. 

46. The sum and substance of all above is that 
lo not want to do business with anyone not willir 

able to pay in cash, in full, on demand. 

47. It is our intense desire and ahsolute dete 
tion to be fair and satisfy our customers—but on! 
a net profit. 

48. Just as the activities of all Americans rev 
around the Constitutiion of these United States, all 
activities with our customers and on our jobs revc 
around the purpose of this paper. 





is the owner of the real estate upon which this job or 
including ihe guarantor, that the Company may at its 
law if the payment under this contract is not made as 


IN WITNES 


jobs are to be done and it is understood by all parties her: 
option pursue its legal remedies under the mechanic's 


agreed. 


S WHEREOF the parties have hereunto attached their signatures 





nation to be fair and satisfy our cus 
tomers—but only at a net profit.” 


Mr. Smith emphasizes that statement harsh and uncompromising. 
lv, however, the Smith organization is 
one of the most successful large-scale 
contractors in the 
handling a volume of $250,000 an- 


Critics might point out that some nually, and invariably gets a pleased 


with the slogan of the firm at the bot 
tom of the sheet: “Our success is duc 
to the many customers who give us 
repeat business.” 
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of the many paragraphs which Mr. 
Smith insists his customers read are 


state of Missouri, 


rcaction from customers at the end 
the job. ‘We've been successful 
cause we haven’t overlooked any | 
sibility of mistakes,’ Mr. Smith st 
med up. ‘“The work-order agreeme:it 
form simply tells our stand on ey 
contract in a semi-humorous wa\ 
and it has done us a lot of good.” 


Actual 
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New Store Bailt on a Budget 


Electrical appliance dealer turns his hobby 
to account in constructing attractive display 
fixtures and other features of his new store. 


.nciry of material and skilled 
and the high cost of building 
ot prevent B. H. George, owne 
orge Maytag & Appliance Co., 
1) Little Rock, Ark., from: build 
nd equipping a handsome new 
recently, for only $15,000. 
lizing a hobby that many other 
follow, Mr. George kept costs at 
nimum. His finely equipped 
workshop, where he developed 
anual skills, turned out stor¢ 
s and some of the construction 
of his building. From plans to 
tions the building is his own 
ng along with the mechanics 
it was under construction, he 
le to eliminate a general con 
which resulted in a substan 
ving. Using old brick was an 
‘aving—a saving that left morc 
nd for the beautiful front of 
Carrarra glass trimmed with 


} 


a factory produced his hand 
fixtures, the cost would have 
multiplied many times. The 
sland units cost less than $50 
ind the unique counter-desk 
immed out by Mr. George’s own 
for $50. 

counter-desk is an outstand 
ece of craftsmanship. Into its 
‘uction went pine lumber, ‘ma 

plywood, and desk linoleum 
nvenient arrangement of draw- 
nd filing sections gives it great 


<CTRICAL SOUTH for MARCH, 1947 


By leaving some of the details in 
the store for future construction, Mi 
George overcame scarcities of some 
materials. The concrete floor will 
eventually be covered with colored 
asbestos tile, which was unavailable 
at the time. The shortage of plywood 
is holding up the finishing of more 
display units for the showing of small 
appliances, but the fixtures are under 
construction now in Mr. George’s 
well-equipped home work shop. By 
the time small appliances are more 
plentiful than they are now, the fix 
tures to display them will be ready. 

The owner-made plans called for 
an abundance of light, achieved with 
fluorescent tubes, large display win 
dows, skylights, and a large back en 
trance into the alley, closed by over- 
head doors. 

The building has overall floor space 
of 2,750 square feet, of which about 
65% is devoted to display area, and 
the remainder to the service depart 
ment in the rear, where complete 
service is given on Maytag washers at 
this time, with provision for expand 
ing work areas where service on all 
other appliances will be provided in 
the near future. 

One of the features of the service 
department is a product of Mr 
George’s ingenuity that proves its 
utility many times a day. This is a 
hydraulic lift, which simplifies load 
ing and unloading of heavy merchan 
dise. For unloading, the truck backs 





into the service department from the 
alley, stopping at the lift, which is 
raised to the level of the truck bed 
The truck ‘gate is let down on the 
lift, the refrigerator, range, or water 
heater is put on a dolly and rolled 
on the lift, which is then lowered to 
(Continued on page 95) 





Above, an exterior view of the at- 
tractive building just occupied by 
the George Maytag and Appliance 
Co., of North Little Rock, Ark. In 
the other picture, above, Mr. 
George stands by the hydraulic lift 
which he built and uses to unload 
and load appliances from truck 
level to floor level and vice versa. 
Below are shown the counter-desk 
and island merchandise display 
racks which Mr. George built in 
his hobby workshop. 











UNDER THE sSPoNsorsuIp of the 
l'ampa Electric Company, eighty ma- 
tional manufacturers combined with 
their Florida distributors and deal 
ers to stage the Florida Electrical Ex 
position in connection with the Foi 
ida State Fair at Tampa, which drew 
1,028,000 paid admissions. 

Held from February 4th through 
February 15th, the Fair bucked thx 
scason’s only bad weather, to establish 
a new record of attendance and to 
keep its first place among State Fairs 
of the nation. 

Records showed that every. State 
in the union, Canada and several for- 
eign countries were represented a- 
mong those attending the Exposition 
and that the percentage of out-of 
state visitors was 35% of the total. 

The Electrical Exposition, which 
occupied an entire building the size 
of a city block, was the outstanding 
feature of the Fair and drew the 
Grand Prize for all exhibits. ‘The 
l'ampa Electric Company’s float in 
the Annual Gasparilla Parade was also 
awarded the Grand Prize. 


300 Items Exhibited 


More than 300 different kinds of 
electrical appliances and equipmeni 
were shown throughout the building 
in exhibition booths arranged by 
manufacturers and distributors. Flor- 
ida’s electrical appliance dealers were 
included in the Exposition as they 
helped man the booths and were on 
hand to demonstrate the appliances 
to the thousands of visitors. 
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Million See Florida 


In addition to the display of all of 
these new electrical appliances, the 
Exposition also featured the General 
Electric Company’s House of Magic 
which put on 44 regular shows and a 
number of special shows to capacity 
audiences during the eleven days of 
the Fair. ‘These shows were unde 
the direction of W. H. Reger. 

[he building which housed the 


Kxposition was the newest one 
the large Fair Grounds’ properti 
and was located in the very center 
the entire Fair Grounds Exhibit, 
that it attracted a large perce: 
age of the more than a million p 
sons attending the Fair. The ot 
side of the building had letters fo 
feet high all the way across the t 
that could be seen from the ent 


More than a million people visited the Florida Electrical Exposition, in 


Tampa. 


Photos at top of pages show typical displays. 
it necessary to photograph exhibits during the “closed” period. 


Large crowds made 
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Eleetrieal Exposition 


‘rounds and which read “Flor- 
lectrical Exposition.”” —- Four 
ghted pylons fourteen feet high 
n top of the building. At the 
these pylons were giant hands 
‘ large lamp bulbs that operat- 
i flasher system. Directly over 
in entrance, a large flood light 
1 read ‘‘Electricity—The Way 
ter Living.”” Immediately up 


on entering the building, the visitors 
saw another huge sign flood-lighted, 
which read ““Welcome to Leisure Liv 
ing Electrically.” 

Included in the Exposition was a 
Leisure House theatre, which show 
ed continuous movies related to the 
industry to capacity audiences 
throughout the opening hours of the 
lair. A large Leisure House lounge 


A special feature of the exposition was Future Homemakers of America Day, 
when the exposition had home economies teachers and students from all 


over the state as guests. 


Student visitors are shown above. 
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was also provided. Throughout thx 
entire intcrior of the building werc 
historical pictures and sketches in 
keeping with the Edison Centennial 
celebration. Other historical pictures 
and exhibits told of the development 
of electricity and electrical applian 
ces. 

The Tampa Electric Company 
maintained two offices and meeting 
rooms within the building for the 
use of manufacturers and distributo1s 
holding meetings with their dealers 
ind sales forces. 

The Fair Association proclaimed 
February 11th as Edison Day. There 
was also a Governor’s Day, in which 
Florida’s Governor Millard E. Cald- 
well was a special guest at the Flor- 
ida Electrical Exposition and show. 
ed a great amount of interest in the 
many developments of the industry. 

There was also a Future Homemak 
ers of Amcrica Day, devoted to the 
Exposition in which more than one 
hundred home economics teachers 
ind students from all over the State 
served as special hostesses. The House 
of Magic gave special showings to thi 
group. Governor Caldwell was also 
treated to a special showing of the 
House of Magic. 

Among the features of the exhibit 
which drew special attention were the 
demonstrations held by all exhibitor 
in show:ng the thousands of visitors 
just how the new clectrical appliances 
worked. The heat pump drew a lot 
of attention also. It was in operation 

(Continued on page 94) 
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301—Fluorescent Luminaires 


Manufactured by Westinghouse Elec 
tric Corporation, 306 Fourth Ave., 
Pittsburgh 30, Pa. 





CUSTOM-MADE LIGHTING | systems 
for every type of store are made avail- 
able through this new line of fluore- 
scent luminaires for general illumina- 
tion and matching, adjustable, incan- 
descent spot lights for highlighting. 
Called the Merchandiser, the two or 
four-light fluorescent luminaires and 
the two-light incandescent spotlight- 
ing elements are both complete in 
themselves although they are usually 
combined in planning a modern store 
lighting installation. The luminaires 
can be mounted in continuous strips 
of fluorescent units, or spot-light sec 
tions can be added as desired. 

Both units are available for surface 





| 








or pendant mounting. Housings pro 
vide ample wireway when units arc 
mounted end to end. Knockouts arc 
provided at both ends of each unit to 
permit a continuous run of the feed 
wires so that only one outlet need be 
provided for a number of section 
when mounted in a continuous line. 
Canopy switches can be provided for 
the spot-light sections so that lights 
not in use can be turned off 


302—Lightweight Iron 


Manufactured by the Winsted Hard 
ware Manufacturing Co., Frazee and 
Lake Sts., Winsted, Conn. 


CLAIM Is MADE in the Durabilt iron 
to a quick heating steel sole-plate. 
Heat is evenly distributed over the 
entire area and the iron reaches full 
temperature in less than 60 seconds, 
according to the manufacturer. A fea- 
ture of this Model 10 iron is the use 
of the soleplate alone to control the 
heat of the iron. This prevents any 
overshoot of temperature on initial 
heating and assures a tolerance of less 
than 20 degrees at all t:mes. 

Because of the unusually light 
weight, this model is higher powered 
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than most. ‘The three-pound iron ; 
rated at 1000 watts. Although rate< 
for 115 volts, the iron will operate o1 
90 to 125 volts without impairing it 
efficiency. Featuring a temperatu 
setting for every type of fabric, th 
iron’s easily read dial also has an of 
position which permits turning off th 
iron without disconnecting the cor 
*x * 


303—wWall Flush Heater 


Manufactured by The Wesix Electri 
Heater Company, 390 First St., Sa 
Francisco 5, Calif 











OUTSTANDING features of th 
heater which incorporates the sam 
basic design as all Wesix heaters ar 
a new style grille which is more attrac 
tive to interior decorators and, at th 
same time, preserves intact the safet 
aspects of the heater; convenien 
knob-control for adjustment of the 
thermostat over a 30° F. range is built 
into the heater; toggle switches fo: 
control of individual elements withu 
the heaters are recessed to prevent 
accidental operation; and uniform pc 
sition of knock-outs for electrical con 
nections is provided on all sizes 
heaters. 


hew 


304—Heating Pad 


Manufactured by The Lobl Manutac 
turing Company, Dept. P, Middle 
sboro, Mass. 


ONE SIDE is always warmer than the 
other in this new line of heating pads 
One side is termed hot and the othe 
side, warm. The warm side has low 
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medium, or high heat, but if more 

heat is desired, the pad is simply turn- 
over on its hot side. This desir- 
le added dual utility is achieved by 
ering the warm side with a flannel- 
e, deep-napped fabric which radi- 
s heat from within through its por- 
; texture. The hot side is covered 
th a specially prepared coated fabric 
ich absorbs the heat from within 
| conducts it directly to the body. 

[ie sides can be easily selected in the 
k by merely noting the difference 
the feeling of the two surfaces 


305—Crosley Electric Range 


Division— 
Cincin 


\/anufactured by Crosle} 
| Aviation Corporation, 


nati, Ohio 





IME AND EFFORT dT¢ saved I pre 
paration of foods with the many fea 
tures of this new range. The one- 

e top and waterfall front, of acid 

ting porcelain, flows smoothly 


n to the top of oven and broiler 
r or utility drawer. The oven and 


ler door nd utility drawers have 
ealed lunges, fit flush to front 
sides of range, leaving no seams 


itch dirt or spilled particles of 


features 


well 


iong the man 
OO-watt 
nt rod type surfacc 
ng units, 1250-watt units, 
2100-watt unit; all surface cook 
units controll.d by 7-heat switch- 
onvenient outict on backguard; 
in interior oven light automatical 
ntrolled by door. 


icluded 
1 O-qua: 
er; fast effic 


deep 


two 


306—Circulating Fans 


Vianufactured by Vallev Fan Manu 
facturing Co., Fort Valley, Georgia. 


.VAILABLE in sizes from 24 inches 
to 48 inches and capacitics of from 
4,00 to 17,000 cubic feet per min- 
ute, respectively, this fan is of all steel 


construction, electrically welded. 


eatures of this fan includes: ven 
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turi-type housing, V-belt drive, ball 
bearings, rubber mounted motor, ad- 
justable motor base, slow speed, and 
a 4-blade, deep pitch propeller. 

These fans are adaptable for in- 
stallation in homes, apartment build- 
ings, schools, industrial plants, ma 
chine shops, etc. 


307—Fold-a-matie Ironer 


Manufactured by Apex Electrical 


Manufacturing Company, Cleveland, 
Ohio. 





ComPpactness makes the Apex iron- 
er an ideal unit for the modern kit 
chen-laundry or utility room. Once 
in position and plugged in, the ironer 
need never be moved, since the roll 
and shoe move outward from vertical 
to horizontal plane while the cabinet 
remains stationary. The cabinet top 
offers convenient work space when it 
is closed and also during ironing op 
erations. 

The ironer has a standard 26-inch 
roll, 6% inches in diameter. Both 
knee and finger-tip controls govern 
operation of the roll, which has two 
ironing speeds and a stationary posi 
tion for pressing. Accurately calli- 
brated dual thermostats on the shoe 
provide exact temperature control and 
permit the operator to use cither half 
or all of the ironing surface. Temp- 
eratures can be selected in 50-degree 
steps from 300 degrees to 500 degrees 


308—Bathroom Radiant Heater 


Vianufactured by the 
Electrical Manufacturing Co., 
District Blvd., Los Angeles 22 


Thermador 
5119 
Calif. 

LONG AND SLENDER, this heater is 
designed to give head-to-heels warmth 
vet it fits snugly into even the small- 
cst bathroom. Tor the convenience 
of adults and to keep it out of reach 
of children, the new models have the 
switch located at the top of the grille. 
The switch is also recessed to pre- 
vent its being flipped on accidentally. 

The streamlined grille of the Long 
Radiant is constructed of highly pol- 
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ished aluminium and the reflector of 
etched aluminum. The unit is avail- 
able in three models: 1650 watts, 115 
volts; 1650 watts, 230 volts; and 2000 
watts, 230 volts. 

*x 


309—Wiring Raceway 


Manufactured by National Electric 


Products Corp., Chamber of Com 
merce Building, Pittsburgh, Pa 





Lopo-TR1m, a steel quarter round 
has been designed for use as a base- 
board trim, a low potential wiring 
raceway, or as a quarter-round trim 
above or below installations of the 
company’s Plug-In Strip. 

Available in six foot lengths, the 
¥4-inch by %4-inch trim is installed 
without the use of nails, screws, or fas- 
teners. Projecting down from _ the 
back of the quarter round at 3 inch 


intervals are integral steel prongs. 
When installed, these prongs arc 


pushed down behind the baseboard 
or the Plug-In Strip. Their design 
and positioning exert a tension that 
holds the quarter round snugly and se 
curely in place. 

For rounding external corners o1 
internal corners, 8-inch by 8-inch two- 
piece matching elbows are available 
The trim is finished in a neutral satin 
grey. It may be painted to match 
baseboard, floor, or walls. 

we * 


312—tElectric Soldering Tool 


Manufactured bv Ideal Industries, 
Inc., 1017 Park Ave., Svcamore, III 


COMPLETELY REDESIGNED, this new 
model offers several features not found 
in the old Thermo-Grip soldering 
tool. The new unit heats 20% faster, 
has a thumb switch for close heat con- 
trol, is modern in design, lightweight. 
compact, portable, and can be used 
for long periods of time without over 
heating. 

Built to industrial standards, the 
complete unit includes a transformer 
or power unit and a soldering tool 
that operates like a pair of pliers. 
Holding the work with the tool com- 
pletes. the transformer secondary cir- 
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cuit and causes the work to heat in- 
stantly. Heat is produced between 
the electrodes of the soldering tool 
only, thus concentrating it on the 
exact spot needed. There is no dan 
ger of melting nearby joints or burn- 
ing other parts. 
The unit is rated at 1000 watts. 


4 


310—Record Cabinet 


Manufactured by Eckenroth Co., 32 
Ross St., Brooklyn, N. Y. 


ACCOMMODATING any size table 
model radio-phonograph combination, 
this Musagrand deluxe record cabinet 
holds 22 albums, 264 records, and is 
finished in luxurious walnut and ma 
hogany. ‘The cabinet dimensions are 
31 inches by 18 inches by 23% 
inches. 


3L1—Two-Speed Washer 


Manufactured by Landers, Frary & 
Clark, New Britain, Conn 


CONTROLLED SPEED is possible with 
this new type washer. A speed selec- 
tor is set in a control panel at the base 
of the bullet type fluted tub, on 
which is also built a timer and a safety 
switch. ‘The two-speed washer pro- 
vides low speed for fine fabrics and 
high speed for the heavy materials. 

Also featured in this new unit is 
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| the Supe: Safe wringer with pull stop 


control for both rolls. Not only is 
the conventional release bar promi- 
nently effective, but a light tug or in- 
stinctive pu!l upon the clothes will 
stop the rolls instantly. 


x x 


313—Electric Water Heater 


Modern Water 
42 Grant 

] 

{ 


Manufactured — by l 
Equipment Company, 5 
Place, Chicago, I 


l 


Buity on the principle of a ther 
mos bottle, the model A-5 automatic 
water heater is designed for use where 
small quantities of hot water are re 
quired. 

The watcr is kept at a constant 
temperature by the automatic thermo- 
stat—when hot water is drawn, the 
thermostat auomatically turns on two 
heating clements which quickly re 
place the water used. 

The heater is of five-gallon capa 
citv and operates on 110-120 volt, a-c. 
It is guaranteed for one year against 
defects in matcrial and workmanship 


315—Insulated Tools 


Manufactured by Connecticut Hard 
Rubber Company, New Haven, Conn 


DuRABLE AND RELIABLE insulation 
for high tension work is provided in 
these tools by combining the proper- 
ties of Geon polyvinyl plastic and Hy- 
car oil resistant American-made rub- 
ber. 

Under the trade name “‘Cohardite,” 
the handles have excellent impact, oil 








and grease resistance in addition 
their insulation properties. The |i 
men’s pliers have been tested to 2 
000 peak volts. 


x 


314—Hy-Strength Connectors 


Manufactured by the Jasper Blackbu 
Products Corp., Main and Clint 
Sts., St. Louis 6, Mo. 


Conpouctriviry of the joint w 
this connector is claimed to be actu 
ly better than the solid wire itself 
reinforced pressure bar makes the c 
nection cven stronger. 
Constructed of Duronze, wh 
tests show to be 75% stronger th 
hard-drawn copper, this connector ¢ 
be used over and over again. All ¢ 
ners are rounded preventing nicl 
wires or linemen’s gloves. Full thre 
on the screw give maximum streng 


320—Fire Extinguisher 


Manufactured by Walter Kidd 
Compaiy, Inc., Belleville, N. | 


lrres of clectrical origin cau 
quickly brought under control and 
tinguished with these new porta 
fire extinguishers. ‘hey are availa 
in 24%, 5, 10, 15, and 20 pound siz 
and wheeled units in 50, 75, and | 
pound sizes. 

Featurcs of the new portables 
an on-and-off discharge control of 
bon dioxide gas with a minimum 
cffort; a high rate of flow of gas; « 
open-locking with one hand; light 
weight and simple in design. In ad 
tion, two other safetv features h 
been incorporated; a locking pin 
signed to prevent bending or ja 
ming and an easily observed seal w 
placed where it is least likely to 
broken prematurely. 


321—Package Design 


\fanufactured by The Silex Compa 
Hartford 2, -Conn. 


RECOGNIZING that a good packa 
design must possess the greatest pos 
ble selling power at the point of sa 
as well as attractive appearance, t! 
company has gone all-out in prodi 
ing a new, outstanding package ¢ 
ton for its ““Duolectric” steam 11 

Constructed of 100 point pa] 
board, coated on one side, this « 
ton will stand up under wear and f 
quent handling for a remarkably 1c 
time. Its decorative design embod 
the characteristic Silex backgrou1 
an overall pattern of outline diam« 
shapes printed in light blue agai 


a field of white. Dark blue and bl 
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ire the other two colors utilized to 
omplete a pleasing effect that is 
mamental rather than detrimental 
n any kitchen. 


322—Dial-Heat Stoves 


\Vlanufactured by American Electrical 
\ppliances Corp., 5014 Fort Hamilton 
Parkway, Brooklyn 19, N. Y. 


SIX DIFFERENT degrees of heat can 
¢ obtained with this Model 24R hot 
late. The two selector dial switches 
re of double pole, four position, 25 
mpere rating. 

The frame is smartly stvled and fab- 
cated of heavy gauge metal with a 
ifety plate under the stove for tabie 
rotection. 

The heating elements are construct- 
| of nichrome and are encased in 
ramic. The Hammertone — baked 
namel finish may be obtained in as- 
irted colors. 


$23—Electric Range 


lanufactured by Roberts & Mander 
Corporation, Hatboro, Pa. 


['HIS DELUXE electric range features 
mer-clock control of not only the 
rge 20-inch oven, but also of the 
Kcono-Cooker” and the appliance 
itlet. This convenience is made 
ssible by means of a special control 
hich enables the user to select just 
hich of these components of the 
nge she wishes controlled by thc 
t:mer-clock. 
A special feature of this range is 
c “Warmolator” which keeps cook- 
| foods at just the right temperature 
r serving. A tell-tale signal light 
dicates whenever this unit is on, 
well as, the six quart ‘“Econo-Cook- 
” or any surface unit. 
The oven is automatically illumi- 
ited when the door is opened. A 
odern top-lamp lights the entire top 
ooking surface of the range. 
Other features included in this 
ries LE-5G range are: concealed re- 


movable drip tray; non-tilt oven racks 
with safety stops; easy-rolling utensil 
drawer for extra storage; and a cast 


aluminum broiler grill. 
a x a 


324—Conlon Washer 


Manufactured by the Conlon Corp- 
oration, 1806-1828 S. 52nd Ave., 
Chicago 50, Il. 


FinisHED in all-white cnamcel, oven 
baked, this washer, designated as Mo- 
del 25, features a tangle-proof agita- 
tor. The agitator is of four-vane 
rounded edge design ot all plastic, 
12% inches in diameter. It operates 
on trouble-free lifetime bronze oil-less 
bearings. 

The over-all dimensions are: to top 
of tub, 35 inches; to top of wringer, 
4842 inches; and required space, 26 
x 26 inches. 


325—Motor Driven Rheostat 


Manufactured by Ward Leonard 
Electric Company, 31 South St., 
Mount Vernon, N. Y. 


THIs COMPACT motor drive unit 1s 
designed for remote and automatic 
operation of single or multiple stamp 
ed steel rheostats controlling genera 
tor voltages, motor speeds, lamp in- 
tensities, and numerous other rheostat 
applications. 

Constructed on a 13 inch diametv 
steel plate these small motor drives 
are intended for mounting on extend- 
ed rheostat feet. ‘They are available 
for a-c and d-c, 115 or 230 volt opera- 
tion. 


326—Attic Ventilating Fan 


Manufactured by The Folsom Co., 
Cirklair Products Division, Dallas, 
Texas 
WITH A SCIENTIFICALLY designed 
deep drawn ventura ring to insure 
high efficiency and noiseless move- 
ment, this fan is equipped with a 
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heavy duty motor carrying a 12 
months guarantee. 

The motor itself is equipped with 
an automatic reset thermal overload. 
“The four blades are wide and deep 
pitched for maximum efficiency. They 
are constructed of heavy gauge stecl 
and riveted to a 3/16 inch steel plate 
clectrical welded hub. 

Some of the other features include: 
lifetime oilite bronze bearings, cast 
iron and solid steel drives, and a si 


lent V-belt drive with easy adjustment. 
xx * xx 


327—Induction Motors 


Manufactured by the Electric Machi 
nery Mfg. Company, Minneapolis 13, 
Minnesota 


THE ANSWER to industry’s demand 
for motors designed for drip-and 
splash-proof construction is found im 
this newly available heavy-duty squn 
rel-cage induction motor. 

Available for Jarge-power drives 
from 100 to 1000 hp, 1800 rpm ana 
lower speeds, these motors have a 
fabricated steel frame that shuts oni 
falling particles, makes  opcration 
quicter and cleaning 
sealed bearings can be cleaned and re 
filled without motor disassemblv. 
Double end ventilation is provided 
by a blower on 


Casicl 1 hic 


each end of the rotor. 


328—New Refrigerator Line 


Manufactured by the Borg-Warner 
Corporation, Norge Division., 670 E 
Woodbridge, Detroit 26, Mich. 











THIS REFRIGERATOR has an “actos: 
the-top” frozen food storage compait- 
ment which has a capacity of approxi- 
mately 35 pounds of food. Glass 
shelves are adjustable or removable 
for easy handling of bulky articles. 
Another feature of this nine cu. fi. 
model is the full-width sliding tray for 
storage of large quantities of ice cubes 
or meats. 
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APPLIANCE MERCHANDISING 


New Dealer Opportunities in 
JrRoONER PROMOTION 


By E. Hoy McConnell* 


Moke Lapis are finding that it can 
be fun to iron! 

They can sit down and iron in com 
fort. They are letting the ironer do 
the standing, letting the ironer do the 
lifting, while they just sit and guide 
the clothes. And these homemakers 
are finding they are finished in half 
the time, too. 

A waiting markct is being precondi 
tioned, pre-sold. For the ladies that 
own ironers are vocal; thev tell thei 
friends about the ease and comfort 
of ironers. The national magazines. 
with impact influence on millions of 
women are publishing—editorially— 
the ironer story. National radio shows 
are giving voice to the low cost luxury 
of ironer ownership. 

That ironer ironing is catching on 
like a spark to tinder is generally re 
cognized. It is almost regarded as a 
logical development. 

The peculiar news is that some 
dealers aren’t alerted to the profit and 
market potentials of ironer merchan 
dising. ‘Those dealers that are devel 
oping ironer sales are stealing a march 
on their competitors that may leave 
the other dealers out of the race. The 
ironcr minded merchant is enjoying 
already rich profits both in dollars and 
in that priceless item of good will— 
consumer satisfaction. 

The profit minded merchandiser is 
giving lots of attention to ironers. 

The latest facts disclose that the 
ironer market is only 7 per cent sat 
urated—a 93 per cent market oppor- 
tunity! TIroner selling offers a much 
broader field than most any other ma- 
jor appliance. Every home that has 
a washer is a prospect for an ironer 
sale. In fact the over-all market po- 
tential is even greater than the wash- 
er, since there are some families that 
will use the damp dry service of the 
commercial laundries—and they still 
need to iron. 


*Mr. McConnell is sales promotion 
manager for Horton Mfg. Co., Fort 
Wayne, Indiana, manufacturers of 
washers and ironers. 
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It has been said that public accept 
ance of any major product is not achi 
eved until after the first million units 
are sold. This “requisite million” was 
reached in 1940-1941. The complete 
devotion of all manufacturers to thc 
war effort served only to interrupt thc 
natural, inevitable progress of ironer 
sales. Production is still hampered bi 
the limitation of supplies, but the dc 
mand, the opportunity, and the con 
sumer acceptance remains — and is 
growing. 

The biggest selling factor of ironers 
is that it permits the homemaker to 
iron in comfort—while sitting down 
The tedious tiresome standing, th 
resultant backaches and leg. strains, 
have been eliminated by the ironer 
The lifting, the broad sweep of hand 
ironing is eliminated. There is 1m 


lifting when doing ironer ironing- 
one just guides the clothes; the ironc 
does the work. 

Because of the greater ironing sur 
face, ironer ironing can be finishe 
in half the time required by the han 
iron, and a skilled operator can sav 
as much as two-thirds of the time ™ 
quired with a hand 1ron. 

However, manufacturers, foreve 
unsatisfied, have made further con 
tributions to the ease and speed—an 
sale—of ironers. For the first tim 
ironers are made desk height. Thes 
console models, have a seven day 
week utility instead of for ironing da 
lone. Being only 30 inches hig! 
the closed ironer becomes a desk, 
telephone table, or extra work su 
face. Gone are the angular corner 
handsome contours that gracefull 
blend with modern decoration arc 
modern innovation. 

One of the old bugaboos about se! 
ing ironers was the confusion abou 
the multiple controls knobs, switches 
ind buttons. Now the housewife cat 
iron right away. There is only on 
control lever that performs all opera 
tions: starting, stopping, and _ pre 


Profit-minded merchandisers are giving lots of attention to ironers. With 

the first million units sold, this applianee has reached a degree of public 

acceptance which should make it unusually interesting to electrical appli- 

ance dealers. Saturation is only 7 per cent leaving a 93 per cent market. 
Every home with a washer is a sales prospect. 
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ng. A child can do an ironcr iron 
ng safely, quickly, and caily. Onc 
eathertouch control is simplicity per 
onified—and it shortens the 
1g period to almost nothing. 
New wattage has been packed into 
he ironcr shoe. 1500 watts are now 
cvotcd to the heat. Formerly 1100 
1200 watts was maximum, but new 
wentions have made it possible t 
hieve higher heat which results in 
ven smoothcr, faster ironing. 
hus the ironer has a wide utility 
id performs more better 
win ever before. ‘There is an increas 
g importance in ironers. The hou:¢ 
ves are enthusiastic. ‘he magazines 
devoting a lot of attention to iron 
s. There is a waiting, wanting mar 
t. ‘The manufacturers have excel 
d themselves in making better prod 
ts. The market opportunity is un 
iralleled. ‘The profit margin is at- 
ictive. The service an irener per 
ms in a home in making the iron- 
ig easier and faster increases the at- 
activeness of ironer ownership—and 
mer merchandising! 


, 
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Customers Demanding 
‘tore Modernization 


SPARKS OF CONSUMER resentment 
rainst retailers, which smoldered be- 
ath the surface during the war 
ars, are starting to break into flame. 
Vomen shoppers from one end of 
ic country to the other are express- 
ig themselves in very specific terms 
out the housecleaning and face-lift- 
g job retailers must undertake soon 
they expect to soothe ruffled feel- 
igs and build the goodwill and ac 
ptance that spell more sales. 
These are the major conclusions 
iat emerge from a survey just com 
eted by the First Annual Storc 
fodernization Show, which is formu 
ting a broad cducational merchan 
sing program. 
[he study encompassed 29 large 
and small cities in every section of 
country, representing a trading 
a population of 12,500,000. In 
ch instance opinions were obtain 
from competent observers inti- 
itely acquainted with conditions in 
cir locality. The survey sought to 
termine what factors women shop 
rs regard as synonomous with a 
nodern store,” and which of thes« 
ments were lacking in the respec 
e communities. 
Number one symbol for “modern 
ore,” cited by 72 per cent of those 
iestioned, was betéer interior dis- 
ay. Better lighting was ranked sec- 
id, with 48 per cent of the vote. 
ext in order came periodic redecora- 


RECORD PROFITS FROM RECORDS—Radio and appliance dealers are 


fast learning of the profit possibilities in phonograph records. 
lines, however, there are pitfalls for the inexperienced buyer. 


Like other 


Requisites 


for a successful department are careful buying and congenial atmosphere 


for the department. 


This view shows the comfortable lighting and well- 


arranged counter, display, and listening booths of The Radio Center, New 
Orleans radio and record store. 


tion, ++ per cent; wide aisles, 1+ per 
cent; adequate comfort facilities, 14 
per cent; attractive window displays, 
10 per cent; related selling depart- 
ments, 10 per cent. 

Asked to designate which of thesc 
clements were most often lacking in 
their local stores, respondents ranked 
adequate elevator and escalator serv 
ice number one. Fifty-five per cent 
of those questioned stressed this need. 
Better lighting tied for second place 
with faster charge svstem. Both r 
ceived a vote of 34.5 per cent. Next 
in order came courteous sales clerks. 
24 per cent; better interior displays 
20 per cent; better grouping of related 
merchandise, 20 per cent; better win 
dow displays, 17 per cent; more spaci 
ous aisles, 14 pcr cent; redecoration, 
10 per cent; more adequate comfort 
facilities, 4 per cent. 

Evidence that women feel very 
strongly about the conditions that 
face them in performing their shop 
ping chores is scen in such typical 
comments as: 


In our section—it seems the 
opinion of most store owners that the 
more they put on display in a window, 
the more attractive it is instead 
it is an eyesore . 


Stores should realize that 
times are changed and customers no 


longer are begging for merchandise.” 
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. . Trained salespeople who seem 
interested in their job and the things 
they sell are one of the biggest assets 
of any store.” 


A lot of the stores could do 
better business if they tossed out a lot 
of the ‘junk’ and played up the bet- 
ter merchandise. ‘Too, I think the 
sooner managers of stores start mak- 
ing the stores ‘homey’ and comfort- 
able, the better . . 


With the release of many 
materials, some stores are moderniz 
ing their windows and interiors. And, 
merchandise is better 

quantity. But few 


of course, the 
in quality and 
stores are changing their antiquated, 


war-time service. I do not call that 


‘modern’ no matter how attractive 


thev make the stores 


['crming the results of the study ‘‘a 
blueprint for alert retailers,” John 
\. H. Evans, managing director of 
the Store Modernization Show, em 
phasized the need for “immediate 
planning to rectify warborn condi- 
tions in preparation for the intensified 
competition that lies ahead.” 

“Even in normal times,” reports 
Mr. Evans, “there is a lag of nearly 
two years between the time architects 
and store designers sketch plans and 
the start of actual construction. With 

(Continued on page 95) 
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MODERN LIGHTING PRACTICE 


Dramatized Display for Lamps 


THE OULSIANDING feature of the 
new Lightolier, Inc., showrooms, re 
cently opened in New York City, is 
the wide range of merchandising and 
display ideas suitable for adaptation 
by retail stores. As part of its dealer 
help service Lightolier has offered to 
provide free to stores blue prints of 
any of the display fixtures. 

I'he new show rooms are part of a 
modernization program involving 
more than six months of effort and 
an expenditure of over $100,000. The 
show rooms occupy three floors at 11 
Kast 36th Street with the space ap 
portioned as follows 

Hirst Floor Lighting fixtures for 
both commercial and home lighting, 
serving the architect, the decorator. 
and the electrical trades 

Second Floor. ‘The decorator gal 
to 


leries, supplying exclusive lamps 


Show windows of the New York showrooms of Lightolier, 
Inc. Occupying three floors, the new showrooms include 
a wide range of display ideas suitable for adaptation by 
electrical dealers for dramatizing their lamp displays. The 
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the mtecrior decorator and imterior de 
SIZ 1.C4 

Lhird Floor 
department, furmture, and electrical 


Lamps for resale im 


stores. 

Krom the very 
planning for these showrooms, it wa 
determined that they should serve a 
a source of ideas for more effectiv« 


inception of thie 


and dramatic sclling methods to thx 
customer groups served by Lightolier 
Vhere are striking evidences of th’s 
thinking to be found in display tech 
niques and selling themes throughout 
the entire three floors. Flexibility of 
use and ease of maintenance charac 
terizes these treatments. It is expect 
ed that the ideas incorporated in these 
showrooms will exert a widespread in 
fluence on the selling and display o! 
lamps and lighting fixtures for vears 


fo come 


l'echniques from the theatre, fro 
the display world, from the field « 
decoration, have all bee 
sellin 


interior 
brought into play to create 
backgrounds for the merchandis 
Segregated pools of light accent inc 
vidual collections. 

l’‘abrics, screens, furniture and a 
cessorics have been introduced in or 
er to stress the ready coordination 
the lamps and lighting fixtures wit 
furnishings fashion 
Small room vignettes advance th 
theme still further. Spotlghted n 
ches highlight dramatic lamps. Effe 
tive use is made of large mirroré 
ireas to reflect light 

Overall illumination is planned 
throw into bold relief the illuminate 
merchandise itself, taking full advar 
tage of the naturally dramatic qual 

(Continued on page 93) 


current home 


show windows shown above are in two sections: one per- 
mits display of individual lamps; the other features a 
space large enough for a room scheme to provide back- 
ground for lamps with appropriate furniture. 
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One of the attractive display 
ideas on exhibit at the new 
Lightolier show rooms is shown 
at the left. Tables on low plat- 
forms set the stage. A screen 
of chocolate brown textured 
wood, flanked with printed 
draperies, forms the _ back- 
ground. A_ battery of bullet 
spotlights on the ceiling are 
focused on the lamps. Imme- 
diately below is another display 
idea which serves to display 
lamps to individual advantage. 
In this saw-tooth arrangement, 
each lamp has its own niche. 
This display unit takes the indi- 
vidual lamp out of competition 
with those near it. Textured 
wood panels painted white form 
the lamp backgrounds and a 
scarlet drapery backs the unit. 





Directly below is a group of “shadow 
boxes” which are used to set off individual 
lamps. The shadow box frames are of 
bleached oak, and the backgrounds within 
them are of ribbed plastic wallpaper, fin- 
ished in bone white. These units are part of 
the first-floor display in the attractive new 
show rooms of Lightolier. in New York City. 





Another effective display idea on exhibit 
in the Lightolier show rooms is the use of 
shallow wall, niches, such as shown in the 
‘lose-up at the right. This is one of a 
series of such niches, each decorated to 
suggest a room setting. For furniture and 
lepartment stores, particularly, they should 
have wide application to foster sale of 
furniture as well as appropriate lamps. 
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ELECTRICAL 


INSTALLATIONS 


Bus Duet for Light and Power 


IN «HE MaAjorITY of industrial 
plants, systems for power and light 
are separate and independent of each 
other—a transformer bank for power, 
a transformer bank for lights; feeders 
and branch circuits for power 
ditto for lighting. 

Since there must be light 
there is fabrication, power and light 
circuits find themselves running side 
by side over the same plant areas. 
It isn’t surprising, therefore, that 
many an engineer has asked himself. 
“Why can’t these two systems he 
combined?”’ 

One big reason that this has not 
been done more in the past is that 
power distribution systems up until a 
few years ago were subject to frequent 
outages. Conditions would have been 
aggravated considerably if the lights 
went out every time power failed. 

More recent developments in power 
distribution, including the 


and 


W he re 


svstem 


This article is based on information 
supplied by the BullDog Electric Pro- 
ducts Company. Detroit, Mich. 


high level of dependability and eftic 
iency introduced with the develop 
ment of bus duct installations, has 
made it feasible today to design com 
bination light and power distnbution 
systems for industrial plants The 
accompanying diagrams show how this 
can be accomplished in a typical plant 
with light and power served from bus 
duct feeders. 

The advantages of such a system are 


considerable 


(1) Smaller investment. 
light and power means a double in- 
vestment in materials—two transform 
er banks, two main switchboards, two 
main feeders runs. Duplicate labor 
costs, too, and moncy spent here has 
no reclamation value. 

(2) Less Space. With 
former bank and one main 
board, a single feed run and lighting 
circuits tapped directly from the 
power system space is saved on the 
floor and overhead. 

(3) Less Maintenance. ‘The 
requires roughly 


Scparate 


trans 
switch- 


Onc 


com 


bined svstem one 


etc orsenseeee 
7 


a 


follows: PT—Power Transformers; 


half the maintenance demandex 
the separate system 
(4) Less Copper. 


Systems are 


When light 
power separate, 
must be enough copper in the 
ing feeder to carry the full load 
casionally, all the lights are on at 
same time. Now, th 
of sufficient size to mee 
mands of the power loads, with si 
In combining the svst« 


power fecdc 


} ce 
C ave rage 


to spare. 
the copper size of the feeder carry 
current for both light and power | 
is made large enough to meet the n 
mal individual demands of both, 
expected increased demands in the 
ture. Considerably less feeder cop] 
is necessary with this arrangement, 
loads may be added without rad 
changes in the capacity of the syst 

(5) Less Voltage Drop. On 
separate light and power system, 
voltage sags on the long lighting fe 
er runs. But by tapping the light 
circuits directly from the high volt 
power system (say 440 V.) at int 
vals where needed, the drop is red 
to a minimum. 


PS—Power 


Switeh 


TE +: RR Nhe RO PON ay 0 aaa 


The sketch at the left shows the main elements in a com- 
bined light and power system served from a bus duct feed- 
er. Current for lighting is tapped by means of a Trans- 
former Plug mounted on the bus duct and controlled at 
floor level by a push button. At right is a schematic dia- 
gram of a combination system. The symbols used are as 
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board; PF—Power Feeder Duct; BPD—Branch Powe 
Duct; TP—Transformer Plug; RCS—Remote Contre 
Switch for Contactor in Transformer Plug; C—Condu 
and Wire; UTD—Universal Trol-E-Duct Lighting; F- 
Lighting Fixtures. 
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Now IS THE TIME 
TO SELL COOLING BREEZES 


MARCH 




















..for y good reasons! 


Despite the icy grip of winter, now IS the time to sell cooling summer breezes— 
made by the BAR-BROOK BREEZEBUILDER Attic Fan. These dependable cool- 


ing appliances can be a profitable year-round selling item for 2 GOOD reasons: 





CUSTOMERS like the economy, DEALERS can eliminate the 
silence, and dependability of the usual seasonal slump by selling 
BREEZEBUILDER, and _ they'll BREEZEBUILDERS now through 
like the new deferred payment these payment plans. You'll give 
plans now offered. This means better service, too, because you 
they can buy the BREEZE- can plan installations—avoid hot 
BLILDER and have it installed now, with season rush. So if you haven't ordered 
easy payments beginning in late Spring, and profit - making, fast-selling BAR - BROOK 
as long as 3 years to pay. Tell your custo- Fans, write our nearest representative for 
mers about this plan, so they can get ready information about financing plans that 
for hot weather with a BREEZEBUILDER. assure year-round BREEZEBUILDER sales. 


BAR-BROOK FANS 


Another BAR - BROOK profit- 

maker — the WINDO- WIND Midwestern Representative: Southeastern Representative: Southwestern Representative: 
Window Fan. Completely fune- Earl Goetze Co., Fulwiler & Chapman Co., Geo. E. Anderson Co., 
tional, attractive, modern. Neat- Mdse. Mart, 702 Whitehall St., 1901 Griffin St., 

ly wackuged, complete with 127 Kansas City, Missouri Atlanta, Georgia Dallas, Texas 

cord and plug. 
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(6) Higher Power Factor. Lighting 
loads have a high power factor (95% 
or over). Power factor of power loads 
is usually lower. By combining both 
types of loads in one system, the 
power factor of the total system is 
boosted. 

Mechanics of the combined system 
are simpk. With a three-phase, four- 
wire, 120/208 volt service on the 
feeders, lighting circuits can be tapped 
directly from one phase and the neu- 
tral, without transformers. Efficiency, 
however, is higher on systems of high- 
er voltage, because voltage drop from 
main transformer bank to point of 
utilization is less. Lighting circuits 
then are tapped from the power runs 
through the medium of step-down 
transformers. When a pre-fabricated 
bus duct system is employed as the 
main feeder, the lighting circuits are 
tapped through ‘lransformer Plugs 
which are mounted out of the way, at 
regular intervals on the duct. . 


Saving a Sale of 
Air Conditioning 


A REFRIGERATION contractor's no- 
vel idea in air conditioning facilities 
has solved a serious summer merchan- 
dising problem for the Fashion Floo: 
at Pfeifer’s Department Store, in Lit 
tle Rock, Arkansas. 

Located in an ancient wooden 
building, with high, non-insulated 
ceilings, Pfeifer’s annually saw sales 
volume drop to a pathetic figure ir 
summer. Despite the installation of 
huge circulating fans, etc., Little Rock 
women could not be attracted to shop 
for dresses, lingerie, corsets, blouscs. 
hats and other fashion lines in 95 
degree temperatures. In the fitting 
and dresing rooms, the problem was 
even worse—customers took one look 
at the overheated cubicles behind va- 
rious shops on the floor and decided 
to wait “til it’s cooler.” 

Something had to be donc, inas- 
much as Pfeifer’s Fashion Floor, con- 
taining such shops as the College 
Shop, French Room, Coat Shop, Mili- 
nery Shop, etc., is responsible for the 
store’s top position in mid-Southeri: 
fashion. 

When Chesney Refrigeration Com- 
pany, Little Rock air-conditioning firm 
was calied in, results were discourag- 
ing. Due to the high heat load, leaky 
construction of the building, etc., at 
least a 50-ton air conditioning system 
was indicated, and when installed 
could not be guaranteed to produce 
the 80-degree temperature desired. 
Equipment of that capacity was al- 
most impossible to obtain, in any 
case, at that time. 
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‘Lhe fans continued buzzing, there- 
fore, until C. R. Chesney, head of the 
firm, “hit upon something.” His 
ultimate solution to all problems was 
found in the layout of the five shops 
along the left and rear walls of the 
Fashion Floor. A check revealed that 
all of the floor’s fitting rooms, ex- 
cept those of the corset department 
were in these shops, averaging from 
two to six each. Each shop measur- 
ed around 20x20 feet, set into indivi- 
dual rooms. 

Air conditioning is now available 
for all customers to try on apparel— 
by means of closing in the front of 
each of the shops with approximate}; 
180 square feet of plate glass, fram 
ed with white wooden reinforcement, 
and convenient through double glas 
The five shops in a row thus 
an ell-shaped_ enclo- 


doors. 
now represent 
sure sealed in glass. 

Mr. Chesney used office space at 
the head of the “L” to set up a ten 
ton package conditioner, which pro 
vides 17,500 cfm of air cooled to 7+ 
degrees at 50% relative humidiiy 
through the five shops, the dressing 
rooms, and lounge areca at the front 
of the College Shop and French 
Room. One long 20x10 inch gal 
vanized metal duct is used to distz 
bute the cooled air through the shops. 
Connecting hallways between _ thi 
shops serve as “return ducts”, return 
ing the air for re-passage through th 
cooling unit. Although there is con- 
siderable loss in traveling the 150 fect 
of ductwork involved, customers mav 
now walk off the hot center floor, and 
look at intended purchases in a cool, 
enclosed atmosphere. ‘The store walis 
were papcred in cool green, blue and 
vellow tones to bolster the impres- 
sion of coolness, while comfortable 
pastel furniture was installed in each 
shop. 

Although, of-course, this contrac- 
tor’s small-scale air-conditioning in- 
stallation isn’t the ultimate attractior 
by any means, it served to keep sum- 
mer sales volumes at normal, accord- 
ing to Pfeifer’s merchandise officc 





New Electrical Books 





National Electrical 
Code—Large Print 


Published by National Fire Protec- 
tion Assn., 60 Batterymarch St., 
Boston, Mass. 6x9 inches, 408 
pages, red cloth binding. Price, 
$2.00. 


PRESENTED for the first time in con- 
venient desk reference size, 6 by 9 
inches, the National Electrical Code 


1947 cdition) is now available ii 
large type nearly twice the size of tha: 
used in the small standard paper 
back editions. Bound attractively in 
red cloth and stiff board backs, the 
408-page volume is now uniform un 
size and format with the other fou 
volumes of the National Fire Codec 
also published by NFPA. A specia 
feature of the large type edition of th« 
Code is an index of all NFPA pub 
lications relating to various section 
of the Code. It also contains an ad 
vertising section of “approved” prac 


ucts. 


Refrigerator Trade-In 
Manual and Guide 


Published by Standard Refrigerator 
Trade-In Manual Co., 503 West 
Forty-Third St., New York 18, N. Y. 
254 pages, illustrated. Price $5.00. 


Or PARTICULAR INTEREST to elec 
trical appliance dealers and to refrig 
erator repairmen is the 1946 edition 
of the Standard Refrigerator ‘Trade 
In Manual and Dealer Guide. 

The manual contains over 90 
photographs and over 2900 deseriy 
tive listings covering practically ever 
household refrigerator manufacture 
since 1928. Such informative dat: 
as the model number, year of mam 
facture, capacity, size, fini h, numbc 
of trays, special features and trade-in 
values are listed for each refrigerator. 


The Decibel Notation 


Published by the Chemical Pub- 

lishing Co., Inc., 26 Court St., Dept. 

Y, Brooklyn 2, N. Y. 179 pages, il- 

lustrated. Price $3.75. 

THIS PIONEERING BOOK }s claimec 
to be the first volume in the English 
language which explains in sufficient 
detail the origin, development and a 
wide range of applications of decibe 
notation, with special reference to ra 
dio and acoustical engineering. 

The subject has been developed 
from its principles assuming no high 
standard of mathematics on the part 
of the reader so that the average stu- 
dent of electrical engineering will not 
encounter any difficulty in under 
standing and applying the informa 
tion given in the book. Many solved 
problems will prove most helpful to 
the radio and accoustics engineer and 
students. 

Such subjects as Signal to Noise 
Ratio; Radio Receivers; Methods of 
Measurement of Amplification in DB 
throughout the Range of Frequen 
cies; Internal Noise Level or Hum: 
and many others are discussed in this 
book. 
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NATIONAL ELECTRICAL CODE 


Portable Equipment Grounding 
Receives Further Study 


CONSIDERABLE Licur kas been 
brought to the subject of grounding 
of portable equipment as the result 
of a study and report on this subject 
recently complcted by a committee of 
the International Association of Elec 
trical Inspectors. The committec’s 
report has been submitted to the 
members of the NEPA Electrical 
Committee, and it was the subject of 
discussion at a special conference ses 
sion during the annual winter meet 
ing of the American Institute of Elec 
trical Engineers. 

I'he committee, headed by A. H. 
Schirmer, was fortunate cnough to 
obtain an extensive collection of news 
paper clippings on electric shock, cov 
ering the entire United States for a 
period of several years. This infor- 
mation supplemented with other data 
available has enabled the committee 
to draw some interesting conclusions. 

The cominittee’s recommendations, 
together with some of the high lights 
of its report, are quoted in the fol- 
lowing paragraphs: 

It is evident from a study of the 
data available that in a large percent- 
age of the shock cases, grounding was 
not involved. The table below shows 
the number of cases which could have 
been prevented if the portable equip 
ment had been effectively grounded. 
The last phrase has been underscored 
because, as explained later, many of 


in Column 2 would not 
have been prevented even if the code 
required all portables to be grounded. 

Included under Column 2 are sey 
cral cases where the information was 
suificicntly detailed to show that the 
intended grounding nicans used with 
the portable was the direct cause of 
the shocks. These included (1) three 
prong plug incorrectly connected, (2) 
prongs of plug bent or otherwise de 
fective so as to permit improper in 
(3) a strand 


those lstec 


sertion into a receptacle, 
of the so-called “pig-tail” fouling un 
der the plug when inserted into a re 
ceptacle, and (+) two conductors of 
three-conductor cord connected to 
one terminal of a two-prong plug. 

\ttention has also been called to 
the fact that three-prong plugs on 
tools are frequently replaced by two 
prong plugs to permit universal use. 
As is well known, many portable tools 
provided with a three-conductor cord 
are equipped with a two-prong plug 
with third conductor “pig-tailed’’ out 
of the molded body of the plug. This 
plug when defective is frequently re- 
placed by a conventional two-prong 
plug. In both of these cases, it is 
difficult to adequately dispose of the 
end of the grounding conductor, with 
the resultant danger that a strand of 
the wire will contact the current car- 
rving terminals. 

From the above it is evident that 





Electric Shock Cases Preventable by Grounding 


2 3 


NO. WHICH MIGHT HAVE 
BEEN PREVENTED BY 
EFFECTIVE GROUNDING 
















TOTAL OF PORTABLE DOUBTFUL 
NEWSPAPER CLIPPINGS 1069 173(35 PER YEAR) |6 7, 57 
1.A.€.1. NEWS- BULLETIN REPORTS 221 58 7 
CALIFORNIA REPORTS 289 33 ae 
NY.CITY REPORTS 60 14 (1.8 PER YEAR) -- 


Analysis of data available to committee to determine number of electrical 
shock cases which might have been prevented by grounding. 
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where portables are provided with 
means for grounding, shocks will oc 
cur even though there is no fault in 
the cquipment itself, particularly 
where maintenance is poor or wher 
repairs arc made by uninformed per 
sons, 

Also included in Column 2 are at 
least eight where grounding 
means were provided but not used 
Most of these cases involved tools 
such as drills and saws. Many such 
tools, as mentioned before, are equip 
ped with two-prong plugs with a short 
length of grounding conductor pro 
truding from the side of the plug. 7 
ground such devices, it is, of course 
necessary to perform two separate op 
crations, one to insert the plug an 
the second to make the grounding 
connection. Furthermore in man 
situations extension cords are requil 
ed. Where these are used, with tool 
equipped with two-prong plugs an 
“pigtail” grounding conductor, th 
tools are frequently not grounded 

In connection with shocks in th 
home, particularly where floor lamp 
were involved, there appear such state 
ments as “wire cut by sharp bur 
where it entered base”, “amateur re 
pair of lamp”, “bare wire pasted t 
lamp base”, “home-made lamp” 
“very antiquated equipment”, and 
similar expressions, indicating that 
frequently the fault is due to unskill 
ful repairs or to the use of sub-stand 
ard equipment. It can be fairly ques 
tioned, if under such situations effec 
tive grounding would have been real 
ized, even if a grounding conducto1 
had been provided. There are many 
who believe that there is less danget 
of energizing a portable if a laymai 
replaces or repairs a_ two-conducto 
cord than if the same operations ar 
performed with a_ three-conductor 
cord. In other words, with inexpet 
ienced persons repairing equipment 
the presence of a grounding conduc 
tor introduces a probability of shoc! 
which would not otherwise exist. 

Included under Column 2 are 5 
“bathtub” cases, in which the equip 
ment fell into the tub or was touchec 
by a person in the tub. No doub 
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Nose Civrlis 


SAVLUX 


WITH. Veu: DOWNLIGHT 
for Added Punch! 


INTRODUCING INCANDESCENT SURFACE 


Always a versatile and efficient unit, Skylux 
gains added selling as well as additional 
lighting punch when used with No. 2230 
downlights. 

This square incandescent surface luminaire 
can be used anywhere in a continuous line of 
Skylux to provide increased down lighting 
... over desks ... over counters ... over dis- 
plays. No. 2230 is an ideal unit to match 
up transverse with longitudinal lines of Skylux 
...or it can be used to create interesting 


LUMINAIRE NO. 2230 


ceiling patterns such as squares, crosses, L's, 
T's, ete. 

Twin Skylux units can be bolted to any or 
all of the four sides of the No. 2230. A dec- 
orative pattern hinged louver shields the 200 
or 300-watt incandescent lamp. Maintenance 
and lamp replacement are easily and quickly 
accomplished. 

Write today for full details on No. 2230 to 
accompany your present data file on the 
Skylux. 


CURTIS fighling, inc 


6135 WEST 65TH STREET, 
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some of these cases could have been 
prevented if grounding had been ef- 
fectively applied. However, some 
would still have been serious since 
grounding would not, in the case of 
certain equipment such as radios and 
some types of heaters, prevent sub- 
stantial potential gradients in the wat- 
er. It is generally agreed that shocks 
in bathrooms can only be reduced by 
educating people to refrain from 
touching portables while in the tub. 

Also included under Column 2 are 

7 cases involving portable tools such 
as drills, sanders and saws. While 
the data are quite limited there is 
some indication that the failures are 
due primarily to two causes, namely 
(1) use in very wet locations and (2 
shorted insulation in the switching 
mechanism. The fact that such tools 
receive very rough usage and are used 
under many adverse conditions, points 
to the desirability of grounding ex 
posed metal of such equipment if it 
can be effectively carried out. 

There are relatively few shock cases 
involving such devices as vacuum 
sweepers, flatirons, washing machines 
and refrigerators. While washing ma 
chines are mentioned in many reports, 
the cause of the shock was mainly duc 
to defective extension cords used to 


supply the machine from a distant 
outlet. 

It is ncteworthy that there was not 
a single case of shock reported involv- 
ing an electric razor. ‘There was only 
one case of shock from an electric 
clock and that was under extreme 
conditions (barefooted woman sweep 
ing out flooded bathroom). 

The data indicated that over 10 
per cent of the shock cases involve ex- 
tension cords or “trouble” lights. 
Some are from the cord itself, and 
others are from brass shells, etc. For 
the latter case, it can, of course, be 
argued that if the brass shell had been 
grounded, no shock would have been 
obtained. It should be evident, how- 
ever, that no one would go to the ex- 
tent of using a three-conductor cord 
to ground a metal shell, when effec- 
tive protection can be obtained by us 
ing a two-conductor cord with a 
socket made of insulating material 
Section 4172 of the 1947 Code pro 
hibits the use of brass shell lamp hol 
ders for portable hand lamps. 

The summary of newspaper clip 
pings indicated that approximately 
25°. of the shock cases are duc to 
persons touching live current carr 
Included are cases where 
lamp 


ing parts. 


persons put fingers in empty 


sockets, and persons touch exposed 
filament leads when replacing broken 
lamps. It also includes cases wher 
electricians and others touch switch 
blades, terminals, etc. In many of 
the cases, the shock was directly duc 
to the fact that the enclosure or othe: 
exposed non-current carrying meta 
was grounded. In other words, the 
presence of the ground caused a shock 
which would not have occurred if the 
exposed metal had not been ground 
ed. 

There can be little doubt that ex 
tensive grounding of portable equiy 
ment particularly in the home, wil 
result in a_ substantial number of 
shock cases which would not occu 
if the equipment enclosure were not 
grounded. To illustrate, the data 
show that 16 persons were shocked 
(10 fatal) due to touching bare spots 
in defective floor lamp cords. In 
these cases, shock occurred only b« 
cause the persons involved at the 
same time were in contact with radi 
tors, floor register, pipe, or the like 
It seems obvious that with the lam 


frame grounded, the likclihood 


shocks as a result of defective cord 


would be definitely increa ed. 1 


(Continued on page 91 





ZEPHYR 


\Rk 


Underwriter Approved 


SMALL FAN FIELD 


The sensation of 1947 in the small fan 
field is the Zephyr Airkooler. Beautifully 
designed in 9” and 10” models in a wide 
variety of colors. Ideal for home, office, 
shop ... Perfectly balanced — will not 
creep. Quite as a spring breeze ... Causes 
no radio interference ... Chrysler Oilite 
bearings require no oiling. All models 
underwriter approved ... Guaranteed one 
year. Large repeat orders show strong 
consumer demand. Distributors through- 
out the south. Prompt delivery. Write for 
full details and folders today. 


Underwriter Approved 
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WALKER 


ELECTRICAL COMPANY 


Write, wire or phone for 
Walker Service. 


ATLANTA 


MANUFACTURERS OF SWITCHBOARDS ¢ PANEL BOARDS + SERVICE EQUIPMENT + METAL ENCLOSURES 
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. and smart, suitable for any interior, 
home, office or shop. Always in good taste, this 
fluorescent fixture opens up a variety of new oppor- 


tunities where it fills immediate needs. 


Departing from old techniques it introduces new 


. r) 6 * e 
VP pexture cd technique in construction, material and design. 


Light in weight, it does not sacrifice a single element 
W of strength. Engineered for greatest efficiency, no light 
AVAI LAB LE NO is trapped or wasted. A product of advanced concepts 
in the use of plastics, all important plastic lines ore 
lines of light. Ingenious shielding, which never has to 
be removed for replacing lamps, contributes to 
light volume and gives broad distribution of a beautiful 


quality of light. 


Other features desering attention 
Approved by Underwriters e Power factor corrected 
Easy to relamp 
Beautifully finished with Hibake enamel for high reflection factor 


Modestly decorated with polished chromium. 


Your Virden distributor can supply you promptly 


John C. Virden Company ° Cleveiand, Ohio 
UMewber of Home Lighting Institute 
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[HE PROBLEMS presented to clectric 


tilitices in their efforts to extend serv- 


e to rural areas in the current posi 
if period are important, serious and 
xatious. ‘They are important be- 
use rural building and associate« 
.penditures are a sizable proportion 
the cuirent capital outlay for mam 
mnpanics. They are important bc 
iuse when a utility serves all or nea 
all of an aiea by its own lines built 
the most economical manner, the 
irmer may anticipate the highest 
ide of service at decreasing cost i1 
iture years. ‘They are important be 
iuse the rural prospect, especialls 
he is a veteran, is certainly onc 
the most vocal of all potential cus- 
mers when he cannot obtain serv- 
e immediately. 
They are serious because shortages 
f material and personncl prevent the 
itly accomplishment of the job to be 
me, with the probability that th« 
ninformed and impatient prospective 
istomer will assign undue respon- 
bility for the delay to the utility, 
) the detriment of its standing with 
1¢ public, its customers. 
They aze vexatious because in so 
nportant a degree the causes of the 
elay in extending service are beyond 
i¢ control of utility personnel. — 
The industry is now  favorabl; 
10wn for its demonstrated ability t« 
lve its war problems. Shall its solu- 
m of a peace-time problem, al- 
ough complicated by the aftermath 
war, be less creditable? 


Distribution Problem 


Rural electrification is a distribu 
m probiem. It has been treated a; 
ch over long periods by many com 
inies. It is now realized that it is a 
ecial distributicn problem, onc 
hich while subject to distribution 
igineering analysis requires special 
mstruction and operating treatmeni. 
Some of the principal construction 
fferences from usual distribution 
ictices are longer spans, rougher 


“Mr. Buys is system superintendent 
f construction for Virginia Electric 
end Power Co., Richmond. This ar- 
‘icle is adapted from a paper present- 
d before a recent meeting of the En- 
sineering and Operation Section of 
ihe Southeastern Electric Exchange. 
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DISTRIBUTION ENGINEERING 


Etural Kleetrifiecation Problems 





By Ivan Buys* 


{crrain, grcatcr distances from stot 
rooms and headquarters and less varia 
tion in types of 
ilie numbcr of material items. ‘Th 
first three differences tend to raise 
of construction, the fouria 
should tend to decrease costs. 

here has been a noticeable ten 
dency for power companics to us« 
standard distribution equipment fo 
raral construction and crews with pcr 
sonnel organized for the average maim 
tenance job. ‘These are expensi: 
practices. ‘Ihe mass market and sim 
plicity of rural construction operations 
suggests area building. In area build 
ing the labor operations such as dig 
ging holes, setting poles, stringing 
wire, etc., can be performed by spe 
cialists with trucks, tools and men ex- 
pert in individual operations. An ap 
proach suggestive of assembly linc 
methods results, and time is saved 
with a decrease in cost per unit. Area 
tuilding by contractors for Co-opera- 
lives early in R.E.A. history resulted 
in some very low costs per mile. But 
area building requires quantities of 
materials on the job and large labor 
forces which are not now available. 


COests 


Operating Practices 


Special operating treatment of rurai 
distribution lines has included effort 
to have the customer replace fuses and 
clear minor difficulties without cal’ 
ing a serviceman. It has include 
the installation of improved section 
alizing devices with the view of de 
creasing the numbcr of interruption 
to service and decreasing the duration 
of those which cannot be prevented 
Definite promise of more accurate sec 
tionalizing of faults is offered by the 
newly developed reciosers of several 
companics. 

The Virginia Electric and Powséi 
Company early in the war resorted to 
bi-monthly meter readings of th> 
meters of ruial customers because of 
the shortage of personnel. Recently 
monthly readings have been resumed 
on some of the routes and man-hours 
aie saved by supplying jeeps to some 
rural meter readers. ‘The results havc 
been encouraging and the practicc 
may be extended. 








of equipment used ani 





Sume compamies have been so shor 
ot meters that the flat rates of by-gor< 
cays have been restored as a tempoi 
ary expedient. fortunately, Virginia 
islectric and Power Company has no: 
as yet been forccd to this expedien 


Shortages 


A year ago when postwar building 
vally got under way distribution 
cngineering departments and district 
offices were scriously undcr-manneu. 
i oday with the incrcased tempo 2% 
construction and maintenance oper. 
tions those offices are still under-man- 
ned and unable to do their work as 
fast as new applications for service 
are received. Some of the problem 
and short-cuts, mcthods adopted to 
circumvent them, wiil be mentioned 
in the order they occur in giving ser 
ice to a rural ciistomer. 


Maps 


The demand for service came from 
residcnts of primary and secondary 
roads and country lanes. Maps, a 
necessity to properly planning extcr- 
sions were in some instances lacking, 
ot, if available, too sketchy in detail. 
Conventional methods of preparing 
tiacings from county or road map; 
were out of the question. There was 
no one to make them. Many com 
panies had used aerial surveys in se- 


lecting the routes of transmission 
lines. ‘The maps made by govern- 
mental agencics from acrial photo 


craphs for military or crop contro: 
purposes seemed to be the answer. 
Couaty agents had these aerial maps. 
When, for security reasons, copics 
were not available, tracings often could 
be made of small sections. The lay 
out of many rural lines was completea 
in less time by using these maps. 
Many an on:on-skin tracing has serv- 
ed the estimator, been attached to the 
work order, guided the foreman ana 
then gone to the property records de 
partment with the inventory. 


Standards 


Lay-out engineers, estimators, stor< 
keepers and construction foremen 
need company standards of construc- 
tion and data on material items in 
ready reference form. On the Vir- 
ginia Electric and Power Company 
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system this need was supplied by a 
revision of the standards book rushed 
to completion by the System Engi- 
neering Department. Copies of stand- 
aids books are furnished to estima 
tors, crew foremen and contractors. 
siock numbers, names of approved 
inanufacturers, and in many cases, a 
picture of standard items, are shown 
in the Catalog of Standard Materia!s, 
an indispensable recoid of the build 
ing blocks with which lines are built. 

rhis catalog was also completed 
1 time for the surge of building 
which came with the war’s end. Pe: 
haps only those who have used this 
record after struggling along without 
the information in this handy form 
can really appreciate these aids. They 
were invaluable in the sustained e* 
fort to give rural service to those who 
needed it and were beginning to de 
spair or become annoved on accouni 
of long deferred hopes. 


Field Surveys 


Lines which have been layed ou: 
and designed must be staked at poic 
locations. Normally the survey wouid 
have preccded the mapping. 

Now the survey party frequently is 
landed a group of signed applications 
for service and told to stake the line 
and prepare a construction map. [ni 
these cases maps madc from aerial 
photographs may be used. ‘The sur 
vey chief designs the line and places 
the stakes marked with the hcight oi 
pole and a symboi indicating the pr.- 
mary and secondary assemblies requir- 
ed. Obviously these parties are head 
ed by engineers who know the com- 
pany’s standards and methods. 

Several contract survey parties werc 
lured and one of them has survived 
more than a year of work. Costs of 
surveys depend upon the work assign 
ed to the crew and the character of 
the country. Averages however, are 
informative. Outside of the mour 
tainous areas and the swamps near the 
coast a headquarters crew working in 
several districts has surveyed lines ai 
an average cost of $70 per mile. Only 
costs of special crews are available as 
our accounting practices do not lena 
themselves to general cost analysis, 
especially in a time of manpower 
shortage 


Material Shortages 


The procurement and distribution 
cf line materials has become a comedy 
of frustration. Out of orders, hoary 
with age, comes an occasional tan- 
talizing dribble of something; the shot 
in the arm which keeps despairing and 
hopeless purchasing agents and super- 
visors of construction alive to receive 
tire impact of the news that the ship- 
ment needed tomorrow to avoid stop 
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pig work did noi leave the supplier 
last week as reported. ‘To the farmer 
doing without eicctric service the 
progicss toward his farm of the con- 
struction crew seems tantalizingly and 
unnecessarily slow; to the utility de- 
partments which share the effort to 
build the lines the mileages construct 
ed in the last year would be surpris 
ing if anyone took time out to rum: 
nate on the figures. 
The most successful 
cbtaining materials seems to be a con 
coction of firmness scasoned with 
much pleading to which is added a 
Gash of substitutes to taste (the sac 
charine of material standards) stirred 


formula fo. 


to the consistency of purposeful com 
promise and covered with the icing of 


forced but determined optimism. 
Evidently the formula works as indi 
cated by the 30,900 miles of rurai 
lines built by private power companies 
in 1945. 

Non-standard insulators have been 
used on Virginia Electric and Powe 
Company lines, but fortunately, their 
characteristics have been adequate. 
Pole line hardware items, frequently 
in short supply, have at times been 
unobtainable. An example of 1 
,ourcefulness which -paid out has becu 
the substitute devised for bracket clc 
vises. Many were made using flai 
cross arm braces and a spool impro 
vised by knocking the top off of a 
side groove insulator. Pole top angle 
pins and brackets for lighting arres 
ters and cut-outs have been inad 
fiom angles and scraps of unused har«! 
war>re. 

Poles have been scarce for the fol 
lowing reasons, singly and in com- 
bination; shortage of forest labor, 
shortage of treating plant labor (con 
tributed to by ceilings on the prices 
of each operation) shortage of treat 
ing oil and shortage of transportation 
The shortage of treating oil which is 
the current devil may have long range 
effect. It is feared that the poor 
quality of oil now used may inhibit 
decay for a short time only and re- 
quire early replacement of substantial 
quantities of poles now being set. 

The Virginia Electric and Powe: 
Company has cked out pole supplies 
Ly the purchase of pressure treated 
western fir poles shipped from Paci- 
fic states at unit prices delivered of 
1% to 2 times the quoted price of 
east coast poles. 

Copper, Copperweid, A.C.S.R., 
Amerductor and steel conductors have 
been used. Steel is avoided because 
of its short life and A.C.S.R. is not 
used in areas exposed to sea coasi 
atmosphere. 

On Virginia Electric and Power 
Company property few new custom- 
ers could have been connected ani 


negligible mileage of lines built by 
company forces in the months sinc 
the end of hostilities. Urban con 
nections and “must” maintenanc< 
used available manpower. Line con 
tiactors with years of experience in 
the area have built the bulk of th« 
1000 miles completed, assisted by 
small operators with one or two crews 
It has been our effort, not entirel 
successful, to limit these crews to rura 
construction and to do maintenan 
with company forces. In our area th 
prevailing rates for unskilled labor bi 
fore the war did not encourage th 
use of mechanical construction de 
vices. Present rates and shortag¢ 

man-power demand mechanizatio 
which is now largely unobtainabk 
However, mechanical hole digger 
pole derricks and winches, air com 
pressors and drills are some of the di 
vices which are now used. Additiona 
mechanical equipmert is on order. 


Tractor Type Hole Digger 


A hole-digger mountcd on a cate 
pillar tractor has been used to goox 
idvantage in one district and a simi 
lar device mounted on a four-whe 
diive truck has been assembled a1 
is now in usc. The tractor is a vers 
tile automotive device which can b 
used to advantage on soft ground an 
in crossing ditches which are seriot 
obstacles to truck-mounted equip 
iuent. However, its use necessitat 
in additional piece of equipmen 
either truck or trailer, to transport 
to and from the job. It does nm 
show up to advantage on pave 
streets. The requirement for a truci 
to transport the tractor uses an add 
tional piece of equipment which ma 
not be otherwise required. This d 
advantage is less obvious when a smai 
crew performs all building opcration 
from hauling poles to setting trans 
formers and making connections, a 
an extra truck then comes in handy 
and is greatest when the work is di 
vided among specialist crews. In thx 
latter case one crew may dig hol: 
and set poles, another attach guys ani 
string and sag conductor, anothe 
place transformers, cutouts, lightninz 
atresters, etc. The extra piece o 
equipment for moving the hole digge 
is then less productive. 

Experimental deveciopment of th. 
digger on a four-whee: drive truck ha 
been slowed up by the difficulty o! 
cbtaining the equipment and th 
over-loading of shops cquipped to 
mount the devices. The aim of manu 
facturers building this equipmen' 
guided by demand, seems to havi 
been to furnish a device which ca» 
dig holes and set all poles from th« 
shortest to the longest and heaviest re 

(Continued on page 88) 
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HIDING SS : 
the Wiring 


doesn’t make it 


any SAFER 


Hic up, out of the way, why 
bother with conduit? 

But “out of sight’’ didn’t mean 

“out of mind” on this job. The haz- 

ards of dust and moisture are still 
present, even though the wiring 
seems to be out of the way. So the 
contractor protected the wiring with 
full-weight, rigid-steel conduit--fur- 
ther simplified his work by using 
pre-assembled conduit racks. 

,in new construction, under way 
now and being planned, you can 
give owners and tenants maximum 
rotection by specifying and install- 
ing Youngstown “Buckeye” con- 

it. “Buckeye” has proved its de- 
endability in unfailing, successful 
erformance under all kinds of con- 

ions, in all kinds of structures, for 

re than a quarter century. 

n every respect, “Buckeye” full-weight, rigid- dust and explosion proof is rigid steel conduit. 
teel conduit meets the requirements of the Local distributors in all industrial markets 
ational Electrical Code which says that for have Youngstown “Buckeye” conduit in stock. 

zardous locations and occupancies, the only For their names or for other information, 
iring system approved as moisture, vapor, write, wire or phone our nearest District Office. 


Aken Kch-m meh Ay 


‘THE YOUNGSTOWN SHEET AND TUBE COMPANY 


> GENERAL OFFICES - YOUNGSTOWN 1, OHIO 
# Export Offices - 500 Fifth Avenue, New York City 


F) 
- Manufacturers of 


“OF:4:0:10)\ May. O RO) GN. 0 0D IED 40) ROD GEE-Y 032 R) 


ELECTRICAL SOUTH for MARCH, 1947 














Catalogs, Bulletins ail ‘teed Data 
Available to Readers of Electrical South 





109—Hanger Outlets and Floor Boxes. Bulletin No. ‘72 ‘ 3 


new bulletin recently issued by Frank Adam Electric Co., 
Louis, Mo. Various type hanger outlets and floor boxes sas 
illustrated and described in the bulletin, and the list price of 
each is given. A new addition to the line of hanger outlets 
the Clock, 1s also described in a special insert. 

he advantages of the new built-in type elec- 


110—Quikheter. ' 

tric Quikheter are acon in Bulletin No. 73, of the Frank 
Adam Electric Co., St. Louis, Mo. Outstanding features of 
the Quikheter, such as its beautiful chromium finish front and 
its genuine Michrome wire heating element which should 

never wear out under normal operating conditions, are de 
scribed, and illustrations show the Quikheter brings warmth 
into every room. 


1ll-— Electronics Digest. Recording the latest developments in 
electronics at work, the new “Electronics Digest” which includes 
articles on Stratovision, Mot-O-Trol, fluorescent light, electro- 
lytic tin plating, X-ray inspection, and electrostatic air cleaning 
is announced by the Westinghouse Electric Corporation, Box 
868, Pittsburgh, 30, Pa. The 50-page illustrated booklet, 
(B-3726), is published quarterly. 


112—Modemization Guide. Concentrating on plans for im- 
proving the most inefficient parts of the wiring system in the 
home, General Electric Company’s Appliance & Merchandising 
Department, 1285 Boston Ave., Bridgeport 2, Conn., announces 
a 20-page Electrical Modernization Guide. It is designed to 
overcome the conception of electrical modernization as an in- 
convenient and expensive job. Highlight of the booklet is a 
description of the add-a-circuit program for rewiring. 


113—Airport Equipment Booklet. Typical lighting plans and 
wiring diagrams for all classes of airports are included in a new 
56-page booklet “Airport Electrical Equipment” (B-3573) an- 
nounced by the Westinghouse Electric Corporation, P. O. Box 
868, Pittsburgh 30, Pa. Designed to met CAA and Army and 
Navy standards, equipment listed and described in the booklet 
is also keyed by symbols to wiring dizgrams and lighting layouts 
in the plan sections, to assist airport engineers in meeting spec- 
cific requirements for any type of airport operations. 


118—Theater Lamp Booklet. Westinghouse Lamp Division, 
Bloomfield, N. J., announces a new 32-page illustrated booklet, 
(A-4575), which gives detailed information covering the selec- 
tion, usc and maintenance of lamps for all theater applica- 
tions, emphasizing particularly the new fluorescent circline and 
slimline lamps. It contains two dozen large architectural pencil 
rendcrings and 90 small lighting application and idea drawings. 
Six tables in the back of the book are specially designed to fit 
the needs of the theatrical industry and to aid in ordering lamps. 


120—Tachometers. The Herman H. Sticht Co., Inc., of 27 
Park Place, New York 7, New York, has recently issued con- 
densed bulletin No. 1045 showing nine different types of tach- 
ometers which can be supplied by the Sticht firm. This bulle- 
tin shows a large amount of tachometers including portable and 
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stationary typcs, single and multiple ranges, domestic and ir 
ported Swiss tachometers. 


122—Connector Manual. Anderson Brass Works, Inc., B 
mingham 1, Alabama, announce their new complete man 
“Anderson Brass Connectors,” Catalog 105, is ready for 
tribution. The complete line of Anderson bronze electri 
connectors is discussed in up to date and specific facts. A 
tailed technical section—28 pages of tables, formulae, and 
formation—make this a valuable, reliable data source for 
electrical engineer. Dimensions and shipping weights are gi\ 
on all items, and the manual is cross-indexed with items grouy 
alphabetically and pictorially by sections and types. The cat: 
is desk-size, measuring 9 x 1] inches, and containing 184 pas 
permanently bound. 


123—Window Fan. A new catalog, “Bar-Brook Window Fa 
has been issued by the Shreveport Engineering Company, | 
Texas Ave., Shreveport, La. This catalog shows illustrati 
of the Bar-Brook design to be used in offices, apartments 
small homes. 


124—Midget Metal Base Relays. A new bulletin, No 
has been issued by the Ward Leonard Electric Co., 31 S. 
Mt. Vernon, N. Y. This bulletin describes how midget m 
base relays are designed for use in sinall radio transmitters, 
craft control circuits and applications where space is limited 


125—Industrial Fluorescent Fixtures. Day-Brite Lighting, Ir 
5411 Bulwer Ave., St. Louis 7, Mo., has issued Bulletin 31 
which contains complete specifications for each type “Day-Lir 
industrial fluorescent fixture: single units and continuous 
tems for two 40-, three 40-, and two 100-watt lamps; detai 
data on installation, accessories and servicing; list prices 
charts for figuring footcandle intensities. 


126—Unit - Fans. A new 16-page booklet on unit 
has been published by Reed Unit-Fans, Inc., 1001 St. Cha 
Ave., New Orleans 8, La. This booklet describes the de 
of the Reed reversible unit-fan and how by adding various 
tachments it serves all purposes and uses—for installation a 
window fan, attic fan, portable floor fan, and all commer 
exhaust fan installations. 


127—Switch and Receptacle Plates. A catalogue page des 
ing a new line of switch and receptacle plates of pure alumin 
that can be painted over with wall paint has been issued 
D & M Mfg. Co., 79 W. Peachtrce Place, N. W., Atla 
Ga. These plates are breakproof, rust-proof, and conform 
rough walls. 


128—Fluorescent Fixtures. An 8-page catalogue has been | 
pared by Mitchell Mfg. Co., 2525 N. Clybourn Ave., Chic 
14, Ill. The catalogue includes a complete description of 
various types of commercial fluorescent luminaires for use 
offices, stores, schools, public buildings, institutions, etc. 


129—Anti-Corrosive Paints. Literature has been publis 
by Subox, Inc., 348 River Rd., North Arlington, N. J., on tl 
Subox and Subalox paints used in generating, transmission, 
distribution construction and maintenance. Both paints 
based on a colloidally dispersed and amorphos pigment of s 
oxide of lead which is so cheinically active that weathering 
crcases its rust-inhibitive properties as well as its hardness. 


130—Buzzer and Push Button. The Wm. J. Murdock ( 
Chelsea, Mass., has prepared a catalogue page which shows act 
size illustrations of their new “Tone-Right’” buzzer and | 
buttons. 


131—Lighting Bulletin. A 4-page bulletin (2169) describ 
briefly the various fluorescent and Borer cd lighting ec 
ment now being sold to the trade has been issued by Ci 
Lighting, Inc., 6135 W. 65th St., Chicago 38, Ill. Individ 
specification sheets on various fixtures are included. 


132—Controlling Apparatus. A binder including descript 
bulletins and listings on electrical controlling and distribut 
apparatus such as safety switches, light and power panelboar 
switchboards, and bus duct systems has been published 
Bull Dog Electric Products Co., Detroit 32, Mich. 


133—Tru-Heat Automatic Iron. A spccification sheet wh 
completely tells the story of the new General Mills Tru-H 
Automatic Iron has been published by General Mills, I 
Iiomcs Appliance Dept., 1620 Central Ave., Minneapolis 
Minn. ‘This sheet gives illustrations of and describes the ex 
sive features of this iron which make ironing faster, easier, sa 
and better. 


134—Terminal Lugs. A new bulletin, No. 8-DF, issued 
Krueger & Hudepohl, 5 East Third St., Cincinnati 2, O! 
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illustrates the larger size terminal lugs and describes folding 
louble cupped washer lugs with and without insulation grip. 
with large and small screw holes for standard stranded, extra 
flexible stranded and solid wire specifications. 


(35—Hunter Ventilating Systems. A complete description of 
yeatilating systems is given in the latest catalogue issued by 
Himter Fan & Ventilating Co., 400 S. Front St., Memphis, 
enn. Illustrations and discussions on the belt driven exhaust 
iai’s, Capacitor airspread fans, Deluxe oscillating fans, exhaust 
fais and ceiling fans are presented clearly in this catalogue. 


36—Soft Soldering. The Lenk Mfg. Co., Newton Lowe: 
Fals 62, Mass., has recently issued a bulletin entitled, ‘Soft 
yo dering,” which contains complete working instructions for 
home workshop soldering with all types of Lenk solder avail- 
to the home craftsman through various retail outlets. 


37—Gorilla Grip Connectors. ‘“Mechanical Principles of 
Gc alla Grp Eiectrical Connectors” is the titie of the new 12- 

: booklet, No. 466, published by National Electric Products 
Co-p., Chamber of Commerce Bldg., Pittsburgh. The bookle: 

compiled to assist engineers, jobbers, contractors and in 

rial purchasing agents in acquiring an exact understanding 
of ‘the design and function of these connectors. 


38—Electrical Fittings. A complete line of Gedney fittings 
hich includes conduit bodies, as well as practically all fittings 
reg iired for rigid conduit, armored cable, non-metallic cable 
le ble conduit and EMT installations is described in a folder 
reccntly published by Gedney Electric Co., R. K. O. Bldg., 
Kacio City, New York, N. Y. 


39—Electrical Apparatus. The Trumbull Electric Mfg. Co., 
Flainvillc, Conn., has recently issued a condensed general cata 
log, “Trumbullist”, which gives complete information on electri 
ontro] appzratus. 


{0—Infrared Lamps. An 8-page folder, “Drying Problems 
Made Easy”, listing the advantages of the Dritherm Carbon 
Lamps 1s available from the North American Electric Lamp 
Company, 1041 Tyler St., St. Louis, Mo. This folder includes 
a complete description of how Infrared Radiant Energy with 
Nal-o Dritherm Carbon Lamps provides fast, effective heat. 


{1—Multiflex Brushes. The Helwig Company, 2544 Nortii 

St., Milwaukee 10, Wis., has just issued catalog No. 245 

vlich lists brushes by code numbers. This simplifies the ordet 
the proper brushcs. 


2—Sun Lamp Data Book. ‘The “Answer Book’, recentiv 
hed by Sperti Inc., Cincinnati 12, Ohio, answers all ques 
ubout the sun lamp. Catalog sheets are also available on 
ortable model P-100 and the S-200 pedestal-style lamp. 
143—Circulation Fans. ~ Detailed folders are now available 
The O. A. Sutton Corporation, Wichita 2, Kansas, on 
their models of the Vornadofan (hese folders are well 
iustrated and give a detailed description of each unit. 


4—Trilmont Electric Heater. This booklet tells the stors 

recognition won by the Trilmont Products Company, 

Phil:delphia, Penna., for their electric heater. This com 

pan’ won The National Safety Award which was presented by 
& Conger, of New York City. 


—Chromalox Range Unit. Construction details and parts 
li r the Super-Speed and Heatflo range units are shown 14 
Bulletin CF-145, available from Edwin L. Wiegand Company, 
Thomas Blvd., Pittsburgh 8, Pa. 


|-5—Transformer Demonstration Chart. This chart shows 
anked secondary transformers opcrate under overload or 

fa onditions. The chart, SA-900, is published by the West- 
nghouse Electric Corporstion, P. O. Box 868, Pittsburgh 30, Pa. 


147~Monarch Flectric Ranges. Data is available from Malle- 
able [ron Range Co., 4861 Lake St., Beaver Dam, Wis., on all 
types of this company’s ranges 


152—Lighting Fixtures. Bulletin No. 10, available from The 
Spero Electric Corporation, 18222 Lanken Ave., Cleveland 19, 
Ohio, is a four-page brochure showing electrical fixtures and 
materials for electrical construction. 


15:~Ventilators and Blowers. Performance data, dimensions, 
and specifications are all included in the well illustrated bulletins. 
now available from the Schwitzer-Cummins Company, 1125 
Massachusetts Ave., Indianapolis 7, Ind. 


15i~Welding Exhausters. Bulletin No. 736 describes the 
Octoous, Jr., a portable exhaust unit, and the Octopus, a heavy 
dnty unit, for applications requiring greater exhausting and blow 
ing volume. Available from the Chelsea Fan & Blower Co., 
Irvington, N. J. 
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155—Lighting for Schools. “Recommendations for Classroom 
Lighting” is the title of this booklet which gives case studies 
oi several lighting installations in schools. This bulletin is avail 
abic from The F. W. Wakefield Brass Company, Vermilioni, 
Cilio. 


156—Electrical Apparatus. This 48-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con 
ncctors, fuse clips, and many other electrical items. Publishe. 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 


158—Attic Fans. This folder describes the Dana Deluxe 
Attic Fan and is issued by the George B. Klee Company. 
5501-27 Colerain Avenue, Cincinnati 23, Ohio. 

159—Renewable Fuses. Price list and specifications for Pier. 
uses is available from Pierce Renewable Fuses, Inc., 211-219 
Hertel Ave., Buffalo 7, N. Y. 


160—Reactance Dimmers. Bulletin No. 74, issued by Ward 
Leonard Electric Co., 31 South Street, Mount Vernon, N. Y 
describes in detail the Hysterset Electronic Control for the mod 
em stage switchboard. 


162—Junction and Mcter Equipment. A scenes of bulletins 
describing junction boxes, telephone cabinets, metering equip 
ment, etc., for indoor and outdoor applications, is available 
{from the Walker Electrical Company, P. O. Box 8, Station D 
Auanta, Ga. 


163—Metal Duct Housing. The first revision in five years of 
Catalog No. 445, describing and illustrating “4-by-4 Wirewa™ 
has been completed by National Electric Products Corp., Cham 
ber of Commerce Bldg., Pittsburgh 19, Pa. This re-issue gives 
electrical contractors, jobbers, engineers, and purchasing agents 
complete information on metal duct for housing and protecting 
electric wires and cables. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products Co., Box 177. Detroit 32. 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustri 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustrated. ‘The many drawings included show 
uciails of the duct, the various fittings, and the hangers, as well! 
as diagrams of complete systems both of the centralized and 
decentralized system. 


165—Lighting Research. The Benjamin Electric Mfg. Co., 
Des Plaines, IIl., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. This booklet will 
be of special interest to all who are interested in the “behind- 
the scenes” portrayal of the research and testing which are es- 
sential to high quality and performance in lighting equipment. 


166—Industrial Heat Lamps. The General Electric Com 
pany, Nela Park, Cleveland, Ohio, has announced the publica 
tion of a new industrial lamp folder. This folder, Y-689, cow 
tains six pages of photographs and technical data on the indus 
trial heat lamps manufactured by the company 


167—Ventilating Fans. A new, 48-page manual to be used 
as a guide for dealers in the selection and installation of Silent 
Breeze ventilating fans for residential, commercial, and indus 
trial applications, has just been issued by Fhe Holcomb & Hoke 
Mfg. Co., Inc., 1545 Van Buren St., Indianapolis 7, Ind 


168—Electric Room Heaters. The Wesix Electric Heater Co.., 
390 First St., San Francisco 5, Calif., has informative data avail 
able on their Automatic Electric Room Heaters 


169—Materials Handling Hand Truck. A descriptive bulletin 
has just been issued by Handees Co., Dept. P, Bloomington, 
lll., giving information about the company’s line of hand trucks 
Of special interest is the Model 88R, an appliance and refrigera 
tor hand truck. This truck has a 1000-pound capacity 


170—Lock-Tite Pressure Connectors. The Thomas & Betts 
Co., Elizabeth 1, N. J., manufacturers of electrical fittings, has 
made available an illustrated folder describing their compact 
line of solderless pressure connectors. 


171—Self-Supporting Cable. A new 52-page, fullv illustrated 
manual on self-supporting cable has been issued by The Okonite 
Company, Passaic, N. J. Pertinent charts, tables and diagrams 
supplement the detailed descriptive matter answering the many 
questions which arise concerning the use of this type cable. 

173—Infrared Ray Drying. A booklet “Drying Problems Made 
Easy” and additional literature can be obtained from North 
American Electric Lamp Co., St. Louis 6, Mo. The booklet is 
well illustrated and gives complete details on this type of paint 


drying. 
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National Conference 
On Adequate Wiring 


More THAN 100 representatives of 
all branches of the electrical industry 
attended the annual Adequate Wir- 
ing Forum, sponsored by the Nation 
al Adequate Wiring Bureau in Chica- 
go, February 27th and 28th. 

Held immediately following the 
convention and exposition of the Na 
tional Association of Home Builders, 
the meetings drew attendance from 
points as distant as San Francisco, 
Yakima, Spokane, New Orleans and 
Atlanta as well as various cities along 
the eastern seaboard. 

Panel discussions covered markets 
for adequate wiring, certification, elec 
trical living and adequate wiring pro 
motional activities. 

In discussing market possibilities, 
Thomas S. Holden, president of F 
W. Dodge Corp., estimated that 950, 
000 new homes would be built during 
1947 and expressed the opinion that 
the light construction industry was 
now entering the anticipated phase of 
price stabilization, and that improved 
flow of material will tend to lowe 
cost through eliminating delays in 
construction. 

Edward G. Gavin, editor of 
American Builder, referred to the divi 
ded opinion among builders, as evi 
denced during the preceding conven 
tion, on equipping houses in advance 
of sale with such appliances as ranges, 
refrigerators, and water heaters. The 
electrical industry, he pointed out, 
will have to cope with this division of 
opinion in advancing the acceptance 
of electrical living. 

Curt Mack, assistant commissioner, 
Federal Housing Administration, ex 
plained the manner by which eligibil 
ity of such appliances for inclusion in 
the mortgage is determined. He indi- 
cated that FHA, in appraising plans 
and specifications for homes submit- 
ted for mortgage insurance under its 
program, will give greater valuation to 
homes with adequate wiring installa- 
tions provided the installation is de- 
tailed in the plans and specifications 
at the time they are submitted. 

H. E. Seim, vice president and gen- 
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cral manager, of Bryant Electric Com 
pany, reviewed the present relation- 
ship of supply to demand for wiring 
materials and appliances, and present- 
ed estimates as to when manufactur 
ers expect to reach a balance in each 
classification. By the third quarter of 
1947, Mr. Seim predicted, shortages 
of most electrical products will have 
been eliminated. 

B. T. Schecher, manager, Home 
Planning Department, Kansas City 
Power and Light Company; Burr H. 
Allen, manager, Adequate Wiring 
Bureau, of the Electrical Association 
of Detroit; and Finis F. McCoy, su 
pervisor, Residential Service, Wiscon- 
sin Electrical Power Company, de 
scribed past experience and current 
operations in the panel discussion on 
the Adequate Wiring Certification 
Plan. All were agreed that the cur- 
rent housing situation warrants im 
mediate resumption of full-scale pro 
motion of wiring certification. 


Exchange Conference 
Scheduled for April 
Tue Fourtreentu Annual Confer 


ence of the Southeastern Electric Ex 
change will be held at the Vinoy Park 


W. E. Wood, President of the 
Southeastern Electric Exchange, 
who will preside over the 14th An- 
nual Conference to be held in St. 
Petersburg, Fla. 
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Hotel, St. Petersburg, llorida, 
April 3, 4, and 5, 1947. A prog 
of three morning sessions and 
evening session has been announ 
with a speaker list including m 
prominent leaders from the light 
power industry, as well as several 
tionally known speakers from outs 
the industry. The subject matter 
the business sessions will cover a w 
range of problems confronting 
light and power industry at this t 
according to J. W. Talley, execu 
secretary, of the Exchange. 

W. E. Wood, of Virginia Ele 
& Power Co., Richmond, presid 
of the Exchange, will preside over 
conference, assisted by Vice-I 
idents McGregor Smith, of Fl 
Power & Light Company, and M 
Funk, Appalachian Electric Po 
Company. 

Scheduled for the Thursday m 
ing session, are the president’s 
dress by Mr. Wood; a report of 
electric light and power industry 
Grover C. Neff, president, Ed 
Flectric Institute; a discussion of 
Clark’s Hill project on Savannah | 
cr. by Charles A. Collier, vice-] 
ident, Georgia Power Company, 
lanta; and a discussion of the ec 
mic outlook, by Thomas W. Ma 
president, Alabama Power Comp 
Birmingham. 

The annual dinner meeting 
be held Thursday evening and 
feature an address by Clifton 
\Woodrum, president, American P 
Food Council, Washington, D. ¢ 

Four addresses are scheduled 
the Friday morn'ng business :essi 
The speakers and their subjects at 
follows: Lee Hill, editor and publ 
er, Electrical World. New York C 
“Labor — Management Relatio1 
Frank A. Wilkes, president, Soi 
western Gas & Electric Comp 
Shreveport, La., “Public Power 
Southwest”; Dr. Howard R. Bow 


economist, Irving Trust Co., N 


York City, “The Outlook for | 
iness”; and Kinsey M. Robinson, p 
ident, Washington Water Po 
Company, Spokane, Wacrh., “Priv 
ly Owned Utilities in Our Free En 
prise System.” 

The concluding business session 
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Here's the air circulator with the widest possible appeal! No limitations on 
the market—practically every segment is a prospect. Smartly styled, new 
and different in appearance yet desirable in any surroundings, widely 
advertised—Vornadofan is as ideal in the home as in the factory, in offices 
as in auditoriums. See your distributor now. Get your requirements placed. 
Then display and offer the air circulator that's upset all previous standards 
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Saturday morning will also feature 
four addresses. The speakers and 
their subjects are: C. J. Allen, vice- 
president, Connecticut Light & Pow- 
er Co., Waterbury, Conn., “Every- 
body Wants to Get Into the Act”; 
J. M. McKibben, assistant to vice 
president, Westinghouse Electric 
Corporation, Pittsburgh, “From a 
Sellers’ to a Buyers’ Market”; Ward 
Delaney, president, Institute of ‘Tex 
tile ‘Technology, Charlottesville, Va., 
“The Relation Between the Textile 
Industry and Electric Power”; and 
C. H. Leatham, vice-president, Mo- 
nongahela Power Company, Fair- 
mont, West Va., “Our Stake in Agri 
culture.” 


Refrigeration School 
Opened By Veterans 


ELECTRICAL CONTRACTORS, appil 
ance dealers, and refrigeration men in 
St. Louis are cooperating with fou 
ex-servicemen who have established 
a full-scale electrical and_ refrigera- 
tion school at Ecoff and Southwest 
Avenues. 

Ihe four veterans are M. S. Green, 
Milton Fox, M. M. Kahn, and Car! 
Steinmetz, who formulated plans for 
the school while still in service. 

The result is the-St. Louis School 


for Electricity and _ Refrigeration, 
which is housed in a two-story brick 
building, leased from the War Assets 
Administration. It was formerly a 
war plant dormitory building, and in- 
corporates such school assets as show- 
er rooms, cafeteria, and four large 
laboratory rooms around a central 
stockroom. Equipment, except for 
refrigerators used in the refrigeration 
course, was produced entirely through 
government surplus contracts, includ- 
ing electrical materials, testers, tools, 
lathes, presses, drills, and punches. 

The electrical and_ refrigeration 
course will be presented over a 34 
week period, with 850 hours instruc- 
tion. About 700 hours of this will be 
spent in practical laboratory work on 
mockups, house wiring, power w:r- 
ing, and refrigeration. More than 360 
students can be handled in the large 
building. ‘lhe faculty of 15 will be 
headed by FE. R. Magnus, currently 
head of the electrical division of the 
Ranken School of Mechanical Trades, 
in St. Louis 


President Mitchell of 
Georgia Power Resigns 


THE RESIGNATION of William E. 
Mitchell as president of the Georgia 
Power Company was accepted bv the 





DISTRIBUTORS ASSOCIATION OFFICERS DISCUSS PLANS—A newly 
formed group, the Charlotte Radio and Appliance Distributors Association, 
has been organized to accelerate the distribution of FM receivers in North 
and South Carolina. Officers elected are, left to right, Calvin D. Mitchell, 
president of Southern Appliances, Inc. (Majestic), member steering com- 
mittee; A. K. Sutton, president of A. K. Sutton, Inc. (Philco), member 
steering committee: J. L. Pleasants, vice-president of Allison-Erwin Com- 
pany (Zenith), vice-chairman; J. P. McMillian, president of Southern Radio 
Corp. (RCA-Victor), chairman; R. L. Chapman, president of Chapman- 
Wilhelm Company (Stromberg-Carlson), chairman steering committee; and 
Enloe McClain, president of McClain Distributing Co. (Admiral), secretary- 
treasurer. 
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W. E. Mitchell 


ompany's board of directors on | 
ruary 18th, and Preston S. Arkwrig 
Jr., was named to succeed h-m as p 


ident of the Georgia company 
Mr. Mitchell had served as pt 
ident since May, 1945. Before tl 
he had served as the company’s \ 
president and general manager si 
1927. During this period the c 
pany made remarkable progress 
achieved recognition as one of 


mo*t successful, business - opera 
light and power companies in 
South. 


Mr. Mitchell was born in Ma 
chusetts and was educated at Ma 
chusetts Institute of Technol: 
where he graduated in 1903 with 
degree of bachelor of science. 

Following his graduation, he sp 
two years in the test course of | 
General Electric Company, at S¢ 
nectady, N. Y. He then went 
Brazil where he engaged in the 
struction and operation of se\ 
large devclopments. For several v« 
he was enginecr of the Bahia T1 
way, Light and Power Company. 
Brazil. 

In 1912, he removed to Alabai 
where he became connected with t 
Aabama Power Company. He 
came vice-president in charge of | 


erations of that company in 19. 


During the World War he was m 
aging director of the Anniston St 
Company. 
to the Georgia Power Company 
vice-president and general managé 


Position Description 
Manual Issued by EEI 


A NEW MANUAL giving position 
scriptions for eight utility sales j 
has been announced by the Edi: 
Electric Institute. The manual, P: 
lication 0-16, will be of special 
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fYVHE 14 Southern states now 
have 33.5% of the electrified 
urms in the U.S.A. 

1,099,784 Southern farms were 
erved by electricity, December 
1, 1946, as compared to 130,618, 
Jecember 31, 1936... This is a 
iin of 969,166 electrified farms 
1 just 10 years. 

The phenomenal growth of ru- 
il electrification in the South has 
reated an enormous sales oppor- 
inity for manufacturers of elec- 
ical equipment for the farm and 
um home. 

The Rural South alone plans to 

spend $1 BILLION for electrical 


THE SOUTH NOW HAS 


equipment during the next 5 years. 
The Rural South is breaking all 
records in its growth as a market 
for all types of consumer goods. 

Southern farm families are far 
more prosperous today than ever 
before in history. The Progressive 
Farmer is the farm-and-home 
magazine with outstanding lead- 
ershipin readershipand preference 
in this great new market for the 
products you advertise and sell. 


kome Electrification Leader Joins The Progressive Farmer Staff 

















Electrified Farms in 
the 14 Southern states 


Dec. 31,1946 Dec. 31,1936 




















VIRGINIA MOORE, with 12 years experience in 
teaching Southern housewives how to use electricity 
in the home, is the newly-appointed Associate Editor 
of the Home Department of The Progressive Farmer. 
Mrs. Moore is an honor graduate of Alabama College 
where she majored in home economics. Later she 
taught her favorite subject. Her most recent previous 
position was director of the home service department 
of a large Southern electric company, where she 
supervised the work of 40 home economists. 

With the appointment of Mrs. Moore, The Pro- 
gressive Farmer now has 20 full-time editors, 30 staff 
contributors and many correspondents, strategically- 
located throughout the South. The continuing 
improvement of its service to its subscribers and ad- 
vertisers is a fixed policy of The Progressive Farmer. 
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the SOUTH Subscribes to 
Ihe Pro gressive 





ONE MILLION 
SOUTHERN 
FARM FAMILIES 












Farmet 


Advertising Offices: BIRMINGHAM, RALEIGH 
MEMPHIS, DALLAS, NEW YORK, CHICAGO 


Pacific Coust: Edward S. Townsend Co., San Francisco, Los Angeles 
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terest to sales department executives 
of utility companies. 

The eight sales jobs described are as 
follows: Residential Appliance Sales- 
man (outside), Residential Lighting 
Advisor, Home Service Advisor, Resi- 
dential Dealer, Commercial Salesman, 
Residential Service Representative 
(outside), Industrial Power Repres 
entative, and Farm Representative. 

I'he duties outlined for each of 
the eight types of positions are cov 
ered from the viewpoint of the light 
and power company. 

Copies of the manual may be ob 
tained from the Edison Electric In 
stitute, +20 Lexington Ave., New 
York 17, N. Y., at 35 cents each. 


North Florida Chapter 
Elects New President 


AT A MEETING of the North Flo: 
ida chapter of the National Electrical 
Contractors Association, held recent 
ly in Jacksonville, O’Necal Mattox, of 
Mattox Electric Company was elected 
president. Mr. Mattox succeeded T 
E. Satchwell, Jr., of Satchwell & Jo 
seph Electric Company. 

Other officers elected at the meet 
ing were: George Gormly, Service 
Electric Company, vice-president; H 
A. Sonnenberg, Southern Electric 
Company, re-elected treasurer; and J 
A. Scheffer, secretary-manager. . Thi 


chapter's board of directors is com- 
posed of Mr. Satchwell, H. G. Miller, 
U. S. Petillo, and H. L. Hall. 

One new member, E. E. Grassly, 
of Grassly Electric Company, was ad- 
mitted to the chapter. 


Electrical Organization 
Formed in Richmond 


fue Evecrric Leacusg, which is 


an organization of electrical contrac 


tors, the Radio and Refrigerator Club, 
which is an organization of retail elec 
trical merchandisers, and the Virginia 
Electric and Power Company have 
organized a ew, over-all group to be 
known as the Electrical, Radio and 
Refrigerator Club, Inc., of Richmond. 
Ihe services of a full time, salaried 
director, with an outstanding back 
ground of public relations, has been 
obtained. ‘The office of the director 
will function as a clearing house for 
information, to promote “‘better sell 
ing” by the retailers, and eventually 
to conduct institutional promotional 
programs through newspaper and ra 
dio advertising. 

The combined group held its first 
meeting recently. The theme of the 
meeting was “Better Selling.” Wil- 
liam G. Hills, managing director of 
the Electric Institute. of Washington 
and president of the International 
Association of Electric Lcagues, was 


RURAL ELECTRIC COOPERATIVE MEETS—Leaders at the quarterly con- 
vention of the North Carolina Rural Electric Cooperative Association at 


Durham, N. C., in February. 


Seated from left to right, they are: D. J. Dal- 


ton, Raeford, secretary; J. L. Shearon, Wake Forest, president; and Lee 


Hartley, Morganton, vice-president. 


Standing—Williarn H. Groves, Wash- 


ington, regional head of the REA’s management division; Gwyn B. Price, 
Raleigh, chairman of the North Carolina Rural Electrification Authority; 
W. B. Nivison, Washington, regional head of the REA’s application and 
loans division; and F. E. Joyner, Hillsboro, who was host at the meeting. 
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DATES AHEAD 
National 


Annual Sales Conference, Edison Electric In- 
stitute. Edgewater Beach Hotel, Chicago. 
March 31-April 3, 1947. 

Annual Trade Shew of the Electrical Manu- 
facturers Representatives Association, Inc., Bal- 
timeore, Md. April 22, 23, and 24, 1947. R. 
G. Montgomery, Secretary, Nat'l Marine Bank 
Bldg., Baltimore 2, Md. 

National Housewares Show, Convention Hall. 
Philadelphia, Pa. April 27-May 2, 1947 
Natl Housewares Mfg. Assn., 1402 Merchandise 
Mart, Chicago 54, III. 

National Electrical Wholesalers Association, 
Hotel Traymore, Atlantic City, N. J. May 5-9, 
1947. 

National Electronic Equipment Show, Hotel 
Stevens, Chicago, Ill. May 13-16, 1947. 

Annual Meeting, Edison Electric Institute, 
Atlantic City, N. J. June 2-5, 1947. 

46th Annual Meeting, National Electrical Con- 
tractors’ Association, San Francisco, Calif. Sep- 
tember 8-10, 1947. Clint J. Harder, National 


e 


Secretary, 633 Investment Bldg., Washington 5 
D. C 


Annual Convention, Illuminating Engineering 
Society, New Orleans, Sept. 15-22, 1947. 

2nd International Lighting Exposition and 
Conference, Stevens Hotel, Chicago, Hl., Novem- 
ber 3-7, 1947. A. B. Coffman, Manager, 11} 
West Jackson Blvd., Chicago 4, Ill 


Southern 


The Spring Conference of the Engineering 
and Operation Section, Southeastern Electrix 
Exchange, Sheraton Bon Air Hotel, Augusta, 
Georgia, March 20-21, 1947. J. W. Talley 
Executive Secretary, 303 Haas-Howell Building 
Atianta 3, Georgia. 

Annual Conference, Southeastern Electric Ex- 
change, The Vinoy Park Hotel, St. Petersburg 
Florida. April 3-5, 1947. J. W. Talley, Ex- 
ecutive Secretary, 303 Haas-Howell Bldg., At 
lanta, Georgia. 

Memphis Home Show, Memphis Ellis Audi 
torium, Memphis, Tenn April 5-11. 1947. 

Missouri Valley Electric Association, Engineer 
ing Conference, Hotel Continental, Kansas City 
Mo. April 16-18, 1947 

Texas Electrical Show, Will Rogers Memorial 
Coliseum, Fort Worth, Texas. April 25-May 4, 
1947. R. E. Hendricks, Texas Electric Service 
Co., Fort Worth, Texas 








principal speaker, his subject being 
“Moving Ahead Through Co-opera 
tive Effort.” 


Florida City Rejects 
Municipal Ownership 


ANOTHER ClITy joined the ranks of 
those rejecting municipal ownershi 
of utilities when Winter Park, Florida, 
voted 9 to 1 against the purchase of 
the distribution sv:tem from th 
Florida Power Corporation. 

It is interesting to note that Win 
ter Park was municipally owned and 
operated until 1927 when the present 
private company took over a sadly 
neglected generating and distribution 
system. 

Another aspect that was defeated 
with this election was the interference 
of the municipally owned utilities sys 
tem in the nighboring city of Orlando 
who had volunteered to serve Win- 
ter Park at existing rates—which are 
25 per cent lower than those charged 
by the Orlando Utilities Commission 

This was the fourth franchise elec 
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GILES ELECTRIC COILS 
nec TRIC +: Dependable long-life Services 


GILES ELECTRIC COILS are the kind 
that help you do the job right the first 
time to keep your Customers Satisfied 
— they fit just right — Snug, yet easy 
to insert — are resistant to heat, mois. 
ture and high Voltage — include only 
top quality €rials to fuarantee 

j are built under care. 
ful Supervision to unusually accurate 
dimensions 


> dependable Service! 
Write for Giles Coil ¢ atalog and Data Sheets! 
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MANNING 
INSULATING PAPERS 


++ They're TO0GH! 


MANNING No. 300 tops the field of 
insulating Papers, 100% Tag content 
— excellent dielectric st 

imum varnish 

heat aging qualit; 

— tough to tear — Saves labor on re- 
winds — protects against Shorts or 
grounds — MANNING 300 PAPERS 


Offer the best on every count. 


work and pr 
INSUL ATING PAPE RS. 


Write For Samples and Prices 


FIBERGLAS 
INSULATION MATERIALS 
IBERGLAS: 


noe Cuarantee Dependable Jobs! 


FIBERGL As INSULATION Prevents 
motor burn nd failures — j, not 
ure — wij]] not burn 
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jobs safe 
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Write For Ssmples ond Prices 


ae 





tion within the past 12 months suc- 
cessfully handled by the Florida Pow- 
et Corporation who serves 231 com- 
munitics in a large section of Florida 
and south Georgia. ‘lhe plurality in 
one o: these franchise elections was 
an overwhelming 96 to 1. 


Million Dollar Campaign 
Launched by Proctor 


A ONI MILLION DOLLAR national 
advertising campaign on the Proctor 
Never-Lift iron and the Color-Guard 
toaster has been announced by thc 
Proctor Electr:c Company, Philadel 
phia electrical appliance manufactur 
er. Scheduled primarily as a consum 
cr national magazine program with 
newspaper advertisements tying in 
with the current Proctor ads to bi 
run by dealers in local newspapers, 
the campaign is said to be the largest 
ever offered by a manufacturer of 
small appliances in any single year! 

Based on circulation figures of the 
magazines carrying these ads, a total 
of more than one million advertising 
impressions a day will help build con 
sumer demand for Proctor’s two 
headliner products. 

According to Charles G. Duy, Jr., 
advertising manager, the purpose of 
the campaign is to build demand for 
Proctor appliances in the years to 
come—1948, 1949 and 1950. 

“The present demand for our ap 
pliances,”’ said Mr. Duy, “is not just 
the result of a product scarcity. Vari 


” COME IN=SEE® DEMONSTRATION NOW! 


we 


ey 


ous brands of irons and toasters can 
be found on today’s store counters in 
fairly representative supply. But, in 
spite of Proctor’s increased production 
(greater in 1946 than in any previous 
prewar year and to be further sub- 
stantially increased in 1947), it is still 
difficult to find a Never-Lift iron and 


a Color-Guard toaster. 


“Now that competition is becom 
ing keener and supply is catching up 
with demand, we want to make surc 
that our dealers can count On a genu- 
ine and sizeable backlog of orders, 
customers and prospects for the fu 
ture. Our present advertising program 
is scheduled to do just that!” 


Eureka Announces New 
Improved Cleaner 


A COMPLETELY RESTYLED and im- 
proved home cleaning system that 
combines several new work-saving 
conveniences has been announced by 
George T. Stevens, executive vice- 
president and manager of the Eureka 
division of the Eureka Williams Corp- 
oration, at a national distributors’ 
meeting in Chicago, III. 

The company’s new cleaning unit, 
to be known as the de luxe model, 
marks Eureka’s initial improvement 
in vacuum cleaner design and eng)- 
neering since its highly successful in- 
troduction of the first and original 
complete home cleaning system early 
last year. 

Entircly streamlined, the new de 


WVERLIET e 


‘ROCTOR | 


Included in the bargain tie-in ad package available to dealers through Proc- 
tor distributors are these Proctor three-way advertising tie-in window and 


counter displays. 


Dealers tie in with national advertising by removing obso- 


lete ad. First month’s tie-in ad is seen at left; the subsequent month’s ad is 
on the back of the easel; the third ad is directly underneath the first (right). 
Relative size of counter and window display is shown. 
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Eureka’s restyled home cleaning 
system includes both upright and 
tank-type units. 


luxe home clcaning system consist 
of a lighter-in-weight upright vacuum 
and a more compact tank-type unit 
a group of attachable tools, and 
power-driven floor waxer and polish 
er. A handy, permanent new tot 
kit for carrving and storing attach 
ments has been added. The system’ 
individual units are color-matched in 
a smart new attractive two-ton 
desert-sand-hue. 

Eureka’s new “mechanized” sys 
tem is designed to lessen the burdet 
of house cleaning, which ordinarily 
takes one-third of the average hom¢ 
maker’s day, and do the task from 
“cellar to attic” quickly, better, and 
casier, according to Mr. Stevens. I! 
does all the sweeping, waxes th 
floors, dusts, brushes, demoths, and 
will even spray paint, in addition to 
“more than 100 other househo!d 
jobs.” 

Functional design of the new uj 
right model features the lowest moto 
housing hood that Eureka has ev 
produced, styled to permit the cleaner 
to reach under sofas, chairs, tables, 
and other close-to-the-floor furniture. 
A new-type rubber fan felt, thre: 
times longer than that employed in 
the former model, assures greater 
flexibility and more wear, while a two 
speed, insulated ball-bearing motor 
provides for quieter operation wit) 
powerful suction-action. 

Other new features of the uprig)t 
cleaner include an extra-wide searcl 
light beam to light up more flooi 
area, vinylite bumper guards to pr» 
tect furniture and moldings from 
smudge-marks and scratches, an eas\ 
hold pistol-grip handle, and a turn 
down cord clip which makes it un 
necessary to unwind the electric cor 
before use. 
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LEADERSHIP THAT BUILDS YOUR DEALERSHIP! 

















The first major improvement in 
a “Wringer’’ Washer in 20 years! 


With two speeds for every washing 
need, Universal’s new 2-Speed Washer 
is the one Washer for ai/ the wash... 
rough stuff like heavy work clothes at 
regular speed and a slow gentle action 
for the fluff stuff-like silks, rayons and 
woolens, all with the simple turn of. 
the Speedselector. It features the ‘new __. ~., 
Super-Safe Wringer with Control-O- 
Roll for complete protection. It is a 
beauty for double duty. 








PROOF in design... 
PROOF in performance... 
PROOF in valve... 


Look for Mo. 2 
in the UNIVERSAL 
PRODUCT PARADE 
Next Month! 


a sae IN FEATURES / 


1 Two-Speed Washing Action minutes; shuts off current auto- 


with the new exclusive Speed- 
selector gives you two-speeds 
for every washing need—for the 
rough stuff—for the fluff stuff. 
2 Super-Safe Wringer with Pat- 
ented Control-O-Roll Feature 
for easy feeding, no jamming, 
faster washing with safety. 

3 Time-A-Matic Timer times any 
period from one to fourteen 


matically. 

4 Safe-T-Switch automatically 
shuts off motor instantly in case 
of overload or stalled Wringer. 
5S Red Plastic Sterilator long, 
wide, triple vanes scientifically 
designed for thorough washing. 
6 Heavy Duty Porcelain Tub 
...mon-clog strainer, and fric- 
tion drive kwik-pump. 
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| LANDERS, FRARY & CLARK 
New Britain, Conn. 


Universal Electric Appliances Distributed in Canado Exclusively by 
Northern Electric Company, Ltd. 


See your nearest Universal distributor for full 
details regarding this sensational new washer. 
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The “easy money” days are over 


Here’s the Secret of 


Slectresteem 


Over-all Superiority! 


Only Electresieem offers dual 
steam heating at no extra cost. 
It provides forced steam heating 
through pressure jets in all eight 
sections PLUS turbulent steam 
boiler heating from the patented 
Electresteem boiler. That’s why it 
throws man-size heat on a midg- 
et consumption of electricity. 





Only %” of 
water is heated 
at a time, fed 
from main body 
of water at boil- 





tor with water 
bubble broken 
above water 
line, creating 
hotter steam. 
Boiling water 
in turbulent ac- 
tion combines 
the. two most 
efficient steam 
heating meth- 
ods in one unit. 














ELECTRIC 
RADIATOR 


NUMBER ONE. ELECTRIC AVENUE 


HOW TO GIVE YOUR CUSTOMERS 


A oe 


RECOMMEND AND SELL 


lectresteem 


Boy U 5 Pet Ow 


PORTABLE STEAM RADIATORS 


... and the public once 


again demands VALUE! You can best meet this demand 
with performance-proved Electresteem Radiators. It’s so 
easy to demonstrate the difference .. . 
advantages of Electresteem over similar heating units. No 
wonder you stay “On the Profit Beam with Electresteem 


the many exclusive 


” 
H 








ot c $ 3 7 ‘ . 


Light-weight, sturdy steel construction. Handsomely fin- 
ished. Easy 
on AC or DC current. Ideal for nursery, bathrvom, rec- 
reation room or other hard-to-heat areas. 


to carry with convenient handle. Operates 





STEAM 
CORP. 


PARIS. KENTUCKY 


Electric Steam Radiator Company of Canada, Ltd., Windsor 


Also Manufacturers of Electresteem Bottle Wormers, Sterilizers Electric Servants for Baby 





Distributors’ Meeting 
Held by Frigidaire 


TERMING 1947 as the “year of tran 
sition” when a buyers’ market wil 
eventually replace the sellers’ market 
P. M. Bratten, general sales manage 
of Frigidaire Division of General M 
tors, keynoted the company’s Natioi 
al Distributors’ meeting in Dayto1 
Ohio, recently by telling more tha 
200 visiting sales, sales promotioi 
and service managers that “It’s tim 
to start selling.” 

“Before the year is over,” M 
Bratten declared, “perhaps even wit! 
in a few months—lines of buyers 
appliance showrooms will come sho: 
er and shorter—and eventually wi 
vanish completely. The applican 
sales field is about to face produc 
selling problems once morc.” 

Mr. Bratten said, “In my opinio: 
1947 will prove a year of boomir 
business for the industry.” He poin 
ed out that 1946 sales have scarce 
scratched the surface of the accum 
lated war-time potential. “The fic 
is wide open to go-getters,”” he state 

Despite these factors,” he conti 
ued, “lists of voluntary buyers w 
steadily diminish during the year 
head. Buyers’ hysteria, _ resultir 
from war-time scarcities will disapp¢ 
with more and more goods being pr 
duced for the market.” The buy 
is already becoming more selectiy 
It’s time to start selling products 
gain—on the basis of quality a 
dollar-for-dollar value.” 

With Mr. Bratten’s address k 
noting the convention, Frigidaire oft 
cials outlined extensive sales, advi 
tising and training plans to visiti: 
distributors, representing 44 distric 
throughout the nation. The natio 
al conference will be followed by 
series of field meetings 


Todd Brothers Represent 
Casco in Southern Area 


THE APPOINTMENT of Todd Brot 
ers, 606 N. Field St., Dallas, Tex 
as housewares sales representatives f 
Casco Products Corp., of Bridgepo 
Conn., is announced by Jack Sch« 
berg, director of merchandising of t 
company. Their appointment is 
line with Casco’s current merchand 
ing activities in conjunction with t 
expansion of the company’s elect 
heating pad and Electric-craft pow 
tool kit divisions. 

Todd Brothers which is directed 
Ralph, Walter, and Orville Todd \ 
represent Casco Products Corp., 11 
southern tri-state area including Lo 
siana, Arkansas and Texas. 
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Mies and miles of this rugged, unused wire and cable 
offer money-making opportunities to alert commercial 
buyers and exporters ... and these buyers “name their 
own prices” in this easy-to-buy, sealed bid sale. Large 
quantities of this valuable material, conveniently packed 
in coils or on reels, are held by New Orleans, New York, 
Los Angeles, San Francisco and other War Assets Ad- 
ministration Regional Offices shown below. Your in- 
spection of this material is invited. Address your in- 
quiries directly to the Regional Offices listed below. 


U. S. NAVY and MARITIME WIRE and CABLE offered in this sale feature: 


Rubber and synthetic insulations 1,630 to 2,000,000 circular mils 
Voltage rating of 300 to 600 One to forty-four conductors 
Basket weave armors Identifying braids 

Varnish cambric Rubber jackets 

Asbestos braids Cotton braids 

Plastic sheaths Lead sheaths 


DiSPOSAt 


Birmingham « Boston « Chicago + Cleveland + Detroit » Houston + Jacksonville 
Los Angeles « Louisville » Minneapolis » New Orleans . New York . Portland 
Richmond , St. Louis + Salt Lake City » San Francisco » Seattle » Spokane 
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COMPETITIVE 
SEALED 
BID SALE 


HOW TO BUY: 


Valuable equipment and ma- 
terials, such as this U. S. Navy 
and Maritime Wire and Cable, 
are constantly being offered by 
all of the Regional Offices 
listed below. Sales are con- 
ducted on both competitive 
sealed bid and fixed price 
basis. Dates of sales—and con- 
ditions governing all transac- 
tions—will be sent to you upon 
request. Request should be 
made directly to Regional 
Offices. To keep completely 
informed on commodities in- 
ventories, minimum and maxi- 
mum purchases, dates of sales, 
etc., of each Regional Office, 
requests should be made to be 
placed on the mailing lists of 
each and every Regional Office 
which could serve your needs. 


Se A, > 
yh > 


w w 


EXPORTERS: 
Your business is solicited. Export- 
ers are idered as wholesalers 
in the purchase of surplus prop- 
erty. Any questions on export 
contro! should be referred to Office 
of international Trade, Department 
of C ce, Washington 25, D.C. 


a 






























Fixture Film Announced 


By Leader Electric 


“Look ro LEADER” is the title of 
a 12-minute sound film just complet- 
ed by Leader Electric Manufacturing 
Corporation, Chicago. 

“We've boiled the 
down to fundamentals,” said Walter 
Glass, Leader president. ‘The film 
is built to be of interest to architects, 
builders, public utility executives, 
electrical contractors. wholesalers and 
their salesmen.” 

Keyed market-wise, the film covers 
the Leader line, Leader’s extensive 
field services, the trends in fluorescent 
lighting, and the potential markets in 
America today. 

Leader’s representatives are 
provided with sound projectors tc 
show the film to all interested groups 
or in@ividuals. 


Leader story 


being 


Fiftieth Anniversary 
For Crouse-Hinds 


THE FIFTIETH ANNIVERSARY of the 

founding of the Crouse-Hinds Com 
T y 

pany, Syracuse 1, N. Y., manufactur 
ers of electrical products, was cele 
brated recently. 

To commemorate this anniversary. 
members of the company received an 


attractive booklet entitled ‘Fifty 
Years.” The booklet contains the 
history of the organization, giving 


much interesting information. Also 
contained in the book is a list of em 
ployees and the length of company 
service of each. 


Thompson Electric Issues 
New Catalog on Products 


THE NEW CATALOG for 1947 has 
been announced by The Thompson 
Electric Co., manufacturers of ab- 
sorbers, suspension devices, and other 
accessories for lighting equipment. 
1101-11 Power Ave., Cleveland 14. 
Ohio. The catalog is now available 
for distribution to those actively in 
terested and desiring the latest infor 
mation regarding the company’s prod- 
ucts. 

The new catalog in a_ handsome 
loose leaf permanent binder is in two 
sections at present. Section 1 of 64 
pages, includes complete catalog in- 
formation and price lists. It contains 
many interesting installation illustra- 
tions, as well as illustrations of cach 
catalog item. 

Section 2 of 20 pages, consists of 
dimension and application diagrams 
of Thompson hangers, shock absorb- 
ers, and accessory items. ‘This sec- 
tion replaces Section IV of the Man- 
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visions have been in operation 
Mount Clemens. A fleet of truc\s 
has kept the steel stampings, used 
range construction, rolling across t 
twenty miles from the firm’s old | 
troit location to the new plant. 

Construction work has contin 
sinee last August on the front and !\x 
rear press room sections of the 1 
plant. 

The executive offices extend acr is 
the entire 310 feet width of the fr 
of the new plant. Directly to the : 
of the offices in this recently com] 
ed section is housed the parts and 
service division and the 150 cl 
capacity cafeteria. 


ual of Installations. 

It is the intention of the Company 
to re-issue this year Sections I, II and 
III of the Manual as new sections of 
the catalog, which will put the cata 
log and Manual of [nstallation in one 
volume that will serve the needs of 
architects, consulting engineers, plaul 
engineers, maintenance superintend- 
ents and others interested in this la 
bor saving safety device. 


Electromaster Settled 
In Mount Clemens Plant 


ELECTROMASTER INC., manufactur 
ers of electric ranges and water heat 
ers, has completed the herculean task 
of moving its entire operations from 
Detroit into the firm’s new  threc 
quarter million dollar plant in Mount THE ORGANIZATION of 
Clemens, it is announced by R. B 
Marshall, president. 

Since last July, when the center sec 
tion of the new plant was completed. 
the company’s range assembly lines, Ill. 
porcelain enameling, and shipping di tures 


Loyd Represents Kaplan 
In Southeastern Area 


Ernest 


Loyd, Atlanta, Ga., has been appx 
ed as Southeastern representative 
J. L. Kaplan Electrical Sales Co., | 
con Lighting Products Co., Chic 
The Kaplan Company manu 
a complete liné of reside 















































































Feo nsiaphanice coe 







SOMETHING NEW HAS BEEN ADDED—to Norge line of household app!i- 
ances. Here, lovely young model demonstrates new nine-foot refrigerator 
with cross-top freezer compartment capable of handling 35 pounds of frozen 
foods. Other features are large ice-tray shelf beneath frozen food storage 
space, and removable glass shelves. 
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ma 
lighting for on © 


Model No. 3011 
DELUXE LOUVERED 
LUMINAIRE 


Bankers, like all other progressive busi- 
nessmen, know that really good light- 
ing is a shrewd investment on two 
counts. First, it pays for itself in greater 
employeecomfortand efficiency. Second, 
it builds better business because it pro- 
motes better public relations. 


Naturally, MITCHELL Fluorescent 
Lighting is preferred by public-service 
institutions, because MITCHELL has 
established a superior reputation for 
lighting service in the institutional 
field. MITCHELL Lighting imparts dig- 
nity and prestige to the finest interiors, 
combining impressive appearance with 
effective high-level, evenly distributed, 
comfortable illumination. 


For greater employee efficiency, for 
better public relations and more profit- 
able business, MITCHELL Lighting is 
a gilt-edge investment. 








’ Better Light for 








| Better Banking 










si oples No- | 
none — floor of ey Ugited by 
mn No. 3011 Luminaires. In 
e* lofty ceiling, on —— athe 
SG toot-condles ©. Trecrcity Soles Depart 
a Yen Edison Company: 
pt ag en (Contractor—Hultgre 
Crectrie Corporation, Chicago.) 






The Peoples Bank installation is typical of 
hundreds which are building acceptance for 
MITCHELL Lighting—and bringing better 
business to the wholesaler. MITCHELL sales 
are clean package transactions—trouble-free 
volume business. MITCHELL installations are 
easy, smooth jobs for the contractor—time- 
saving, profitable business. 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
in Canada: Mitchell Manufacturing Company, Ltd., Toronto, Canada 


Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coast Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 


Better Light 
for 
Better Business 





Makers of Commercial and Industrial Fluorescent Lighting Equipment 
Store Window Lighting Spotlights and — Desk Lamps « Port- 
able Floor and Table Lamps « Bed Lamps + Ultraviolet and Infrared 


Health Lamps « Residential Lighting S ities . . . Rad-i-Air Germi- 
cidal Units (made by Tru-Air Tuevislet Prosecks Co., Los*Angeles) 


What makes 2 man of parts ? 


PROCTOR ELECTRIC COMPANY, 
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A HEAD FOR BUSINESS .. . he looks 


ahead, sells ahead .. . uses local 
Never-Lift advertising and pro- 
motion to tie in with Proctor’s 
million dollar National program. 


AHEART IN THE RIGHT PLACE...proves 
it by recommending his custom- 
ers wait for the iron that elimi- 
nates tiresome lift-work, the 
Proctor Never-Lift, and takes 
orders for future delivery. 


AN EXPERIENCED HAND... at demon- 
strating the amazing “no-lift, 
no-tilt, no-twist” action of the 
Proctor Never-Lift... the iron 
that lifts itself. 


<= 


A PROCTOR NEVER-LIFT...on display 
at all times . . . in windows, on 
counters...the most distinctive, 
most distinguished iron made. 


NWEWSIIAKER 
IN APPLIANCE 
MERCHANDISING 


PHILADELPHIA 40, PENNSYLVANIA 





lighting cquipment. 
Their Southwestern representat: ve 
is Earl W. Anderson, Dallas, Tex:s, 


Universal Expands 
Appliance Line 


DELIVERIES TO DISTRIBUTORS ; 
dealers of a completely new linc 
electrical appliances, as well as 
designed models of former prod 
will be begun within thirty days 5 
Landers, Frary & Clark, B. C. Ne« « 
vice-president and general sales m 
ager announced at a recent mect 
of Universal’s middle western 
tributors in Chicago. 

Ihe lines include a new elec 
blanket, tank and upright model 
vacuum cleaners, a two-speed w 
er, a toaster, electric iron and iror 
with new features, and kitchen 
ges. Scheduled for delivery a 
April 1 is a new bantam elec 
range which, unlike most ele 
ranges, operates from a 110-volt « 
let and requires no special wiring 


stallation. 


Provided that there are no sti 


or other major interruptions 


Neece said, Landers expects 1947 


duction levels to be from two to t 
and-a-half times what they were 


1946. He added that the compa: 


output in 1946 was about 10 
cent above that of 1941. The 


obstacle now, he explained 1s mat 


shortages, particularly in copper 


sheet steel. The company has gs] 
$4,000,000 in expanding product 
facilities he said. 


New Representative 
For Ward Leonard 


Just ANNOUNCED is the appoi 
ment of the Southern Sales Co., 11 
Lincoln Tower, Fort Wayne 2, hh 
as industrial representative for 
Ward Leonard Electric Co., Mo 
Vernon, N. Y. The company 
represent Ward Leonard in Indi 
and western Kentucky. 

The Southern Sales Co., will a 


continue to represent the Ward Le: 
ard Electric Co., in the Electro: 


Distributor Division. 


Mills-Morris Company 
Occupies New Building 


Mitts-Morris Company, distril 
tors of radios and radio parts, is n¢ 
occupying its new building at 187 S$ 
Dudley Street, Memphis. 

J. M. Allen and C. P. Jones < 
recent additions to the Radio Pa: 


Department. Many of America’s n 
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ionally known products are distribut- 
d, including RCA tubes, Eveready 


adio: batteries, Motorola aerials and 

varts, ete. 

The territory covered — includes 
Western Tennessee, Northern Mis- 


issippi, and parts of Arkansas, Ken- 


ucky, Alabama and Missouri. E N D U & / T F 
Price Stabilization Type RH 


Announced by Wiremold 


IN A LETTER sent to all Wiremold Gives Greater Current Carrying 
istributors, D. H. Murphy, president ° 
f The Wiremold Company, Hart- Capacity per Dollar of Installed Cost 
1d, Conn., announced that the com- 
any would no longer bill Raceway AN 
nd Fittings at prices in effect at the 
ime of shipment, as has been the 
ractice during the recent period of 
ncertainty. Wiremold Net Price 
ist No. 34 will continue in effect un 
| further notice. 

Mr. Murphy further stated that 
Viremold Raceways No. 200 and No. 
00 are now available in small quan- 
ties, and that No. 700 will be avail- 
ble soon after March 1. 





EXAMPLE - 
200 AMP. CIRCUIT 








Diamond Company Operates | 250,600 CM 
New Building Wire Plant | : ei ee 
PF OR TYPE RH 


Tue DramMonp Wire and Cable F & : : 
‘o., of Chicago Heights, Illinois, has Requires 242” Conduit. Maximum Requires 2” Conduit. Maximum 
P ? “ =e ? % ‘oe A cape “ : 
st announced the opening of an ad- : _— operating temperature 1. operating temperature 
itional manufacturing plant at Syca- : For 100 ft. run cost for wire and For 100 ft. run cost for wire and 
iore, Illinois. This modern plant, i conduit—approximately conduit—approximately 
uilt by the government during the 
ar, will be used primarily for the $159.00 $116.00 
\anufacture of code and building Both figures are based on 330 feet of cable and 100 feet of galvanized steel 
ire. ‘The company will continue to conduit at PRESENT LIST PRICES. Saving shown—27%. 
perate the plant at Chicago Heights, , ,; is 
hich <6 pie ol igi The superior heat resistant characteristics of CRESCENT 
. chachdiedk cond. palaaas ENDURITE INSULATION with its higher. permissible operating 
NEALE Te temperature and therefore greater current carrying capacity, 
dicuen tae ae eae oe ee permits the use of a smaller size of conductor, and in most cases 
i eh Gx Oe Sieh he “wed smaller size of conduit at less cost than would be required for 
See a Type R Wire for the same load. 
lancock, of Dallas, Texas. : ie : 
pee For light loads requiring small sized conductors, Voltage 
ons Drop is the determining factor in choice of wire size. Usually 
in sizes No. 6 AWG and heavier for power circuits or No. 1 AWG 
and heavier for lighting circuits, CRESCENT ENDURITE Type 
RH Wire & Cable gives the lowest installed cost-per-ampere of 
\ ONE-THIRD REDUCTION in the list useful circuit capacity. 
ice of the Westinghouse sunlamp 
is been announced. The rew price | ™ &F 
the sunlamp is $9.95 compared x Ay gi ce a 


th the $15.00 list which has been bi aoe ifige ; we 
WIRE & CABLE 





Westinghouse Reduces 
Price of Sunlamp 


ere 


AREAS ERIE, SERA Ag 


The lower price was made possible 
roduction methods and improved ATLANTA, GA., Edgar E. Dawes, 401-402 Rhodes Building 
The sunlamp is a 275-watt reflec- BALLS, VERAS, 1. C. Mule Compeny, 707 ‘Veemes Caleng 


effect since the lamp was introduc- 
: igee : CRESCENT INSULATED WIRE & CABLE CO. 
manufacturing cost reductions 
ianufacturing techniques, the com- NEW ORLEANS, LA, Paul Hogan, Jr., 305 Levert Building 
-type bulb which screws into any 


| after the end of the war. 

chieved through utilizing modern TRENTON, N. J. 

iny’s Lamp Division said. RICHMOND, VA., Robert W. Fishburne, 112-114 Exchange Bldg. 
egular a-c light socket. 
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FACE TO FACE.... V4 
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Manarch arene Fuses 


are famous for 


BETTER HEAT DISSIPATION 


and 
Bo a? EXTRA LONG SERVICE 


a: a . 
S SAVAILABLE. THROUGH RECOGNIZED WHOLESALERS 


MONARCH FUSE CO., LTD. } 


118 E. FIRST ST. Y JAMESTOWN, N. Y. 
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Names in the News 








George Knight has been appointed 
sales coordinator of Southern Appli- 
ances, Inc., Carolina distributor of 
Bendix Automatic Home Laundry 
and other well known lines of appli- 
ances. 


George Knight 


Calvin D. Mitchell, president of 
Southern Appliances, announces the 
addition of Mr. Knight as a part of 
an expansion program of the corpora- 
tion, now numbering over sixty em 
ployees. 

Prior to joining Southern Appli 
ances, Mr. Knight lived in Richmond, 
Va., where he operated his own busi 
ness as a manufacturer’s agent. 

x « 

Appointment of A. Carl Bredahl as 
manager of the Better Homes Depart- 
ment of the Westinghouse Electric 
Corporation has been announced by 
J. M. McKibbin, assistant to vice- 
president. 

Mr. Bredahl is a registered profes- 
sional engineer and is a member of 
the National Society of Professional 
Engineers, the Engineering Society of 
Western Pennsylvania, the Illuminat- 
ing Engineering Society, and the Am- 
erican Institute of Electrical Engi- 
neers. 

Technical director of the company’s 
Better Homes Department for the 
past two years, he has been active in 
promoting better electrification for 
homes. The Westinghouse Home 
Wiring Handbook, written by Mr. 
Bredahl, has had wide circulation 
among architects, engineers, electrical 
contractors and builders. 

Mr. Bredahl came to Westinghouse 
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it means that now you are backed with a complete, pre-tested program to bring 
you more and more profitable fixture business...it’s notice to your customers that 
you sell Lightoliers...nationally advertised and nationally favored. 


Set the complete 
P MAIL THIS LIGHTOLIER, Dept. S, Jersey City, N. J. 
details about the Tell me about your pre-tested program of profit-making 


COUPON TODAY aids for Authorized LIGHTOLIER Fixture Dealers. 
LIGHTOLIER program , 


Name 


LIGHTOLIER ae 


JERSEY CITY, N. J. 
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in 1943 after nine years as chief of 
the mechanical-electrical-utilities di i- 
sion of the Federal Public Housi 
Authority. 


* x «x 

Two new vice-presidents, Euge, 
Leier and J. M. Costello, have be. n 
elected by the South Carolina Elect 
& Gas Company. 

Mr. Leier has been commercial 
manager for the company for the p.«t 
15 years. His wide experience in t \¢ 


and Build 4 Revenue 
e WESIX 
with “Whredhoat. systems 


Sa, will carry the ball from the line of scrimmage into 
the end zone and score in terms of profitable load... because the 
WESIX Wired Heat system not only satisfies the increasing public 
demand for 100% electric homes but provides increased revenue a 
at the same time. 
utility and electrical merchandising 
Thermostatically controlled automatic heaters fields includes 13 years as merchandis 
prevent waste of current due to overheating... ing manager of the Brooklyn Fdison 


provide uniform or steady loads with maximum Company, Brooklyn, N. Y. 
Mr. Costello was formerly assistant 


consumer comfort. 4 “ee 
vice-president of the Virginia Ele« 


The fully insulated house requires less connected and Power Company, Norfolk, ‘\ 


load ... leading to a saving in transformer and ser- 
vice capacity... producing a flat load characteristic. 


Correctly sized heaters provide sufficient capacity 
without excess to keep demands at a minimum. 


Code requirements. By their utilization 100% elec- 
trically heated homes can be controlled... and 
planned distribution systems can meet the exact 
locational demand of the load. 


Good diversity. Since each room to be heated re- 
quires a separate heating unit, thereby eliminating 
unnecessary over-all heating, demands are not 
co-incident .. . and with thermostatic control good 
diversity is assured. 


J. M. Costello 


THESE 5 PLAYS SCORE THEY BUILD REVENUE 


He was connected with the S« 

WESIX ELECTRIC HEATER CO. Carolina Electric & Gas Compay 

390 First Street, San Francisco, California Senay Se popes eee THE te 17°, 
at which time he served as cc 


troller and treasurer. 

CARRY THE BALL WITH WESIX ,, Say 
Appointment of Robert F. Wrz 
LOAD as manager of the Westinghouse | \ec- 


AND SCORE WITH A PROFITABLE é ; A 
tric Corporation’s branch offic« 
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Chattanooga, ‘Tennessee, has been an- 
nounced by Thomas Fuller, manager 
of the company’s Southeastern Dis- 
trict, headquarters of which are in At- 
anta, Ga. 

An engineering graduate of C:cemson 
College, Mr. Wright formerly was as- 
igned by Westinghouse to the Atlanta 
iffice and later to the oftice at Birm- 
ngham, Ala. He was transferred to 
‘hattanooga in September of last year. 


x x x 


E. T. Cuddeback, who spent nearly 
ive years in the U. S. Army Air Force 
nd was released as a lieutenant col- 
mel, is now representating the Allis- 
thalmers Mfg. Co. out of the firm’s 
\tlanta, Ga., district office. Mr. Cud- 
eback holds a bachelor of science 
egree in administrative engineering 
from Syracuse University. He joined 
llis‘Chalmers in June, 1946. 


* x xx 


Dr. Charles M. Slack, who develop- 
cd an electronic tube making possible 
illionth-of-a-second X-ray exposures, 
is been appointed director of re- 
ich for the Westinghouse Lamp 
Division, Ralph C. Stuart, vice-presi- 
nt, announced recently. 

Dr. Slack succeeds Dr. Harvey C. 
Kentschler, director of Westinghouse 

mp and electronic tube research tor 

e past 30 years. Dr. Rentschler, 

ho is approaching retirement, will 
devote himself to completing certain 

search projects, in addition to serv- 

g in an advisory and consulting 
capacity. 

Dr. Slack joined the research de- 
partment at the Bloomfield plant as 
i physicist in 1927 and became as- 
sistant director of research in 1943. 
During the war, his super-speed X- 
ray tube was used in connection with 
the atomic bomb experiments and for 
ballistic studies at arsenals and prov- 
ing grounds in America and Great 
Britain. 

\ native of Marietta, Ohio, Dr. 
Slack was graduated from the Univ- 
ersity of Georgia and Columbia Univ- 
ersity. 


um x = 


Harry E. Oppenheimer has joined 
the organization of Jules J. Dreyfuss’ 
Sons, factory representatives, Miami, 
Flz. Mr. Oppenheimer, with head- 
quarters in New Orleans, was former- 
ly connected with Industrial Elec- 
tronics Inc., New Jersey. He will 
cover the states of Louisiana, Missis- 
sippi, Alabama, and western Tennes- 
S€ 

Jack Dreyfuss will concentrate his 
activities in eastern Tennessee, North 
and South Carolina, and Virginia. 
Jerry S. Dreyfuss will cover Georgia 
and Florida. 





a) / # 
Keplacenen! lect kenge Luis 


EDWIN L. WIEGAND CO. 


The New 
CHROMALOX 


RANGE UNIT T Sy LOG 
REPLACEMENT oe i. Sg 
In short...the New 


CHROMALOX CATALOG 
makes your job of selling and 
servicing Easier, Simpler and 
More Profitable! 


NOW—when you want any 
type or size of electric range 
unit for replacement . ; 
Triangular, Superspeed 
or Heatflo.. . just pick up 
the simplified CHROMALOX 
CATALOG. 


Clear and easy to read—this 
manual tells you exactly the 
right CHROMALOX Range 
Units and Adaptor Rings for 
quick and profitable servicing 
of all] electric ranges. 


Prompt Deliveries on all types 
and sizes. 


ASK FOR CATALOG RU-147 


on new ranges and for replacement 


ChhIROMALOX 
oe Means £/cZxcc, Cooking at Its Best! 


EDWIN L. WEIGAND COMPANY - 7600 THOMAS BOULEVARD - PITTSBURGH 8, PA. 
C. B. ROGERS, 1000 P’tree St., N.E., Atlanta, Ga.; L. R. WARD CO., 408 Southland Building 
Annex, Dzellas 1, Tex.; 982 M.&M. Bldg., Houston 2, Tex.; W. R. PHILLIPS, P. O. Box 2561, 

Raleigh, N. C. 











Americas finest wholesalers 


ROYAL-NOARK 


Renewable FUSES 


een @: aan nena a 4 
Vlou- Renewable FUSES 


ROYAL “Grystal™ 


the ORIGINAL 
GLASS-TOP FUSES 





ROYAL WIRE 


ROYAL CHRISTMAS 
LIGHTING SETS ee OE 


| 
8 ROYAL 
Rok “Seated Vight” 
TROUBLE 
LIGHTS 








Americas finest retailers 


WRITE FOR CATALOGS 






a 


WIRE * CORD SETS 
CARTRIDGE and PLUG FUSES «+ FUSTATS 
TROUBLE LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. I. 


7 
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News from the South 











Monroeville, Ala. — Raymond anc 
F'dwin Owens have purchased th 
Locklin Hardware & Electric Com 
pany and will continue the busines 
at the same location and under th 
same name. 
















x x 





*x 


Montgomery, Ala. — Stan’s Radi 
Shop has occupied its new location a 


$31 South Decatur Strect 
* x“ « 










Jonesboro, Ark.—The O & T Ele 
tric Company has opened for busine: 


in the former Carson Building. 
x * e 













North Little Rock, Ark. Rain 
Radio Manufacturing Company, 
plant manufacturing combinatio1 
radio-phonograph sets under th 
tradename “‘Radark,” has begun oj 
erations at 720 Ark-Mo Highway 
Park Hill, with Fred C. Rains 
owner-operator. 

*x *x a 
Springdale, Ark.—The new Payton 
Electric Supply Co. is open for bus 
ness in its location in the basement 
the McNally Building. Robert Pa 
ton, owner, states that the compan 
will offer complete electrical servic 


contracting large and small jobs 
* * * 



























Jacksonville, Fla. — Satchwell 
Joseph Electric Company has move 
into its new $75,000 building at 131 
San Marco Blvd. The company hat 


dles all types of electrical equipmen 
x *« * 









Sanford, Fla—The following Ci 
electrical examiners have been a] 
pointed: E. C. Harper, master ele 
trician, Donald Young, -journeym: 
electrician, and Grady Duncan, ele 


trical inspector. 
Be cg cd 

















St. Petersburg, Fla.—The St. Pete: 
burg Electrical Dealers Associatic 
held its annual meeting recently. O 
ficers elected are: M. W. Tyree, pre 
dent, Charles W. Brestle, vice-pre 
dent, and R. H. Hall, director. R« 
F.. Lealman was chosen a director 

* *« x 

Stuart, Fla.—Electrical Service a1 
Repair Co. moved from its old site 
the Krueger Building. Mr. and M 
J. Leon Taylor are owners and oper 
tors of the firm. 

* 


























* % 





Cartersville, Ga.—E.. I. Smith, fc 
merly owner of the Electric Appliance 
Service Co., has joined forces with 
Van Underwood to organize the Ber- 










Law WAA prices make these 
sturdy, all-purpose portable elec- 
tric power units practical for use 
on jobs which have never before 
justified expensive equipment. 
Today these generator sets, de- 
signed and built for heavy duty 
work, are for the first time cheap 
enough to use for unusual jobs in 
out of the way places. Decide now 
where you can use one or more— 
and act immediately to take full 
advantage of. these remarkable 
prices. 


“uw 


Types available: 


ALTERNATING CURRENT: 60 cycles, single and three phase, 
120-480 volts, 1/2 kva. and up, priced from $250 up. 


Larger sizes can be adapted for use of natural gas 
fuel, other sizes are valucble for: 

Stand-by Units 

Small Machine Shops 

Saw Mills 

Radio Stations 

Rural and Farm installations 


Summer Camps 
Trailer Camps 
Carnivals and Fairs 
Mobile Power Units 
Construction Jobs 


from $80 up. 


All generators are sold under existing 
priority regulations. VETERANS OF 
WORLD WAR II are invited to be 
certified at the War Assets Adminis- 
tration Certifying Office serving their 
area, and then to purchase the mate- 
rials offered herein. 


See our display booth at the Western Metal Expo- 
sition and Congress Show at Oakland, California, 
March 22 to 27, 1947. 


x 


WAR ASSETS ADMINISTRATION 





OFFICE OF GERERAL OISPOSAL 


DIRECT CURRENT: 24, 110, 220 volts, % to 40 KW, priced 


EXPORTERS: Your business is solic- 
ited. If sales are conducted at various 
levels you will be considered as a 
wholesaler. Any inquiries regarding ex- 
port control should be referred to Office 
of International Trade, Department 
of Commerce, Washington, D. C. 


Offices located at: Atlanta « Birmingham « Boston « Charlotte « Chicago « Cincinnati « Cleveland 


Dallas ¢ Denver « Detroit « 
los Angeles « Louisville « Mi 
Portiand, Ore. « Richmond 





Worth « Helena « Houston « Jacksonville « Kansas City, Mo. « Little Rock 
polis « Nashville « New Orleans « New York « Omaha « Philadelphia 
Salt Lake City « St. Louis « San Antonio « Son Francisco « Seattle « Spokane « Tulsa 
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INSULATIONS 


For the motor repair contractor—or the electrical maintenance shop— 
IRVINGTON supplies a// flexible varnished insulation requirements. 


IRVINGTON INSULATING VARNISHES — synthetic varnishes of high dielectric 
strength and moisture resistance... 

HARVEL INSULATING VARNISHES — internal drying phenolic varnishes with 
exceptional bonding and penetrating power—save time and money on 
multiple coating . . . 

iRV-0-SLOT— easy forming, non-bulking slot insulation . . . 

VARNISHED CAMBRIC AND TAPE — for coil wrapping and phase insulation... 

VARNISHED FIBERGLAS and SILICONE VARNISHED FIBERGLAS — for high tem- 
perature operation and greater overload protection ... 

VARNISHED TUBING and SATURATED SLEEVING — for insulating lead wires... . 

VARNISHED CANVAS— for field coil pads, insulating washers and com- 
mutator end windings. 


Test samples and further information on these 
Irvington insulations on request. 


IRVINGTON 


VARNISH & INSULATOR CO. 


| | ) 
NSutatlOs 








Irvington 11, New Jersey 
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tow Electric Supply Co., at 21 Wall 
Street. The company has enlarged its 
service and repair department. 
x * 5c 
Burlington, Kan.—QO. Ii. Budd and 
I. D. Schermerhorn have formed a 
partnership as Budd & Schermerhorn, 
and have opened an establishment for 
electrical wiring and repairing at 712 
Kansas Street. 
* ee * 
Lexington, Ky.—The firm known as 
the Household Appliance Company 
has increased its capital. A charte: 
amendment has been issued authoriz 
ing an increase of capital from $20, 
000 to $50,000. 


New Orleans, La. — ‘he Woodford 
Electric Supply Company has moved 
from its old location on Fourth Ave- 
nue, North. Thomas Woodford is 
proprietor, H. B. Durham is store 
manager, and F. R. Milton is wiring 


superintendent. 
* ~ ood 





















New Orleans, La.—A new retail out 
let for electrical appliances is the 
Burglass Furniture Store, 1400 Canal 
Street, which opened recently. 

bd * * 


















sulfport, Miss.—A four-year expan 
sion program, with an expenditure of 
approximately $11,000,000 has been 
announced for the Mississippi Power 
Company, by Lonnie B. Sweatt, presi 
dent. The program includes construc 
tion of a 30,000-kilowatt steam gener- 
ating station near Hatticsburg, and 
115 miles of 110-000-volt transmis 
sion lines. 












~ * x 


Jefferson City, Mo.—Harold Hower 
ton, who for the past 16 years has 
been associated with the Missoun 
Power & Light Co., has opened an 
electrical establishment at 310 W 
Atchinson Street. He will specialize 
in industrial wiring and maintenance, 
home wiring and repairing. 

oe «Ss 










Rockport, Mo. — William Bungen 
stock and Dan Wilds have dissolved 
their partnership in the electrical serv 
ice establishment. Mr. Bungenstock 
will continue in business with the aid 


of his son, LaVon Bungenstock. 
* x * 










Charlotte, N. C.—Howard McClel 
lan and associates have organized 
Fluorescent Maintenance, Inc., to deal 
in light fixtures. Authorized capital 
stock is $50,000. 

* 







x“ * 





Charlotte, N. C.—R. H. Watkins 
has become associated with Chapman 
& Wilhelm Company, appliance dis 
tributors, as manager of the heating 
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Te Your Lighting Sedo 
ith “SUPERVISION -MOBILIERS™ 


3RING IN THE BUSINESS by stocking this fast selling 
‘ine of outstanding fixtures . . . Superior for their sensible, 
practical design, their smart good looks, and remarkable 
ersatility . . . “SUPER-VISION MOBILIERS” meet the 


requirements for every type of fluorescent lighting. 


Channel Construction and con- 
tinuous run assembly. Individual 
units are easily converted into 
continuous run fixtures by means 
of continuous run connector. 


Seco cfoctec¥e cle clecfac¥eZectecd¥e BeBe BadBecdnt.t..t..%..%. 9.5.95 6 6 oe 
ES EE ESOS ees 


Slight pressure on spring button 
release at ends of unit permits 
ample opening for servicing .. . 
These fixtures may be relamped 
from top or bottom. 





orerrrrrrrrre ee ee Te Tee 


ree ee 


Surface Mount- 

: = — S ing Bracket — 

<= ee . = adaptable to all Super- 

GuOINEERE? LT = SSS = ’ vision Mobiliers. Fixture is 


easily slipped into firm po- 


{MOBILITE” —< ad 
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Features: 


MAXIMUM LIGHTING EFFICIENCY 
juper-Vision units are designed for maximum efficiency . . . to provide high trans- 
nission and efficient diffusion eliminating shadows and contrasts. 


SMART STREAMLINED APPEARANCE 
\rtfully designed with sculptured pressed glass panels . . . modern louvres . . . 
‘lossy enamels . . . satin silvers . . . Alumalite trim and other features. 


rrrrreFTeeerrej tt??? 
VrTTT TT TTT r ee ee eee ee SS SS ETE TTT? 
orrrrrrrrrefrefeefeeeTTNNTKT't?ttTTTTTT 


Sodie Bede de dodede det. t,t. 4.4.2. 4. 2 D'S 


Slight pressure on spring button 
. DIVERSIFIED USEFULNESS release at ends of unit permits 
Super-Vision Mobiliers can be used for high or low ceilings or under balconies ample opening for servicing. 

, or as Suspension Units, Surface Mounted Units or for Continuous Run. 


ASE OF INSTALLATION 
Specially designed surface mounting brackets are furnished to facilitate hanging; 
turdy construction and frames permit easy handling in opening and closing. 


MINIMIZED MAINTENANCE 
ower plant (reactors, lamp holders, wiring assemblies) can be removed, replaced 
r repaired without removing the entire unit from hanging position. All ornaments on Mobilier Units 
; are easily removable for con- 
Write for Catalog M tinuous runs by removing two 
nuts from end plate. 
Single units are readily convert- 
ible to continuous run by remov- 


\OBILITE INC. ters LEE 
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equipment department. Mr. Watkins 
has been connected with the Duke 
Power Company for more than 20 
years. 

Oklahoma City, Okla. — Business 
failures in Oklahoma, almost un- 
known during the war, are rapidly re- 
turning to “normal,” according to M. 
D. Pemberton, secretary-manager of 
the Oklahoma Retail Credit Men’s As- 
sociation. Mr. Pemberton reports 
that more failures have occurred in 
the past two months than in the last 
two years of the war, with every line 
of business represented. 

as © = 

Inman, §. C.—With Thomas W. 
Holden as proprietor, Holden’s Radio 
Shop opened recently. Mr. Holden 
formerly operated the Boiling Springs 
Radio Shop, in Boiling Springs, S. C. 

x xe x 

Spartanburg, S. C.—Graham-Turner, 
radios and appliances, 116 North Con- 
verse Street, is going out of business. 

* * * 

Athens, Tenn. — The Athens Elec- 
tric Shop reopened recently in the 
Newton Building. ‘The store is own- 
ed and operated by J. H. Boyd, a man 


with long electrical experience. 


Memphis, ‘l'enn. — New officers of 
the Memphis Electric League, which 
is composed of electrical jobbers, con- 
tractors, and manufacturers, are: J. J. 
Rawls, United States Rubber Com- 
pany, president; Robert Sayre, Gray- 
bar Electric, vice-president; H. G. 
Street, Memphis Electric, treasurer; 
and Albert Gross, Fowler Flectric, 
secretary. 


Austin, Tex.—Rural electric co-op- 
erative lines in Texas reached 30,000 
new farm homes in 1946, according 
to G. W. Haggard, state manager, 
bringing the total number of farm 
homes served in the state up to 146,- 
000. 

x oe & 

Beaumont, Tex.—A new store has 
been opened by R. G. Odinot at 805 
Park Street. The store will handle 
refrigerating, heating, ventilating, and 
electrical appliances. Percy Smith is 
store manager. 


& 


Richmond, Va.—Louis O. Bowman, 
Inc., wholesale dealer in home appli- 
ances, etc., announces the appoint- 
ment of T. S. Bayless as sales man- 
ager. H.S. Edwards and G. T. Fein- 
trace have also joined the sales staff. 





Walton Bldg. 


589 NORTH AVE. 








REGENT-SAVOY 


(Manufacturer of Fluorescent and 
Incandescent Lighting Fixtures) 


Announces Appointment 
of 


Robert T. Fife & Associates 


Atlanta, Ga. 


as their 
Southeastern Representative 
for the states of 
Georgia, Florida, Alabama, Tennessee, 
North Carolina and South Carolina 


Regent-Savoy Electrical Mfg. Corp. 


NEW ROCHELLE, N. Y. 








Charleston, W. Va. — The Ross 
Furniture Company, which has just 
opened for business at 4501 McCor- 
kle Avenue, is a new retail outlet for 
electrical appliances, radios, etc. 
W. Ross is manager. 

* % 


Huntington, W. Va. — The W*st 
Virginia Electric Supply Compa» 
has been organized with a capi‘a 
stock of $50,000. The incorporators 
include Jeseph Colker, L. A. Colke1 
and Herbert Colker. 


a * x 


Shinnston, W. Va.—Harbert Sa 
Inc., has been granted a charter 
deal in electrical appliances. The 
corperators are Winston C. Harbx 
Hazel O. Harbert, and Robert Ander 
son. 


Some Problems of 
Rural Electrification 
(Continued from page 62) 


quired in construction and maint 
ance work. ‘The fallacy of the use 
such heavy equipment in rural | 
building is readily understood wl 
the specialized chaiacter of rura 
building is contemplated. Rural p 
sctting is confined almost entirely 
poles thirty and thirty-five feet in 
length with a weight seldom excecd- 
ing 1000 pounds per pole. 17 
equipment will be worn out on t 
light. construction. Experiments 
continuing with this equipment in 
effort lo develop a specialized nm 
tine hole-digger and pole-settcr b 
for the job. This equipment is 
tield laboratory. 

With steadily increasing labo 
costs, labor saving devices are indical 
cd to assist in field construction a 
maintenance work. ‘The electrical 
press and libraries yield little eviden 
tnat the problem has been attack 
in this field of great promise for t 
reduction of costs. Power companies, 
while advocating electric drives 
snop machines and furnishing tic 
services of skilled power applicati 
engineers to customers to help 
solving their problems have apparei't- 
iy paid litile attention to labor s 
ing devices for their own line crews. 
‘rom the mechanical standpoint t 
lineman with his brawn, assisted 
the beef of groundmen, perform tiie 
tasks which his opposite number, t 
machinist or factory worker, with al 
the advantage of standing square’; 
on his feet on the ground, long ; 
relegated to the electric driven hoist 
boring machine, grinder or similar i 
operated tools. The fact that 
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Ca 
as” 


@ Glass is Hinged to Drop Both Ways 
@ Fixture Body is Hinged for Accessibility 


* Manufactured under exclusive License Patent No. 2284534 


In this new, amazing All-Brite Fixture...the dream of every 
electrician and maintenance man has come true. Changing tubes, 
starters, sockets, ballasts...or cleaning of fixtures is a pleasure. 
Installation and maintenance time are cut in less than half. 


Available for 4 20-watt and 4 40-watt tubes with louvered or 
glass bottom... with /sta-start or conventional ballast. 


All these new features at no increase in price. 


SOLD THROUGH RECOGNIZED JOBBERS ONLY 
Approved by Underwriters Laboratories * Union Made 


WRITE FOR CATALOG AND DISCOUNT SHEET 


Manufactured by 


FLUORESCENT FIXTURES OF CALIFORNIA 


2779 FOLSOM STREET Manufacturers of 
SAN FRANCISCO 10, CALIF. “ALL-BRITE” Fixtures 








SEPCO Electric Water Heaters 
are exclusively designed by 
our research engineers for 
years of rugged, efficient serv- 
ice. SEPCO-MADE means 


made to last! 


em Sia 






problems are complicated by sa‘ci; 
considerations, particularly by ¢\ec. 
trical hazards in maintenance work, 
is a Challenge that power engince, 
cannot af!ord to ignore. Inerti: to 
change, shortage of engineers, s! ort. 
age of equipment and expense 9 
development, if borne by a single 
company, are deterrents; but are hey 


legitimate and will 


of present economic necessity? Per 
haps this is a subject for combine. ef 
fort by the Southeastern Electric ['x 


change, 













they bear the ight 











No rural discussion can bc 


Costs 





AUTOMATIC 


AUTOMATIC ELECTRIC HEATER CO.. INC. 


Offices and Factory « Pottstown, Pa. 
















EFFICIENCY 


CABLE STRAIN-CLAMP 


Stands Direct Pull of over 
17,000 Ibs. before cable 
slips! 











“EFFICIENCY” DEVICES FOR CONDUIT AND CABLE SUSPENSION 


Clamps available in three sizes for 
Cable diameters of 1/0 to 1,500,000 
cm. 


4 


By actual test, the EFFICIENCY Cable Strain 
Clamp will withstand a direct pull of over 
17,000 pounds without permitting the cable to 
slip. This powerful grip results from the 
EFFICIENCY Clamp's "H" design, incorpo 
rating a high ridge across the center of the 
cable channel and a U-bolt at each end 
Adaptability to all requirements is provided 
in the EFFICIENCY Clamp's alternate con- 
struction . . . which may be clevis or eye, 
according to your requirements. Both styles 
are furnished for A.C. or D.C. service. 
Write today for your copy of EFFICIENCY 
Catalog No.38B .. . contains complete 
construction and application data on all 
EFFICIENCY Devices. 


MANUFACTURERS OF EFFICIENCY 
ELECTRICAL DEVICES FOR CONDUIT, 
WIRE AND CABLE SUSPENSION 











ate of MANUFACTURING co. 
‘ST PALESTIVE, 01110 
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plete without reference to costs. | )ni 
averages will be mentioned and 
thesc are tricky since comparis 
costs without the endless details \ 
cause themi to vary may be morc 
fusing than revealing. Area bui ding 
of rural lines by contractors ua 
doubtedly the most economical 

od) in the years 1935 to 1940 : 

cd in costs of $750 to $800 pe: 
with an average of three to fiy 
tomers per mile. [cday similai 
uges are $1,100 to $1,200 per mile 
It is probable that the numl 
customers per mile on new line 
tend to decrease, which will di 
construction costs per mile b 
crease the cost per customer 
1946 an article in Business W 
the authority for the statemen 
private power companies built 
miles of line in 1945 at an 
cost ot $1,500 per mile. The s ngs 
realized in building large mileas 
acer one contract as compared w 
individual small extensions from 
mg lines accounts for much « 
spread between published co 
co-operative and power co 
lines. It does not account for 
the difference. A portion of tl 
ference is due to the use by 
companies in building light rura 
crews organized for and train 
maintenance procedures and equipp 
with heavy trucks, winches and 

Virginia Electric and Power Cor 
pany costs for extensions ove 
feet in length, using company 
contract crews, in the years 194 
i946 have averaged $1,450 a 
ing to the records. If all costs inclugy 
ing insurance lost time due to 
er, etc., were pro-rated to coi 
iion this figure would be approx 
ly $1,700 per mile. 

Nearly any line crew can_ build 
rural line. To build thousan 
miles of line to satisfy urgent 
ior service economically and 
time indicated will require th 
co-ordinated efforts of engineer: sui 
pliers and procurers of materia 
ervisors and crews. It is a cha 


om « 
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Portable Equipment 
Grounding Studied 
(Continued from page 58) 


ime reasoning would also largely ap- 
ly for most other types of home port- 
bles. 


Fire Hazard 


A number of inspectors have called 
ttention to fires resulting from the 
ict that defective portables (cross 
etween live side and frame) such as 
toaster or radio, when placed on a 
rounded object such as a radiator 
used the cord to become overheated 
id start a fire, generally due to over- 
sing. Attention should be called 
» the fact that this type of fire will 
crease if all portables are grounded. 
1 other words, if over-fusing is still 
problem, the added risk of fire from 
is cause may present more of a life 
zard than the lack of effective 
ounding. 

Chere is no dispute among the elec- 
cal fraternity that a. well-insulated 
vice from which the possibility of 
taining a shock is remote, provides 
higher degree of protection than 
uuld be obtained for the same de- 
e enclosed in a grounded metal 
ell. 

Another important point to keep in 
ind is the fact that portability and 
htness is a desirable quality in many 


zor where a three-conductor cord 
uld make it more awkward to han- 

The same is true for vacuum 
eaners where relatively long cords 
» required. It is evident that un- 
t this condition the housewife could 
re easily and effectively use the 
cuum with a well-insulated two-con- 
ctor cord as compared with a hea- 
t three-conductor cord. 


Need for Grounding 


t is evident from the data that it 
lesirable to ground some portables 
h as drills, sanders, grinders, etc., 
ich are likely to be used in con- 
tive locations unless they can be 
tected by insulated handles and 
rs. There are many: situations 
re industrial establishments or pri- 
: citizens desire to ground certain 
ables for reasons of their own. In 
far as it is practicable, means 
uld be provided to do this in an 
rly fashion without in any way 
dering the use of two-conductor 
tables. 
\s pointed out before, to obtain ef- 
tive grounding of portables, it must 
accomplished automatically, that is 
- insertion of the plug in the recep- 





Dealers’ Choice! 


ELECTRIC 
HEATERS 


With dealers everywhere, it’s 
Economaster Electric Heaters, 
because Economaster sells fast- 
er. Economaster Heaters are the 
dealers’ choice because they’re 
the customers’ choice. (Fast ap- 
proaching the million mark.) 
Simple, attractive construction 
for faster heat at lower cost. 
Fully guaranteed. 


Interested Distributors Write 


ECONOMASTER SALES, Inc. 


128 Sth Ave., N. Nashville, Tenn. 














le should automatically provide the 
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DEPEND ON=—INSIST ON= 


MA P.R.MALLORY & CO, Inc. 


CAPACITORS 


Mallory MSG Capacitor:— Small, 
compact AC Motor Starting Ca- 
pacitor that fits almost every 
mounting bracket or box. Re- 
places rectangular capacitors 
with leads, lugs or studs. Each 
capacitor is packed with com- 
plete set of universal mounting 
hardware and installation in- 
structions. 
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Necessary 

lugs, screws, and 
nuts are included in 
each box for any 
type connectors, 


Distributed by 
INSULATION AND WIRES INCORPORATED 
SAINT LOUIS 3, MISSOURI 
BOSTON 20, MASS DETROIT 2, MICH ATLANTA 3, GA 
HOUSTON 2, TEX BLUEFIELD, W. VA NEW YORK 7, N.Y 


SITTLER COMPANY H. A. HOLDEN, INC. 
CHICAGO 7, it MINNEAPOLIS 3, MINN 


TRI-STATE SUPPLY CORPORATION 
LOS ANGELES 13, CAL. » SAN FRANCISCO 7, CAL. » SEATTLE 4, WASH 












*Patent No. D-141024, 
others pending. 
Underwriters approved 


EIVDER EANGER 


Just connect wires — screw to outlet box. No 
centering, punching, drilling. No tools except 
a screwdriver. 

Complete with receptacle, two 5-foot chains, 
“§” hooks and cord clips. Self-grounding — you 
can use 2-wire cord and plug. Fits $365 
standard 4” or 314” outlet box or ] 
plaster ring. each list 
Day-Brite Lighting, Inc., 5435 Bulwer Ave., St. Louis 
7, Mo. Nationally distributed through leading elec- 
trical supply houses. 


In Canada: address all inquiries to Amalgamated 
Electric Corp., Led., Toronto 6, Ontario. 


X 





GROWING BIG 
—ELECTRICALLY 


95 PIEDMONT AVENUE, S. E. 


ATLANTA, GEORGIA 


grounding. ‘This leads to the definit: 
conclusion, that all portables equiy 
ped with three-conductor cords, whe: 
one conductor is for grounding 
should be provided with a three-pron 
plug, and that outlets should be pri 
vided into which these plugs can | 
inserted. 

To accomplish this and not curta 
the use of two-wire portables, it is n 
cessary (1) to provide, in addition 
the outlets now used for two-pron; 
plugs, outlets which will take thre 
prong plugs or (2) to standardize « 
a receptacle so designed that the f 
male contacts can accommodate bot 
a two-prong and three-prong plug. ! 
view of the limited need for groun 
ing it would seem that plan 
would be too restrictive and unec 
nomical. Receptacles as per (2 
above which can accommodate bot 
two and three-prong plug caps ha 
been developed and used to a limit 
extent. They are so designed that 
can replace present outlets... . 

As shown in the early part of t) 
report, the electric shock problem, 
the extent that it exists within bui 
ings, is a low-voltage shock proble: 
In order to provide effective low-vo 
age protection by grounding, it is es- 
sential that the resistance of t 
grounding path back to the secondan 
neutral or grounded conductor be v: 
low. This, in effect, means that there 
must be a common grounding el 
trode for the wiring system 
grounded) and for the equipme: 
Rule 2554 in the 1947 Code makes 
such a common grounding electrod 
mandatory. In the case of conduit 
or armored cable system, such 
grounding connection is automaticall 
provided. In order to provide 
ground at outlets for knob and tulx 
wiring and for non-metallic sheath 
cable, it will be necessary to run 
third wire. For new installations, t 
extra wire could, in the case of non 
metallic sheath, be included in ¢! 
cable assembly. . . . 


Recommendations 


Based on the foregoing analysis, 
the committee makes the following 
recommendations: 

(1) That there be no Code changes 
in regard to present grounding 
quirements for portables, except 
follows: 

(a)Modify paragraph 2545-c so 
to require that portable tools, which 
are likely to be used in wet and cc 
ductive locations and not protected 
by insulated handles and covers 
provided with a cord containing 
grounding conductor. 

(b) Modify paragraph 2558-c so as 
to permit the use of a_ separ: 
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grounding conductor only by special 
yermission. 

2) That portable cords be equip- 
xed with attachment plug caps, pro- 
ided with as many prongs as there 
re conductors in the cord (where the 
mor on a portable cord is intended 
or grounding it is considered as a 
mductor). 

3) That the particular prong on 
u attachment plug cap intended for 
rounding the portable have a dis- 
inctly different shape, (say round 
1 square) from the current-carrying A complete line of residential lighting 
jlades. Also, that the screw termi- equipment 
1al to which the grounding conduc 
yr is to be attached have a distinct SOLD 
y different appearance from the ter through authorized distributors only. 
tinals intended for use for current Preference on delivery given on veterans 
irvying conductors. housing program. Southeastern Representative: 

4) That on single phase circuits 
here the voltage does not exceed 
50 volts to ground (except circuits 
f less than $0 volts), the receptacles 
rovided to accommodate a_ three 
rong plug cap, one prong of which 
; intended for grounding, be so de 
ened that the female contacts in- 
ended for carrying current can also 
scommodate a two-prong plug cap. 


5) That the grounding terminal - L. KAPLAN ELECTRICAL SALES CO. 


f provided in the receptacle and in <7 : 
he portable device have a distinctly Beacon Lighting Products Co. 


ifferent appearance from terminals 118 S. CLINTON ST. CHICAGO 6, ILL 
itended for current-carrying conduc- 
ITS. 

6) That the plug caps and recep- 
icles as covered in (3), (4), and 
+) be so designed as to prevent con- 


ict of the grounding prong with the 

male contacts intended for carrying : 
irrent. : : 
NOTE: In order to carry out the 

regoing recommendations, it is re- ; 

ygnized that for the time being it ; 5 


ill be necessary to provide a three to ; 
vo-prong adapter or other suitable ; Fi DVA \" ¢ ® BA [ LA S T se 
evice for use with two contact recep- x 
icles. 
In view of the relatively large per- FOR UNEXCELLED PERFORMA ied CE 
ntage of shocks involving cords, it _ 
further recommended that a tech- 
cal committee be appointed to study . = ADVARS cs 
* question of insulation on cords : ia, ew. 
ed with portable devices. 


Announcing Ernest T. Loyd as our repre- Ernest T. Loyd, 
sentative for our entire line throughout Ana ". Ww. 
the Southeastern States. In the South- Phone: Ma. 9104 
west, contact our Representative, Mr. Earl 
W. Anderson, who has recently returned iii 

from service with the U. S. Navy and who arl W. Anderson, 
was associated with our bee rior to CaP Late Hevet Ave. 
i : a : hi Dailas 5, Texas. 

his entering military service. Phone: L6-6889 


Southwestern Representative: 














Drematized Display 
For Lamp Promotion 
(Continued from page 50) 


s of light and shadow. 4 
Bold and subdued colors are deftly j Leading manufacturers of lighting fixtures use and recommend 
ningled, as in a characteristic color “ADVANCE” Ballasts for QUIET operation, high efficiency 
scheme where vermillion and _bottle- performance, low replacement cost and long life. “AD- 
green are set against soft grays and VANCE” Ballasts are streamlined for easy installation in 
bone white. Great tropical plants fixtures and are approved by Underwriters’ Laboratories. 
cast vast shadows. Plain and textur- 
ed wall surfaces offer contrasting £ 
chitectural detail. All these contri- DUANCE TRANSFORMER co. 
; ; ° Cable Address: ADTRANS 
ute to a setting which has caused 1112 W. Catalpa Ave. Chicago 40, Ill., U. S. A. 
isitors to proclaim the showroom * om 
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FAN 


TIMER 
by Paragon 





ERE’S a new 

member of the 
Paragon family... 
the AF Series for 
timing attic and 
window fans. 

Entirely new in 
design, this timer is 
offered in two time 
ranges, 0-10 hours 
and 0-20 hours, 
each fully adjustable to any po- 
sition on the dial .. . a real con- 
venience for the user. 

Equipped with a quiet Tele- 
chron motor and an improved 
switch, the timer is rated for high 
capacity, and will handle a 4% 
HP motor. Beautifully finished 
drawn aluminum case, anodized, 
with dial and pointer protected by 
clear Plastacele. 

Underwriter approved, all elec- 
tric, no springs, mounts easily to 
Handy box or single gang switch 
box, or may be surface mounted 
with conduit connections into the 
bottom of the timer. The setting 
may be changed at will without 
harming the instrument. Timer 
mofor runs only when timer is ac- 
tually in operation. 








Get your orders 
‘to your jobber—| AT ONLY 
now and start $975 
planning installa- |. vga 
tions early. Com-| oyreranpinc : 
‘plete data sheet on VALUE 
request. 











PARAGON ELECTRIC COMPANY 


1618 Twelfth Street 
TWO RIVERS, WISCONSIN 


WISCONSIN 


Paragon Too Rees 


wot 








“The most impressive and exciting 
background ever developed for the 
display and merchandising of lamps 
and fixtures.” 

Throughout the first floor, the 
highly specialized problems of selling 
lighting fixtures have guided the 
architectural and decorative planning. 
All fixtures have guided the archi- 
tectural and decorative planning. All 
fixtures are displayed to facilitate se- 
lection by the escorted consumer, 
with demarcations by period and by 
room use. 

A divided window features one sec- 
tion containing three individual ni- 
ches, to set off three important lamps 
separately. The other section is de- 
signed to represent a room setting, as 
appropriate background for lamps. 
Egg-crate ceiling, with concealed 
lighting, polished wood flooring, gray- 
ed weldwood panels, a special plant 
area, all contribute to the modern 
look. 

A block-long series of rooms each 
contains its special grouping of period 
or modern lighting fixtures. Deft 
use of paint colors, wall-papers and 
furniture create proper period atmo- 
sphere for each fixture collection, 
facilitating selection by purchaser. At 
strategic points, shadow-box displays 
and wall niches set off special lamps 
and demonstrate the newest built-in 
lighting techniques. 

Specially designed to create an 
atmosphere into which the decorator 
may bring his clients to fill every lamp 
need, the Decorator Galleries present 
topflight lamp designs against richly 
decorative backgrounds. Throughout 
the entire floor, expertly-chosen furni- 
ture is arranged to suggest home-like 
settings for lamps. The same sug- 
gestive display techniques that facili- 
tate the decorator’s task of helping 
his client visualize “lamps in action” 
are entirely adaptable for use by re- 
tail stores. 

In accordance with Lightolier’s 
policy of offering its merchandise to 
stores in “Planned Programs for Pres- 
tige and Profit,” the third floor, 
where lamps are sold to department 
and furniture stores, is designed to 
supply the store with a wealth of mer- 
chandising and display ideas. Blue 
prints of all special fixtures and dis- 
play themes will be made available 
to stores free of charge, for their own 
adaptation or use. A comprehensive 
booklet, showing exactly how stores 
may apply this material, together with 
outstanding display concepts from the 
other floors, is now in preparation. 
In conjunction with special groups of 
merchandise, certain of the display 
fixtures will be offered to stores for 
purchase. 

Flexibility of use is the keynote of 


the display fixtures on this floor. Pla: 
forms, serpentine-shaped tables, wa 
niches, open booths and other speci: 
fixtures are designed to use a min 
mum of floor space, while solving suc 
ever-present problems in lamp displa 
as: (1) fixtures which permit colle: 
tions of floor lamps to be interchang< 
with groups of table lamps; (2) bac 
grounds against which period lan 
displays may be interchanged mod 
lamp displays; (3) techniques 
segregating lamp groups that are | 
lated by a style or merchandisii 
theme; (4) space-saving means 
suggesting lamps in living use a1 
(5) ample outlets without masses 
trailing cords. 

Color serves a double purpose « 
this merchandising floor. The vi 
scheme of vermillion, bottle-gre: 
light and dark gray, and bone whit 
is deftly applied in broad planes 
set off one selling area from anoth 
and counter-used in the upholstery 
furniture arranged in groups aroul 
the floor to suggest room use. Co! 
and textures provide background 
terest for the merchandise, yet av: 
conflict with the forms and color: 
the lamps themselves. 

The challenging design problcn 
lighting a lighting showroom is sm 
ly solved by clusters of bullet s; 
lights in the ceiling at strategic poi 


An added bow to customer good-1 


is the placement about the floor 
groupings of two chairs and a d 
height table where buyer and sa 
man may work on_ order-writing 
comfort. 


Million See Florida 
Electrical Exhibits 


(Continued from page 43) 


and had ample opportunity to dem: 
strate its ability because of the f. 
that the Fair was operating under 
varicty of weather conditions. 

All the exhibitors secured a lai 
number of prospects from out-of-st: 
visitors and a record was made 
their names and addresses, on 5] 
cial cards furnished by Tampa El 
tric Company. Names were sent 
the dealers in the vistors’ home te: 
tories. The same interest was sho 
by people from all parts of Flori 
and many good prospects were obtai 
ed by the Florida distributors a) 
dealers. 

Plans are already under way | 
holding an even larger Expositic 
next year. Manufacturers and dist 
butors are already reserving spa‘ 
According to present indications, | 
Show will grow to such an extent th 
it will occupy another adjoining bu! 
ing. 
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Customers Demanding 
Store Modernization 
(Continued from page 49) 


} thc current shortage of materials and 
| maufacturers’ heavy backlog of ord- 


ers. the lag may even be longer. ‘That 


hy designers, suppliers, and _re- 


E tail rs who are working hand in hand 


to ievelop the Store Modernization 
Shc 'v as a laboratory of modern mer- 


S cha dising, are thinking in terms of 


194) and 1950.” 

aders in department, chain and 
34 other retail store classifications, 
real ze that in order to maintain to- 
day» level of production, employ 
met, and purchasing power, Ameri- 
ca’s retailers will have to move nearly 
85 billion dollars worth of merchan- 
dise across their counters—40 to 50 
nt more than in 1940, our last 
r year. 
reased selling efficiency is the 
key co this gigantic assignment. And 
store modernization is the first step 

process.” 





New Store Built 

On a Budget 
Continued from page 41) 

floor level. The appliance is then 
to the floor. 
: hydraulic lift operates on the 


principle of the automatic grease rack. 
he hydraulic cylinder that raises the 
platiorm made of concrete encased in 
f metal is a standard grease-rack part, 
and was the only part which Mr. 


Geoige had to purchase. For the 
unit he used an old air com- 
r motor he had on hand, and 
an oil-filled drum to maintain hydrau- 
ssure. He made the lift him- 
lift reaches a height of four 
feet. but can be stopped at any level, 
the control being so perfect that the 
platform is always flush with the bed 
of the truck when raised. 
\lr. George estimates that the de- 
ves incalculably in manpower, 


time. and wear-and-tear on both ap- 
pliances and floor. One man can 
m the heaviest appliance from 
truck to store merely by placing the 
dolly under the appliance, and then 
rolling it to the lift. 


"he store is not entirely finished 
yet. \ number of interesting details 
will completed by the time the 
new merchandise is more plentiful. 

ln business since 1939 a few 
block. down the street from his new 
locaton, Mr. George is now express- 
ing through his handsome building, 


; whic: he planned and helped to con- 
struc’, his complete confidence in 


what the future holds for the appli- 


ance dealer who understands his busi- 
ness 
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~ BLOTORCHES 


WW 


That’s the number of years of good will 
built into the Lenk line of Soldering Irons, 
Solder and Blotorches. For 28 years the Lenk 
line has ranked first with men who 
demand reliable soldering equip- 


ment, 













ta 
Imitators come and go, but quality 
has given Lenk the selling power to stay out 
front. Feature and display the entire Lenk 
line for extra sales and profits. 








































ELECTRIC SOLDERING 
IRONS 









xxx 
MFG. COMPANY 


DEPT. .|l. NEWTON LOWER FALLS 62, MASS. 
Mfrs. of Soldering Equipment Since 1919 


























POPULAR BRANDS 


BRUSH ASSORTMENT 


This practical selection includes 
CENTURY + DELCO « EMERSON « GE. 
LELAND « WAGNER » WESTINGHOUSE 


18 Different Brushes 
168 Pieces S$ 50 
39.50 
FINEST RED FIBRE 
4 ARCO WASHE 1000 Washers $3" 
ASSORTMENT 8 Sizes from 4" to |'/e" 


ELECTRIC MOTOR 
BEARING ASSORTMENT 


Only popular fast-moving numbers 
are in this excellent assortment 
CENTURY « DELCO « EMERSON « G. E. 
LELAND « SUNLIGHT « WAGNER - 
WESTINGHOUSE 

18 Different Bearings S$ 50 

152 Pieces net 


List $60.00 


HARCO Equipment co 


2456 NINTH STREET, N.W. WASHINGTON 1, D. C. 





















PAT. PENDING 


Hold. and Starters 
sold separately if desired.. 


New SURE-GRIP Socket and 
Starter Combination offers a 
positive, turn-lock action that 
grips the lamp and starter 
firmly .’. . shocks or vibration 
cannot shake them loose. The 
lamp is quickly inserted with 
one hand and stays put! Socket 
is designed for easy wiring into 
fixtures to save time in assem- 
bly. Precision is» ilt throughout. 





Terminal side of 
starter holder with 
cover removed, 
Spring lock action of 
contacts mokes 
starter removal easy; 
eliminates all loose 
contact difficulties. 


Rear of Lamp socket 
with cover removed. 
Note sure grip -con- 
tacts that lock lamp 
in place. Lamp and 
starter ore internally 
connected. 


WRITE, WIRE OR PHONE 


LASS 


MANUFACTURING CO. 


42 CLIFTON STREET 
NEWARK 5, NEW JERSEY 








Creative Selling 
For Contractors 
(Continued from page 37) 


manding cooking facilities in the mod- 
erm manner. This is due to the high 
rents, the high restaurant prices, and 
the high living costs generally. 

Under such conditions as exist now, 
hotels can no longer pick and choose 
their guests nor do many of them 
have much need for the “five-day 
limit’”” rule. Permanent guests are 
looking for apartments with cooking 
facilitics and some are finding them, 
leaving the hotel to the strictly tran- 
sient guests. 

Hotels in the residential sections of 
the large cities are doing the smart 
thing when they provide suites with 
or without cooking facilities, and 
when they can by proper installation 
and ventilation insure that cooking 
odors will not permeate the whole 
building, they have an ideal oppor 
tunity to keep their institution 100 
per cent rented in good times and 
bad. 

The package kitchen is almost a 
package selling job for the electrical 
contractor. Since it is all prefabricat- 
ed. floor plans, wall plans and all oth- 
er dimensions are known, he can mea- 
sure out the space on the floor and 
sell the job at so much each installed 
plus the remodeling of the wiring or 
the addition to the wiring, because 
of the extra load. He can sell repairs 
to exist ng wiring at the same time. 

Today. people like to know what 
they are ¢ctting and what it costs. 
This is a job ideally suited and one 
that will please for many years after 
it has been bought, installed. and 
paid for. 


Dealer Success 
Through Service 
(Continued from page 33) 


program calculated to remove all the 
service headaches which have _ beset 
dealers prior to and during the war. 
To Proctor it is a “customer satisfac- 
tion” policy with the “customer is 
always right” the rule to be followed. 

Coming at a time when emphasis 
is upon getting merchandise into the 
retailer’s hands and not upon the 
customer’s service rights, this service 
policy is not only a guarantee to the 
consumer that she is purchasing a 
first grade product, but also guaran- 
tees the retailer freedom from service 
problems and reduced profits caused 
by the repeated handling of repairs 
for which he can expect no remunera- 
tion but which he must do as cus- 
tomer accommodation. if he wishes. to 
prosper in his business. 





SPERO 


DEPENDABLE | 
ELECTRICAL PRODUCTS 


Spero offers you the convenience of 
complete lines of electrical produc 
from one reliable source. 


@ VAPOR PROOF UNITS 
Pendant or bracket types, qa) 
for 3” and 4” outlet box - 
or “x” Type mounting. ; 
With or without wire 
guard and reflector. 50 to 
300 W. 




















@® FLOODLIGHTS 


Spero No. 
55 & 65, 


Finishes in 
“Duralum” 
sizes for lamy 
from 150 to 
1500 W. Open 
types or oui 
door weathe 
proof type 
with prismatic lens, 


© REFLECTORS 


Shallow and dome- 
type, one-piece 
seamless construc- 
tion, keyless or 
with pull chain. 
For 25 to 750 W ~ 


lamps. Dome ty pe for 60 


to 200 W lamps. 


@ MATERIALS FOR 
ELECTRICAL CONSTRUCTION 
Die-Cast Sockets with approved porce- 
lains are just one of the items we manu- 
facture foruse in electrical construction. 


Vertical or 
90° angle 


mounting. 


@ FLUORESCENT FIXTURES 


SPERO also manufactures more than 
30 types and sizes of fluorescent units 


Spero products are distributed only 
through recognized wholesalers. 
Write for Bulletin No. 10. 


Look for another Spero Advertisemen 
On Page 3 


2 
ee 


THE SPERO ELECTRIC. 
CORPORATION ~ 
18222 Lanken Ave., Cleveland 19, 0. 
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KEEP AIR and Profits 
Flowing Smoothly with 


VALLEY FANS 


@ All steel construction 

@ Liectric welded 

e \-Belt Driven 

e Ball Bearing 

@ Motor Rubber Mounted 

@ 1-blade—Deep Pitched 
Propeller 

@ Adjustable Motor Base 

@ Slow Speed 


Here’s a simplified, better construct- 
ed, ventilating fan with features and 
performance that will amaze you. 
Sizes from 24” to 48”, meet prac- 
tically every requirement for home 
and industrial uses. Write today for 
full details about this big profit item. 


VALLEY FAN MFG. CO. 


FORT VALLEY, GA. 








ATTIC FANS 


Cirklair ventiiating fans in your store bring more 
customers to your door. Their dominant con- 
struction features give proven certified perform- 
ance through the years. 

Newspaper and magazine advertising, 
directed to the home owner, stress points of 
leadership for your selling advantage. 


IF YOUR DEALER CANNOT SUPPLY YOU WRITE 
DEPT. "S," CIRKLAIR PRODUCTS DIVISION 


THE FOLSOM CO. 


SINCE 1909 DALLAS, TEXAS 


ELECTRICAL SOUTH for MARCH, 1947 








In hot weather Strato-Limi- 

nator Air Circulator creates 

a constant flow of natural 

air without direct drafts. In cold weather 
it cuts fuel bills by diffusing wasted warm 
air from ceiling to working level. Louver 
design insures even circulation to all parts 
of room. Thermostatically controlled for 
automatic operation. 


Following are some advantages that make 
Strato-Liminator Air Circulators ideal for 
bowling alleys, cafeterias, stores, offices, etc.: 


¢ Cool, no-draft ventilation in hot weather. 

* Fuel-saving heat diffusion in cold weather. 
¢ Dissipates smoke and unpleasant odors. 

* Easy to install. 


Many outstanding features: (1) Fully auto- 
matic—Model 110, 35” over-all, thermostat- 
ically controlled (Model 220, 19” over-all, 
thermostatic control optional). (2) Quiet 
operation—1/20 H. P. fully enclosed, ball 
bearing motor. (3) Low operating cost. (4) 
Modern functional design. 

Strato-Liminator Air Circulators offer an 
inexpensive way to provide greater year 
‘round indoor comfort. Write for folder A-1 
and prices. 


es a 


5700-D Detroit Ave. 
Cleveland 2, Ohio 





M & W 


NEW 
NON-INDUCTIVE TYPE 


CABLE RACKS 


@ AC or DC current. 
@ One-piece construction. 
@ Certified malleable iron. 


@ Need not be dismantled to 


place cables. 


@ Type D-F (illustrated) may 
be adapted to four-wire 3- 


phase. 


Send for Copy of 
BULLETIN CS-51 


illustrating our line 


of racks and hangers. 


THE 
M. & W. ELECTRIC 
MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 





In the service policy booklet, every 
phase of Proctor service is explained 
and the company has again “put it- 
scli on the line” to explain fully and 
exactly, without any equivocation, its 
attitude toward service and what each 
purchascr of a Proctor product can 
expec: from the company in the way 
of guarantccs, parts replaccment, and 
repairs both within and without the 
one-vear guarantee period. 

A service policy presupposes a serv- 
ice program. Proctor’s program calls 
for authorized service stations in every 
kev marketing area throughout the 
country. To date, 161 such stations 
have been appointed and are func 
tioning as “good will builders’ for 
the dealers in their localities. Others 
will be added as the need arises, the 
company reports. 

Minimum service standards empha- 
sized in the service policy are carried 
out by cach individual service station. 
They include: 

1: Appliances normally to be serv- 
iced and returned within twenty-four 
hours. 

2. Repairs to be made carefully, ap- 
pliances checked for other possible 
defects, thoroughly cleaned, and test- 
ed for satisfactory operation. 

3. After inspection, appliances to 
be repolished as nearly as possible to 
original finish and carefully repacked. 

+. Appliances again returned be- 
cause of unsatisfactory servicing to be 
reserviced without cost to customer. 

5. On the assumption that “the 
customer is always right,’ doubtful 
cases to be decided in favor of the 
customer. 

6. Questionnaire (for report by 
customer of service irregularities and 
favorable or unfavorable comment) 
to be supplied free by Proctor and to 
be included by service station in each 
wrapped package. 

Additional features of the policy 
are: 

1. Repairs under guarantee to be 
made without charge to customers. 

2. To standardize costs on repairs 
beyond the guarantee period Proctor 
supplies a standard labor schedule 
showing maximum time required for 
each repair operation. ‘l’o figure labor 
charges such time will be multiplied 
by the local labor rate. 

3. Service stations will maintain a 
sufficient stock of Proctor parts to re- 
pair all types of Proctor appliances, 
and to fill parts orders from dealers 
and distributors at a 25 per cent dis- 
count from the prices printed in the 
company’s service parts list. 

4. Appliances for which repair parts 
are unavailable will be replaced to the 
customer at nominal cost. However, 
parts or replacements for appliances 
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* WASHER LUGS * 


A SIZE and TYPE for every need! 


KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and Connectors 











LUGS AND 
CONNECTORS 


Simplicity 
IN DESIGN 
AND CONSTRUCTION 


JrEWER parts, more 

skillful engineering 
design and construction, 
easy, swift installation... 
and copper 99.99% pure 
--- 100% conductive... 
just a few reasons why 
you should “go Usco for 
i Se 


Write for 48-page 
illustrated catalog. 


Southern Representatives: 
VERLYN H. BRANHAM 
180 Interlocken Drive, N. W. 
Atlanta, Ga. 

J. P. LUMPKIN 
248 Tranquil Ave. 
Charlotte 3, N. C. 





COPPER TUBE 
& PRODUCTS, Inc. 











Ss eS eS 4S 





‘THE ULTIMATE. - <Q > 


_ . QUALITY | a the Senvice line 


« CORDS ... CORD SETS 


specified by top manufacturers of 
- LAMPS 
RADIOS 
IRONS 
FANS 
—f PORTABLE TOOLS | 
VACUUM CLEANERS 
REFRIGERATORS 





RANGES WASHERS 
HEATERS MIXERS 





A full line of Flexible Cords for the 
repair and service industry, obtain- 
able through jobbers and distributors. 


SIGNAL ELECTRIC MFG. CO. Hi CORNISH WIRE CO., i 
BEN SM 15 Park Row * New York City, 7 

















htt . iia SEC COOLING FANS 


MOTORS than ever 


Its simplicity of 


FAN & design permits 
easier installa- 


tion in Walls, At- 


tics, or Pent- 
CONTROLS howe 
SECO Fans de- 


PROMPT SHIPMENT FROM LARGE STOCKS png eae 


slow speed, with 


AUTHORIZED PARTS DISTRIBUTORS extreme quiet- 


Brown-Brockmeyer General Electric Master i 
Ceatury Hamilton-Beach Peerless 

Cutler-Hammer Holtzer-Cabot Robbins & Myers --- heal gor 
Deico Howell Star ATTICS 


Dichl Hunter Thor SCHOOLS s . - ” 
Dero Ilg Wagner CHURCHES 24”, 30”, 36”, 42”, 48". 
Emerson Leland Westinghouse and for (3800 to 18,500 C.F.M.) 


Marathon Industrial Write for iilustrated Bulle- 


READING ELECTRIC COMPANY, INC. Installations tin, Specifications & Prices. 


Contact your nearest Distributor or write 
Parts Distributors for the Manufacturer 


200 William St. Barclay 7-6616 New York 8, N. Y. SECO-LITE MANUFACTURING CO. 


aud 4916 EASTON AVE.  _ ST. LOUIS 13, MO. 
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McGILL LAMP GUARD 


HANDLES 


No. 4675 


A live red rubber 


gasket, solidly ce- 


over ten years old may not be avail- 
able. 

5. “Loan” appliances will be made 
available to service station customers 
should repairs involve delay. These 
may be loaned to any customers tre- 
gardless of the make of appliance be- 
ing serviced. 

While the rights of the customer 
and the retailer have been protected 
by this service policy, those of the 
service stations have not been over- 
looked. They are assured a definite 
marketing area from which to draw 
their business. Orders for parts re 
ceived at the factory will be forwarded 
to the local service station. Distribu- 
tors will buy their parts locally too. 
This guaranteed business makes it 
possible for the service station to carry 
a representative supply of parts in 
stock. Dealers will always be sure of 
finding locally the repair parts they 
need. 

Nothing has been overlooked by 
the company in its efforts to satisfy 
customers and to build good will for 
its dealers. All repairs are made with 
genuine parts and servicemen in the 
service stations have all been schooled 
by the factory in the correct repair 
technique. To keep this service at 
peak efficiency, authorized service sta- 
tions are closcly supervived hv the dis- 
trict managers and sales representa- 
tives in their localities, each of whom 
is qualified to pass upon the service 
rence-ed because he, too, has put in 
his time in the factory service depart 
ment learning how to do what con 
sistutes a proper repair job. 

As a final point of supervision and 
as a direct means of insuring customer 
satisfaction, with each repair package 
a factory-addressed postage-paid pos 
tal card questionnaire is enclosed. 
Customers are asked to comment up 
on the repair, whether satisfactory o1 
unsatisfactory. Needless to say, any 
complaints are promptly rectified, and 
the district manager in the territor 


is charged with the responsibility of 
seeing that the service station reme. 
dies the condition that led to the cus. 
tomer dissatisfaction. Persistent com. 
plaints would result in the removal 
of the offending shop from the list 
of authorized service stations. 
Dealers throughout the South ar 
protected service-wise by 43 aut 
ed service stations in that area. ] 
Proctor distributor has a list of | 
for ready reference. They are 
listed in local classified telephon 


rectories. ( 


Disabled Veterans 
Overcome Handicaps AS 
(Continued from page 32 YC 


90% disability certificate was a\ 
ed him on discharge from the | 
Army) with ambition to work 
job that ordinarily tires even big 

“We were reluctant to let hit 
heavy work as a stock clerk becai 
meant standing on his feet 
hours a day, constantly filling or 
receiving, shipping and han! 
stock. From past experiences we 
fuund this was a job that called for . 
healthy, hearty worker. Bowles | 
this too, but still he insisted that } 
could fill the position if he wer 
en a chance,” Mr. Gruen says. 

Despite his lost limb, and 
shrapnel wounds he received i 
chest and stomach in 1945 in the 
battle of the Ruhr pocket, Bow 7 
went to work in the big Interstat: 
warehouse. There he proved tha 
will to work can overcome a ph 
disability. 

But soon Bowles’ injuries 
bothering him to the point wher 
could no longer do his job efficicutl) 
As part of a promise made to Gru bP 
Bowles reported to the personnel 
manager, an ex-soldicr himself, 
his wounds were beginning to 
him trouble. 

Gruen immediately set to wo 


I . 


mented into the end 
of the handle — 
still another sufety 
No. 8000 feature to all McGill 




















wood- handle lLomp md 
Guards. Flexible, yet 
firm, the rubber gasket grips the cord closely 
as it enters the handle. The snug fit makes a = 
moisture-proof seal which positively bars dan- t 
gerous water seepage ... holds the cord away [ 
from the sides of the channel, preventing the Li 
F 


cord-fray which means shorts and shocks. There 
are more than seventy portable wood - handle 
lamp guard types in the comprehensive McGill 
line ... all of them designed for maximum 
safety. Other safety and convenience features 
include handy: thumb «switch, cage heavily 
plated to prevent corrosion, Levolier socket and 
sturdy hardwood handle. Write direct or ask 
your wholesaler for more information on 
*“Safety-First’’ McGill Lamp Guards . . . for 
every lamp use in industry. 


AUTOMATIC TIME SWITCH = NN | 


For turning signs, window lights, lighted billboards, and so on, ON 
and OFF automatically. Will handle loads up to 3300 watts. Easy 
to install and simple to operate. Load can be turned ON or OFF at 
times not called for by Time Switch. Self-starting electric motor 
will operate at temperatures down to 20 degrees below zero. New 
features, new compact size . . . New opportunities for your profit! 








Electrical Division 


MSGILL 


MANUFACTURING CO., INC. 
VALPARAISO, INDIANA 





Write for Information and Discounts. et M 
30 AMPERES 


AUTOMATIC ELECTRIC MFG. CO. 2300 warts. if 43 


MANKATO MINNESOTA $13.00! | Lav 


— 
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GEDNEY © 
FITTINGS... FIT! 


Save time 
and money 
on the job! 







ASK 
YOUR “ 
WHOLESALER! 4 





















mower. 


Rotary blade 
motor shaft. 





and battery charger. 


@ Operates several hours 
single battery charge. 


@ Cuts tall or 


connected directly to 





WHIRLS 7/oze PROFITS 


Dhe LEJAY™ 
WHIRL-R-MOW 


ELECTRIC POWER MOWER 


@ Finger-tip control in handle starts and stops 























@ Complete with storage battery W i 


on a V4 i 




















fi 
aioe . short grass. / * 
tig GEDNEY fittings—made of high / NOW READY 
grade malleable iron—are built with FOR 

kK at the electrician’s eye for fast, trouble- 
einen free installation. Smoothly finished, IMMEDIATE 
lim di precisely inspected in a complete DELIVERY 
eee a range of sizes and styles. Carefully 
wees be packaged and clearly labeled to speed bd 

git up selection of the proper fitting for 
orders the job. Write for catalog. 
nclling ss sel 
ve had INQUIRE ABOUT EXCLUSIVE DISTRIBUTION 
1 [OT d 
lor GEDNEY eLectric co. 
hat hel &KO BLOG., RADIO CITY, NEW YORK 20, N.Y. LEJAY Wotors 
ae 2910 SO. EMERSON AVENUE + MINNEAPOLIS 8, MINN. 
d thc 
in his 
in the H l H Li k h 

“el Flere s Fiow to Lick that weak be 
erstate (47 
“| Hard Ventilating Job! 
h ar enti ating O e A fan you can’t equal for 





MARTIN 
Bucket 
EXHAUST FANS 


for industrial plants and 
various installations where 
abnormal ventilating require- 
ments exist such as ... 
®Stagnant Air ®Excessive 
Heat *High Humidity 
®Chemical Fumes ®Severe 
Smoke. 

























MARTIN 
Utility 
EXHAUST FANS 
A sturdy fan to fill a variety 
of needs. For homes. . . for 


commercial and light indus- 
trial uses. 











Sizes 24” to 72” Write for information. 
MARTIN Fan & Blower Co. 
4632 West 21st Place Chicago 50, Illinois 


Lawndale 8474-5-6. Long Distance Olympic 5252 











quality, looks, performance, 
at reasonable price. Nine 
models 24” to 48”—full op- 
tional equipment, outside 
louvers, ceiling shutters, con- 
trols. Ball bearing fan with 
ball bearing motors when de- 
sired for ceiling installation. 





FRESH AIR 





INVESTIGATE THE 24” FULLY ENCLOSED 


MAKER WINDOW FAN 











ess 






MS SS 














1125 MASSACHUSETTS 
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HY-DUTY BLOWERS 






Double Inlet 
and 
Single Inlet 
400 cfm to 
12,500. Wide 
choice of 
outlet 
positions 
ond motor 
locations. 


VENTILATING DIVISION 
SCHWITZER-CUMMINS COMPANY 















AVE. INDIANAPOLIS 7, U.S.A. 
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find another, less strenuous post. The 
job of counter-salesman appealed to 


TRANSERT the young veteran. His job there 
since has proven more than satisfac- 


tory. 


® 
Brushes give “The case of Jimmy Bowles just 


t about typifies all of our handicapped 

LONGER LIF personnel—they’re doing a swell job 

) and are somctimes more anxious to 

EVEN AT LOW © oy learn new things and accomplish task. 

HUMIDITY than their more fortunate associates,” 
, said Gruen. 
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> Training Personnel 
2,105,038 Be For Retail Selling 


ie ts ee (Continued from page 29) 

serl——exciusive wi el- : 

wig-Speer Transert Brushes IT’S A GOOD MORNING IN 

— provides even current Si 

distribution, better ring lu- ployees. 

brication. That means reduced ring 3—Develop the habit of Genuine In 

wear, more uniform frictional charac- terest in the customer 

teristics for your rotating machines. ate . PtOHICI. # , 

Wedge- and force-fitted, the inserts 4—Scell your employees that know] arven & comrentams 

cannot fall out. Catalog 95 contains edge of merchandise is essential 

complete information on ordering to furthering the best intcrests of eats ae 

brushes. Write for your copy today. = : 
the customer and make such in- 


SOUTHERN OFFICES formation readily available. 
Atlanta 316 Walton Bidg.; Jackson 6097 5—Instill knowledge of the customer 
Oklahoma City... .323 NW 2nd St.; Tel.: 2-6881 : = f level oS : a 
Houston. ...3000 Block McKinney; Preston 1610 aS a means OF developing a success 
St. Lovis..1913 Washington Ave.; Chestnut 6510 ful business. 
El Paso 708 N. Piedras St.; Main 7845 6—Courtesy. 


2—Sell your business to your em 


Courtesy has been saved until last. 


HELWIG CO., Carbon Products Maybe it should have come first, be 
cause lack of interest on the part of 
sales people borders on discourtesy, 
which is the most destructive thing 
in any business. 


Chi w What is courtesy? 
It is the essence of tact. 
ubsALo It is the golden rule in action. WANTED 
It is the vehicle of genuine in- 
LEAD AND ALUMINUM PAINT terest, part and parcel of each of the ee Cee See 
fundamentals of sales training. One (1) experienced graduate engincer, 
Spot or Full. Coat 


f Although these fundamentals of responsible charge electrical engineeri1 

wi sales training apply to all businesses, and design of steam-electric and hydro- 

Galvanized Structures. materials and specific training meth- electric power plants and high volta; 
It sticks, it blends. : ee 
types of businesses. 


ods must be tailored for particular substations. Applicants please furnish 
However, any training plans and Box 122, Church St. Station P. O 
methods will fall short of their goal New York 6, N. Y. 
u re) nie unless based on these fundamentals. 


personal data and Experience Record 
NORTH ARLINGTON, N. J. 


WASHINGTON AT NINTH 


e*eevese?e 


Makers of Multiflex and Transert Brushes 






































WASHING MACHINE PARTS — ALL MAKES Handbooks of Adequate Wiring 


P R 0 M P T S H l P M E N T S Two valuable booklets avail- 


able with Electrical South. 

DISTRIBUTORS — Goodrich Wringer Rolls 

Gates Belts “Handbook of Residential Wiring Design” and 

T-K Range Parts “Handbook of Farmstead Wiring Design,” sum- 

marizing the latest authoritative information on ade- 

quate wiring systems, may be obtained with a three- 

year subscription to Electrical South at the special 

price of $2.50 for a limited time. Send name, ad- 

dress, and remittance at once to make sure of getting 
your copies. 


ELECTRICAL SOUTH 
Grant Building Atlanta 3, Ga. 


Electrical Appliance Parts 


811 9th St., N. W. Washington 1, D. C. 
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~ ALL-PU 
For Bett 


The office, home, factory, 
restaurant, garage, ware- 
house, class room or a hun- 
dred other places where pro- 
per ventilation is the prime 
requisite for health and com- 
fort, makes the new 1947 
Johnson HEALTHAIRE 
fan a MUST! 


Johnson HEALTHAIRE 
fans are available in two types 
... Belt Driven (ranging in size 
from 24 inches to 48 inches) and 
Direct Driven (from 12 inches 
to 20 inches). 


BELT DRIVEN TYPE 
Sizes: 24” to 48” 


Beauty, style and ruggedness 
has been incorporated into the 
1947 HEALTHAIRE line, mak- 

ing a more modern 
and longer lasting fan 
of proven quality. 


Johnson Fan & Blower Corp. 


1319 West Lake St., Chicago 7, ill. 


DIRECT DRIVEN TYPE 
Sizes: 12” to 20” 





to Match this 


PERFORMANCE, 
CONSTRUCTION, 


Sales Appeal 





PATENTED 


PATENTED 
HERMETICAL 
SEALED ROLLER 


4 Breeze” to Sell geanncs —/ 


NO RESISTANCE 
sagine an attic fan LONG, 
th these features; no oe 

oiling, no belt adjustment eons 

r alignment, no motor 

hum transmission, long 

life. Well, it’s here and 

t's your chance to cash 

mn on an item that is a 

breeze to sell. The fan 

with patent features. 


PATENTED 
SWINGING 
AUTOMATIC 


BELT 
ADJUSTMENT 














Immediate delivery on’ complete 42” fan chassis less 
motors. Limited supply of fans with motors. Any 
1/4 or 1/3 h.p. motor can be easily installed. 
Write today for folder giving full particulars on 
this revolutionary fan. 

*All patents applied for 


STONEWALL COMPANY 


es outhern Sales Office: 813 Bona Allen Bldg. Atlanta, Ga. 
f ACTORY: 138 WEST 54th ST., CHICAGO, ILL. 
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new...duplex outlet 
meets FEDERAL 


The new Bryant No. 6122 Duplex 
Convenience Outlet is designed for 
residential installations—heav y 
all-molded Bakelite construction. 
double-side contacts to grip cap 

blades securely and plaster ears to 
assure proper alignment. Large bindin 
screws and a small, compact cup 
provide easy wiring and quick 
installation. Available in brown ¢r ivory. 


BRANT 


SUPERIOR 
WIRING DEVICES 


THE BRYANT 
ELECTRIC COMPANY 


BRIDGEPORT 2, CONNECTICUT 
NEW YORK CHICAGO LOS ANGELES 


7.0087) 
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ut a system of venti- 


lation built to suit every 





need for the home, the of- 
fice, the plant and all other 


commercial requirements. 


ne Basic Unit 


in Each Size 


(Watch this space for illustrations) 


with a complete comple- 
ment of accessories con- 
verts any unit to a Window 
Fan, Attic Fan, Portable 
Circulator or Exhaust Fan. 


— All Units Reversible — 


Member Propeller Fan Mfgrs. Assn. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., New Orleans 8, La. 














part of the advertising contract. 


The Advertiser’s Index is published as a convenience and not as a 











Every care will be taken to indez 


correctly. No allowance will be made for errors or failure to insert 
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Adam Electric Co., Frank 21 
Advance Transformer Co. 93 
All-Steel Equip. Co. -.-- * 


Aluminum Co. of America 
American Coolair Corp. --- 25 
Anaconda Wire & Cable Co., Inc. 23 
Atlanta Electrical Agents’ 


10-Year Club --- « 
Automatic Electric Heater 

C0i, TG. cn 2 90 
Automatic Elec. Mfg. Co, i00d 


Bar-Brook Mfg. Co. ‘ 53 
Barlow & Seelig Mfg. Co. 11 
B & C Metal Stamping Co. 92 
Bendix Home Appliances, Inc. 20 
Benjamin Electric Mfg. Co. 6 
Blackburn Prod. Corp., Jasper * 
Briegel Method Tool Co. oe 
Bryant Electric Co. --- 103 
Bull Dog Elec. Products Co 13 
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Certified Fleur-O-Lier 
Manufacturers scneniees 
Certified Starter Manufacturers * 
Chelsea Products, Inc. * 
Clark Controller Co. 8 
* 
* 


Clark Water Heater Division 
Collyer Insulated Wire Co. 
Commercial Credit Co. 
Cornish Wire Co. -_ 
Crescent Insulated Wire & 
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Cane Co. .... 79 

Crouse-Hinds Co. _ 
Curtis Lighting, Ine. 57 
D & M Mfg. Co., Ine. 26 
Day-Brite Lighting, Ine. 92 
Economaster Sales Co., Inc. 91 
Efficiency Elec. & Mfg. Co. . 90 
Electric Steam Radiator Corp.._ 74 
* 


Emerson Elec. Mfg. Co. 
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Faries Mfg. Co. Ps * 
Federal Electric Products 

Co., Ine. 24 
Fluorescent Fixtures of Calif... 89 
Folson Co., The 97 
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Gedney Electric Co. 101 
General Electric Co. 

(Adequate Wiring) * 
General Electric Co. 

(Conduit) aes Back Cover 


General Electric Co. (Construc- 
tion Materials) on 
General Electric Co. 


(Insulating Materials) * 
General Electric Co. (Lamps) 14 
General Electric Co. 

(Wiring Devices) ® 


General Mills, Inc. 


(Home Appliances) 6 
Gibson Mfg. Co. 55 
Good Mfg. Co. __ * 
Graybar Electric Co. 9 
Great National Air 

Conditioning Corp. 16 
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Handees Company * 
Harco Equipment Co. 95 
Hazard Insulated Wire Works __ 5 
Helwig Company 102 


Holcomb & Hoke Mfg. Co., Inc. 22 
Holdenline Co. pues Ee 


Hotel Lennox 102 
Hotel Mayfair * 
Hubbard & Co. 19 
Hunter Fan & Ventilating Co. 
en Front Cover 
I 
Ideal Industries, Inc. * 
Iisco Copper Tube & Products, 
| ae — 


Insulation & Wires, Inc. 71 and 91 
Irvington Varnish & Insulator 
Co. ‘ ee ae 
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Johnson Fan & Blower Co 
Jones Metal Prod. Co 


K 


Kaplan Elec. Sales Co., J. L. 
Kearney Corp., James 

Klee Co., George B. -- . 
Krueger & Hudephol 5 


L 

Landers, Frary & Clark : 
Lasser Mfg. Company f is 
LeJay Motors Corp. . 
Lenk Mfg. Co. ---- 

Lightolier Co. -~~~- 

Lloyd Products Co { ~ 
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M & 'W Electric Mfg. Co., Ine 
Malleable Iron Range Co. 
Martin Fan & Blower Co. 
McGill Mfg. Co., Inc. 
McGraw Electric Co. 
Mitchell Mfg. Co. 

Mobilite, Ine. ~~~ ? 
Monarch Fuse Co., Ltd 
Murdock Co., Wm. J 
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National Elecrtic Products 
2, Inside Front Cx 

Noblitt-Sparks Industries, Inc. © 

Noma Electric Corp. -- 

North American Elec. Lamp Cx 
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Okonite Co. 


P 

Paragon Electric Co. 

Penn-Union Electric Corp. 

Proctor Electric Co., Div. 

Progressive Farmer k 
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Reading Electric Co., Inc. 








Reed Unit Fans, Ine. ~-_- - 
Regent-Savoy Electrical Mfg. , 
CR. .u.. ‘ | 


Roval Electric Co 


S t 
Samson United Corp 
Schwitzer-Cummins Co 
Seco-Lite Mfg. Co. 
Sherman Mfg. Co., H. B 
Signal Elec. Mfg. Co. 


Spero Electric Corp. -.-- 3 and S] 
Square D Co. —-. Inside Back Co 

Stonewall Company avi ¢ 
Subox, Inc. x ‘ F 
Sutton Corp., The 90. A. Vv 


Tribble ..-s.-. 
Trumbull Electric Mfg. Co. Vi 
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United Appliance Co. . k 
United States Rubber Co., Inc 
(Tap Division) —- W 
United States Rubber Co., Inc. 
(Wire Division) g 
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Valley Fan Mfg. Co 
Virden Co., John C Ol 
WwW in 
Wakefield Brass Co., F. W. . 
Walker Electrical Co. - a 
War Assets Administration 
‘eaten 12, 75 and 
Ward Leonard Electric Co. 
Wesix Elec. Heater Co. --- 
Westinghouse Electric Corp. 
(Appliances) —~ 
Westinghouse Electric Corp. 
ee ee 
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SAFETY SWITCHES? 













Guess there are two or three reasons. Don’t 

now offhand, how I’d rank ’em in importance, 

but they all add up. For one thing, Square D 

mikes a pretty darn complete line of switches. 

During the past thirty years I’ve run into setups 

that called for about every type and size there is 
nd Square D hasn’t let me down yet. 

\nother thing—Square D’s got a crew of de- 
sivn engineers who know the score. Haven’t met 
‘ein, you understand, but you can judge ’em by 
wat they put in their switches and not go wrong. 

‘hen again, maybe I’m like a guy I know. 
Whenever he’s in a strange town and doesn’t 
know where to eat, he always looks for the place 
wth the most folks. He figures that’s a pretty 
good steer to good grub. Apply that kind of 
reisoning to safety switches and you can get 
on y one answer. Maybe you’ve noticed—you run 
in'o that [DJ] emblem everywhere. 
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THE MEN WHO 
INSTALL IT 
LIKE G-E BLACK 
BECAUSE IT 
GOES iIIN FAST 
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General Electric Black rigid conduit — like the rest of the complete 
G-E raceways line — is built to help you get wiring in fast. It’s threaded 
accurately and bends true. That means a lot when time is money. Every 
length of G-E Black can help you speed construction by giving a smooth, 
tight, stricture-free raceway — with a minimum of time lost for retit- 
ting and rebending. Among the men who put it in, it’s known for speed 
and easy handling. 


AND G-E BLACK GOES IN TO STAY 
When you do a job with General Electric Black, you can be sure it will 
last for years. Uniformly coated with a heavy, baked-on finish, G-E Black 
is made to resist corrosion. It keeps liquid chemicals, fumes, oil, and even 


acids away from your wiring. 


For details on our complete line, see your nearest General Electric dis- 
tributor, or write now to Section C50-324, Appliance and Merchandise 
Department, General Electric Company, Bridgeport 2, Connecticut. 
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Another installation time-saver is 
General Electric White conduit. Hot- 
dipped in high-quality zinc, G-E White 
is your best bet for protection from al! 


atmospheric corrosion. 
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No need to sort and handle a variety 
of bar hangers when you use the new 
General Electric S-type hanger. It fits 
all studs on centers anywhere from 
6 to 20 inches. Ask us to supply you 
with these handy G-E S-type hangers. 


Teaming up for fast construction, too, 
are General Electric Q-Floor wiring 
and Robertson Q-Floors. This com- 
bination provides a flexible electrical 
system for office buildings, plants, 
and other buildings which require « 
variety of services. Outlets can be in 
stalled at any time, anywhere in the 
floor, on six-inch centers. We'll be glad 


to tell you more about it. 
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